MAY 1960 


hn’ 3 "ipo 
CWS 


> BPN surveys 
893 dealers 





A CHILTON @® PUBLICATION 
HEADQUARTERS FOR L.P. GAS INFORMATION SINCE 1931 





At the Convention... 





weh 


ra 


R RED R 
CARPEN ~ 
/§ OUX... 























t= 











COME SEE US*. 


WARRENGAS 
ee 





ok bee me eek ee le sg 8) LUA A REE ERMA inne Oo eEeeEelC rT ¥ | = 


Faster filling offered by 
new Hackney single-barrel tank truck 


Everything you need to help you make more stops per 
day, keep operating and maintenance costs low and 
increase profits, is built into this brand-new Hackney 
single-barrel truck! 

In quality, design and performance this truck is equal 
with the widely used Hackney twin-barrel models, and 
is thoroughly and rigorously tested to meet severest serv- 
ice and road conditions. 


PAYOFF FEATURES 


e Hackney plumbing system—simple, safe, trouble-free— 
helps you load or deliver faster. Engineered in our own 
LP-Gas laboratory which duplicates actual field con- 
ditions. 


e Rear location of all valves and controls is a real time-saver 
—one man can handle easily, safely. 


Model 25008 
is the 


water capacity 2500) gal.; tank 


Model 2800S: 2800-gal. 


weights: 
water capacity. 


unit empty, 


size 


$422 Ib.; 


ICC lighting—all wiring protected at points of abrasion. 
Internal safety valves—eliminates moisture collecting 
recess in tank top. 

Truck pump—will install make and model you select. 
Piping designed to match the pump and meter you 
specify. 

Chassis—will mount on your present chassis or a new 
one of your choice. 

Meets both ASME and ICC-MC330 specifications—permits 
out-of-state deliveries—increases resale value. 

Optional equipment—full or partial skirting; Okadee or 
Fisher Governor valve with remote controls; automatic 
back-to-tank pump bypass; dry chemical fire extingui- 
sher; Neptune Print-O-Meter or Non-Print Meter; 
Hannay hose reel; and any make or model pump desired. 
Available in various capacities—with a size for every 
requirement. Write for complete information. 


loaded, 17,792 nominal cab-to-axle requirements, 108”. Another 
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See us at the 
LPGA Convention 
BOOTHS 113, 114 & 115 


e7 See) FAINERS FROM ONE POUND TO 30,000 GALLONS 
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All new, full-load Fan and Limit Switch offers you more new features! 


Newest of the new controls we promised you in 1960—the Robertshaw full-load 
(3% hp-14 amp.) Fan and Limit Switch incorporates many new engineering 
ideas to save you inventory and installation costs... to give you and your cus- 
tomer the ultimate in reliability! Check these exciting new features— Color 
coded dial settings and terminals, high no-short terminal barriers, element 
temperature indicator, single helical element, no-creep temperature set, 2-second 
limit lock or stop, ‘“‘add-on” summer fan switch, ‘“‘no-bounce”’ self-cleaning 
switch— roller actuator for consistent and smooth operation, protectively 
enclosed switches, interchangeable mounting, snap-on hammer-tone gray finished 


cover—available in four 
standard element lengths 
and many model combina- 
tions. FOR MORE INFORMA- 
TION CONTACT: 
CONTROLS 


ROBERTSHAW-FULTON CONTROLS COMPANY 
GRAYSON CONTROLS DIVISION Long Beach Boulevard, at Long Beach Freeway 











Your bankbook proves 
American Metered Service 
helps build sales... 

Cuts Costs 
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WC-45-LPG Welded Steelcase 


LP-Gas meters bring utility-type service to your customers, build 
confidence in gas and gas appliances. That’s one reason so many industry 
leaders capitalize on the load-building ability of American metered 
service. They also appreciate the operating economies possible with metered Light weight, sturdy, economical 
. ideal for average domestic « 
service without central heating. 
Features removable soldered 


service... buy more gas when rates are low by using increased storage 
on consumers’ premises ...no revenue loss from “dump gas” sales by 


index. Rated capacity 45 cfh 
propane at 1/2-inch w.c. differ- 
ential — 5 psi working pressure 
— Y2-inch FPT connections — 
shipping weight 8 Ibs. 


cross-hauling or out-of-fuel calls. 


Ask your American representative to detail the many ways an 
investment in metered LP-Gas service builds sales, cuts costs and 
increases profits. 


| 
competitors...sliding rate schedule with minimum charge...no more costly ; top and internal, counter-type 
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INCORPORATED CESTABLISHED 18363 


GENERAL SALES OFFICE: Philadelphia 16, Penna. « Albany « Alhambra « Atlanta + Baltimore + Birmingham + Boston » Chicago e Dallas ¢ Denver » Erie « Houston 
Kansas City * Los Angeles » Minneapolis « New York » Omaha + Pittsburgh »* San Francisco « Seattle « Tulsa » Wynnewood 


IN CANADA: Canadian Meter Company, Ltd., Milton, Ontario * Calgary « Edmonton + Montreal » Regina » Vancouver 


SUPPLIERS TO THE GAS INDUSTRY for Ironcase, Tinned Steelcase, Aluminumcase, and Welded Steelcase Meters » American-Westcott Orifice Meters +» Instruments 
Reliance Regulators « Apparatus « Valves 
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Author, author! 

Phil Johnson is a project engi- 
neer in charge of Fisher Governor 
Co.’s LPG valve development pro- 
gram. At the moment he is direct- 
ing the development of a new sim- 
plified method of analyzing LPG 
pumping systems. 

The problem, is “the difficulty of 
obtaining sufficient information to 
enable one to predict the capabili- 


| 


Phil Johnson 


ties of a given LPG pumping sys- 
tem,” says Johnson. “But now a 
new, simple method is being de- 
veloped for looking over piping sys- 
tems to find out how far above the 
pump inlet the liquid level should 
be and what is needed in the dis- 
charge line to obtain a given ca- 
pacity.” 

We wish we could tell you all 
about it, but the Fisher-sponsored 
group is not quite ready to talk. 
“Some time this summer” is the 
best Johnson can promise. 

Meanwhile, we’re doing the next 
best thing. In this issue, we’re pub- 
lishing an article by Johnson titled, 
“Let’s Size Up Your Bobtails.” As 
a guide to things to consider in 
selecting a bulk truck, it’s hard to 
beat. 


“BACK TALK 


Peat moss information 
Chicago Heights, IIl. 
I am a subscriber of BUTANE- 
PROPANE News, and I saw _ that 
you covered the story on the Royal 
Land Corp. peat moss field. 
I have a peat moss field in Monee, 
Ill., and I have been thinking about 
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drying and bagging the moss. 

I wonder if you could get some 
more information for me _ about 
drying peat moss, or tell me to 
whom I can write to get the infor- 
mation I need. 

ALBERT SCHWALM 
Stony Trucking Co. 


We referred Mr. Schwalm to the 
Royal Land Corp. and the gas sup- 
plier, Suburban Gas Co. If anyone 
else wants more information on the 
process, we suggest he write to 
either Mike Carrasco, president of 
the Royal Land Corp., 2640 Wash- 
ington Blvd., Ogden, Utah, or Gil- 
bert W. Barringer, manager, Sub- 
urban Gas Co., Glenwood Springs, 
Colo.— Ed. 


An "old timer" speaks 
Taos, N. M. 

As old-timers in the propane gas 
business (we started handling 
Standard Oil Co. Flamo in 1936), 
we thought you might be inter- 
ested in a short resume of our ex- 
perience in this business, as well 
as the enclosed picture and follow- 
ing description of our newest de- 
livery unit of which we are very 
proud: 

It is a C-750 Tilt Cab Ford with 
2-speed rear axle and heavy duty 
springs. The 2400-gal. tank and 
piping was made and installed by 
Lang Wayne Equipment Co., Salt 
Lake City. It is equipped with 114- 
in. No. 433 Neptune printing 
meter, 100 ft of 1 in. LPG hose 
with rererere valves, automatic Han- 
nay reel, 2 fire extinguishers, Smith 
T-2 pump, etc. 

We find we are saving one trip 
out of three in comparison to use 
of the 1250 gal. delivery units we 
have been using, and the saving in 
loading and unloading time is very 
great, although we have not ana- 
lyzed this as yet. 

When we started handling 
Flamo, we had four customers. The 
price was $13.50 on one to four 
cylinders, or $9.50 on five or more 
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OUT WHERE THE COUNTRY CAN TEAR A TRUCK TO PIECES— 
CHEVY 6’S KEEP ROLLING ... COST LESS TO RUN! 2.00. ws 


Petrolane Gas Service of Long Beach, California, has bought practically nothing but Chevrolets since 1957. 
They’ve got over 200 of them now—mostly 60 Series middleweights with big Jobmaster 6 engines—that haul 
through truck-busting back country 7 days a week. “Those 6-cylinder engines take a lot of punishment,” 
reports E. C. Hornaday, company transportation manager, ‘‘and they cost less for maintenance.”’ Petrolane 
drivers are sold on Chevy, too. Especially its torsion-spring ride. As Bernie Stone puts it, ‘I used to take 
rough roads at 5 to 8 miles an hour, but now I can go 30 over them. Where I delivered about 2,300 gallons a 
day with the other trucks, now I can deliver 3,500 gallons with this new Chevy.” 


@ Get a 6-cylinder engine that can handle big- 
tonnage loads and you’ve got your overhead down 
where it’s no bother at all. That’s the reason you 
see the big 261-cu.-in. Jobmaster 6 in so many hard- 
working middleweight Chevrolets. This engine’s been 
building a reputation over the years as the work- 
horse of the industry. Its valve-in-head design is 
dedicated to dependability. Built to turn out an 
efficient 150 horsepower and get the most out of 
every gallon of gas while serving up plenty of load- 








pulling power. Drop in on your dealer and check 
the Jobmaster specs in detail. Ask about the new 
Powermatic transmission too, available in all Series 
60-80 models. Talk engines, models, capacities, 
everything. Just be sure to save some time for a 
trial run in a 60 Chevy. You'll see it’s like no truck 
you’ve ever driven before. You’ll also see why so 
many Chevy truck operators are able to get more 
work done in a day. Make it soon. . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 








1960 CHEVROLET STURDI-BILT TRUCKS <azggutaa” 
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Taos Gas Co. is saving one trip out of three with its new C-750 Tilt Cab Ford. 


cylinders, per calendar year. Our 
price today is $7.50 per cylinder 
on 12 a year, or $8.50 per cylinder 
on less. What other commodity has 
been reduced in price from 1936 
until now? 

At present, we have approxi- 
mately 400 bulk-tank customers 
and 3800 cylinder users. We used 
to sell 90 per cent hardware, etc. 
and 10 per cent gas appliances and 
gas, but this figure has almost 
been reversed. 

We do not recall when we first 
subscribed to your magazine, but 
in the early days, it was... in- 
valuable; and now, after more than 
20 years, we still depend on it for 
up-to-date information, and on its 
editors for replies to unusual tech- 
nical questions which arise from 
time to time. This letter is being 
sent you in the way of thanks for 
the many times you have been of 
great help to us. 

S. HARBERG 
Taos Gas. Co. Ine. 


American literature wanted 
Krefeld, Germany 

From your magazine, BUTANE- 
PROPANE News, we understand that 
there is a strong market among 
propane gas using corn dryers in 
America. 

Here in Germany we require pro- 
pane gas-heated air for corn dry- 
ing from 6000 to 18,000 kilo-calo- 
ries per hour. We would be grate- 
ful if you could give us names of 
those firms that advertise products 
of such a kind or if you would pass 
our letter on to such firms. 

At this opportunity we permit 
ourselves to recall our letter of 
Sept. 23, 1959, in which we re- 
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quested you to let us know whether 
there are firms in America which 
produce gas detectors. Also we 
would be very obliged if you could 
supply us with the names of suit- 
able firms. 
HERRN VARRELMANN 
Propan-Butan Gesellschaft 
m.b.H. 
This letter was written in Ger- 
man. We had to have it translated 
before we could send Mr. Varrel- 
mann the names and addresses of 
cight American manufacturers of 
agricultural drying equipment and 
gas detectors.—Ed. 


Broiler chicken authority 


London, England 

My firm refines and markets 
L. P. gases and quite naturally we 
are interested in your magazine, 
BUTANE-PROPANE News which we 
receive regularly—quite honestly 
we’ve nothing like it in England. 

My own particular interest is in 
the broiler chicken industry and 
the use of LPG in this industry. | 
regret to say that though the in- 
dustry is growing rapidly in this 
country, so far there are little or 
no authorities from whom one can 
obtain information. I notice in 
BPN you are mainly concerned 
with industrial and domestic appli- 
cation of LPG and rarely broach 
the agricultural aspect (i.e. broiler 
brooders, grain dryers, piglet heat- 
ers, etc.). 

Can you therefore, please help 
me by kindly providing some Amer- 
ican authorities’ addresses from 
whom I can perhaps obtain some 
really authentic information about 
an industry which after all was 
born in the USA. To be a little 


more specific I would like to know 
such things as the types of hover 
your farmers use, typical capacity 
of your broiler houses, types of 
storage tanks for LPG or farms, 
installation procedure for brooder 
points inside houses, LPG cost per 
bird at the end of the batch, etc. 

I know that I may be asking a 
lot but any help you can offer me 
will be very much appreciated. 

Well sir, in closing I would like 
to offer best wishes for the con- 
tinued success of your magazine 
on behalf of my company and my- 
self. 

L. E. MARNEY 
Shell-Mex & B. P. Gases Ltd. 

We feel obliged to take issue 
with Mr. Marney’s statement that 
we “are mainly concerned with in- 
dustrial and domestic applications 
of LPG and rarely broach the agri- 
cultural aspect.” Our Readers’ Ser- 
vice Department sent him 13 sets 
of tear sheets of articles from past 
issues of BPN describing the ap- 
plication of L. P. gas on the Amer- 
ican farm, including brooding, crop 
drying and farrowing. The depart- 
ment also sent him names and ad- 
dresses of 11 manufacturers and 
a copy of the 1959 BPN Catalog & 
Buyers’ Guide, which contains an 
index of products and an index of 
manufacturers’ names and ad- 
dresses.—Ed. 


"Good gas advertising" 
Franklin, N. J. 
In our recent survey of the LPG 
industry we sent a questionnaire to 
Robert E. Littell. When he re- 
turned it, the following letter was 
enclosed.—Ed. 


This is a good idea, and is about 
as good a yardstick as anyone can 
find, but, how about advertising ? 

We spend approximately $4000 a 
year on this item alone. Besides 
ourselves, there is only one other 
gas company in our area (out of 
approximately 20 dealers) that 
does anything in advertising that 
amounts to “good gas advertising.” 

We feel that there are too many 
dealers that are helping the elec- 
tric and oil business by not doing 
a first class job on advertising. We, 
of course, have had a terrific in- 
crease in volume because of our 
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What better advertising stunt for an all- 
gas home? 


advertising and have left the others 
in the dust, so to speak. We would 


rather see more dealers doing good GAS HEAT DEALERS: 


a a ee) 6 Build with the Outstanding 
tenc fo 7 a yr convincing job MORE USABLE HEAT Gas Burner and Complete 
on the public that gas is modern FREEMAN - Burdett Gas-Fired 


and here to stay! We hope that TRIPLE HEAT-INFRA-RED 2 Plant... Get the most Profitable 
you might stir up some of the dead- | —~RADIANT 


beats and educate the poor adver- | _CONVECTED 

tisers on first-class type advertis- | 

ing. AUTOMATIC...SILENT... For Exclusive Franchise Plan, 
Enclosed you will find our match | SAFE... TROUBLE-FREE “Fired-Up” Demonstration 


Proposition. Get away from 
Cut-Throat Competition. 


book cover, a picture of an all-gas | Manual and Installation Pro- 
builder, and a picture of the many INCANDESCENT HEATING gram that Makes Sales Three 
AGA posters which we have used PILE—CHERRY-RED (1600) Times Easier... 
for the past two years. 
We also do newspaper and radio HIGHEST IN ECONOMY... See FREEMAN -Burdett Gas 
advertising. EFFICIENCY... COMFORT Equipment at May 1 L. P. Gas 
ROBERT E. LITTELL Show, Booth 209; Or Write— 
bsiaranaesined Illinois Iron & Bolt Co. (Established 1864) Carpentersville II. 
Littell Gas Service Inc. 
The match book covers are not il- 
lustrated, as they are in full color 
and could not be reproduced in such 
a way as to do them justice.—Ed. | 





GENERAL L-P GAS TANKS 
20 Ib.—40 Ib.—60 !b.—100 Ib. Cylinders 


Complete Line of Accessories for Single or Double 
Hook-ups . . . Regulators—Valves—Racks—etc. 
Everything that is needed for complete Bottle 
Gas Installation. 


*% Send for full details today. 


General Processing Corporation 
Main Office and Factory: Quincy, Michigan 


West Coast Division: 
10854 E. Central Ave., El Monte, California 











Littell Gas Service Inc. has been using these 
AGA posters for the past two years. 
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for these applications... 
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Hose-end shut-off on trucks Liquid transfer vaive Charging manifolds (hose end) 
with RegO Chek-Lok 


RegO 7704 RegO 7705 RegO 7704L RegO 7706 
Ya’ Globe Valve %"’ Globe Valve Ya"’ Angle Valve %" Angle Valve 
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Line shut-off inside house Bulk plant piping Industrial piping 
(main shut-off) 


offering these advantages: 


Sturdy, easy-grip aluminum handwheel. 





Nylon bearing guide prevents metal-to-metal 
galling and seals out dirt, sand and grit from 
stem seal and stem threads. 


Moulded rubber flange ring stem seal. The 
higher the pressure, the tighter the seal. No 
packing to replace—no adjusting necessary. 


Heavy duty acme threads on manganese 
bronze stem for quick action and long life. 


Metal-to-metal back seat permits replace- 
ment of flange ring with valve in service. 
Shell moulded, rugged ductile iron body, 
highly resistant to cracking or fracturing. 
Bonnet and seal cap are brass. 


Swivel seat cannot grind during valve open- 
ing or closing. Synthetic rubber seat disc. 
Maximum capacity results from dropped seat 
in angle valves and circular bridge in globe 
valves. 


Compact design, low silhouette for close in- 
stallations. Light weight. 


order yours now 


from your distributor or write: <B ASTIAN-BLESSING’ ns 


Dept. 31-E, 4201 West Peterson Avenue 
Chicago 46, Ulinois 
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“Our ‘bargain’ 


water heater’s 
already 
leaking. 
Now we need 
new linoleum, 
the floor 
fixed and 


another 
water heater. 
All to 
save $10! 
Some 


bargain.”* 


rHIS ap IN 


gATUROA 


*Water heaters that fail fast aren't bargains. They're burdens. Unburden yourself... 
with the most dependable water heater you can own...one that's built to last...long 
on quality, and long on service. A Day & Night Jetg/as water heater costs only a little 
more than the unreliable “bargain* heater that's here today and gone tomorrow. 
It can't happen with a 


DAY & NIGHT 4% “WATER HEATER 


better-built to last by Day & Night Manufacturing Company, 855 Anaheim-Puefite Rd., 
La Puente, California. : 

Over 50 years experience in better-bui/t Water Heaters, Home Heating and Air 
Conditioning —America’s Finest. 





.-her next call is to the plumber 


*...and | thought you knew 
your business. You said 

it was just as good. 

! believed you...No. | don't 
want to hear the word 


‘ . , . ” 
bargain’ again. 





TAKE A CLOSE LOOK AT THE TROUBLE YOU 
BUY IN A “PRICE HEATER!” 


TYPICAL TROUBLE-inadequate enameling experi- 
ence and absence of quality control inspection 
which permits shipment of tanks with incomplete 
glass coverage or with coating crazed or damaged 
during fabrication. 


THE DANGER-even a pin-hole in a glass coating 
is an open door to accelerated corrosion which 
concentrates on the only bare metal it finds 


’ 


who sold her the “bargain’:.. 


*..and another thing. 
Who's going to pay for the 
new water heater? And what 
about my linoleum? Who's 
going to pay for that? 
310 off? Humph! You 
certainly didn’t do us any 
favors! Now my husband 


wants to talk to you...” 


TYPICAL TROUBLE —-construction short-cuts omit 
essential steps like the sizing of mated parts and 
result in bulging joints or deep seam openings 
between head and wall surfaces. 


THE DANGER-the free fiex-action of distorted 
areas and edges (under operating pressures) 
throws off glass coating immediately, leaving bare 
steel exposed to corrosive attack 





There’s one sure way to 
avoid these scorching 
phone calls, damage 
debates, and harmful 
word-of-mouth reports 
about your service: Be 
sure you sell a water 
heater that won’t let 
you or your customers 
down. Take a good look 
at the water heater 

you are selling now: 


1. INSPECT the nipples—for 
brass instead of galvanized. 


. PULL the anode, if there is 
one. Be sure it’s full length, 
not a stub. 


. INSPECT the inside of the 
tank with a small drop bulb 
and a dental mirror—for clean 
welds, tight joints, complete 
undamaged glass coatings. 


. CHECK the warranty. Look 
for the “‘loop-holes;’ the tricky 
processing gimmicks. 


And you can make sure another, 
even easier, way: Order, stock 
and sell DAY & NIGHT water 
heaters. You get real quality—- 
100% inspected and controlled... 
a ‘‘no loop-hole” warranty that 
protects both you and your cus- 
tomer for 10 years. DAY & 
NIGHT quality protects your 
profits...and still sells for very 
little more than the “bargain” 
heaters. More important, DAY & 
NIGHT stays sold! 


DAY & NIGHT mMaNUFACTURING CO. 


855 Anaheim-Puente Rd., La Puente, Calif. 


Over 50 years experience in better-built Water Heaters, Home Heating and Air Conditioning 
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PHILLIPS 
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Rm What's back of this new symbol 
is what counts 


“A 
It’s new ... it’s colorful . . . it’s symbolic of Philgas* Philgas . . . by experienced Philgas employees . . . 
forward-looking determination to retain leader- by the most advanced research . . . by the best in 
ship in the LP-Gas field. Behind this symbol are sales assistance and advertising support — all sea- 
real, proved benefits for the branded Philgas dis- soned by 32 years of Philgas experience. We invite 
tributor. It’s backed by the country’s best LP-Gas your inquiry. 
transportation system ne by assured supplies from *Philgas is the Phillips Petroleum Company trademark for its high quality LP-Gas. 


PHILLIPS PETROLEUM COMPANY, Bartlesville, Oklahoma 


SALES OFFICES: COLUMBUS, OHIO—395 E. Broad St. KANSAS CITY, MO.—20I E. Armour Blvd. SALT LAKE CITY, UTAH—68 South Moin 
AMARILLO, TEX.—First Not'l Bonk Bidg. DENVER, COLO.—1375 Keorney St. MAPLEWOOD, N. J.—2075 Millburn Ave. ST. LOUIS, MO.—4251 Lindell Blvd. 
ATLANTA, GA.—1428 West Peachtree Stree: DES MOINES, |OWA—6th Floor, Hubbell Bldg. | MINNEAPOLIS, MINN.—215 South IIth St. TAMPA, FLA.—3737 Neptune St. 
CHICAGO, ILL.—7 South Deorborn St HOUSTON, TEX.—6910 Fannin Street OMAHA, NEB.—3212 Dodge St. TULSA, OKLA.—1708 Utica Square 
eae : INDIANAPOLIS, IND.—3839 Meadows Drive RALEIGH, N. C.—401 Oberlin Rood WICHITA, KAN.—501 KFH Building 
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Many factors may cause 
high gas bills 
Wyoming 

Letters from readers are often 
received which do not contain suf- 
ficient information upon which to 
base complete information. It took 
an exchange of two letters to solve 
the following problem.—Ed. 


Gentlemen: 

We are servicing a housing unit 
of around 125 homes, using vapor 
meters with a gallon index. We 
are running four homes to one 
1000-gal. tank, using a high pres- 
sure regulator at 15 lb at the tank 
and a low pressure regulator at the 
meter set at 11 in. we. These runs 
are around 80 ft long. 

We are continuously receiving 
complaints of high gas bills. We 
are inclined to agree with the cus- 
tomer as the bills are running 
from $40 to $60 per month. 

Most of these homes average 
around 900 sq ft of floor space and 
seem to be well insulated. The fur- 
naces are 110,000 Btu forced air. 
We have checked several of these 
meters on a proving scale and 
found them to be correct; we have 
also set individual test tanks and 
run these through meters, and the 
difference over the tanks is be- 
tween 30 and 60 gal. per month. 
These meters are set for 37 cu ft 
per gal. 

Would you please advise what 
we might do to overcome this dif- 
ference, or if it is a normal over- 
age due to temperature and altitude 
correction. If it is the latter, would 
you advise what correction factor 
should be used? Our altitude is 
4300 ft. 

E. L. W. 
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Headquarters for L. P. gas 
Information Since 1931 
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I am sorry, but you have not in- 
cluded sufficient information for us to 
properly analyze your problems. 

You state you have made some test 
runs on individual tanks, and that 
the metered figure exceeded the tank 
use figures by 30 to 60 gal. How many 
gallons by the tank measurement and 
by the meter measurement did it take 
to make a given difference between 
the two figures? Can you provide us 
with a few specific examples? Also 
how accurate was your liquid meter- 
ing, and how was the gallonage de- 
termined? At what temperature was 
the liquid metered (approx.), and at 
what temperature was the gas me- 
tered 

What is the composition of the 
L. P. gas you are using? Is it com- 
mercial propane or is it a mixture of 
propane, n-butane and _iso-butane? 
Perhaps you have the shipping papers 
on a load which shows some of this 
information. 

If you can give us at least most of 
the above information, we can give 
you a better analysis of what you 
can expect. 

If you are using commercial pro- 
pane of fairly high quality we esti- 
mate that a figure of 43 cu ft per 
gal, should be used instead of the 37 
you show. This is based on an at- 
mospheric pressure of 25.55 in. of 
mercury at 4300 ft elevation when 
29.92 in. is considered atmospheric 
for sea level. Also, temperature is 
considered at 60 deg. F. and pres- 
sure in the meter is 11 in. we or .81 
in. mercury. 

Commercial propane should pro- 
duce about 36 cu ft per gal. of liquid 
(measured at 60 deg. F and sea level 

29.92 + .81 
pressure). Then 36 x ————— 
25.55 


information Desk 


The effect of temperature on meter ac- 
curacy .. . Conditions that should be in- 
vestigated when customers complain of high 
. . Gas piping requirements for 
smoke house burners. 


43.4 gives the cu ft per gal. at 4300 
ft altitude and atmospheric pressure. 
The gas passes through the meter at 
11 in. we (slightly compressed) so 
the .81 in. Hg (11 in. we) pressure 
is added to the 29.92 in. to correct 
for the metered pressure. The above 
indicates the meter might be regis- 
43.4 —37 
tering ————— = 17.3% high. Do 
37 
not, however, assume this figure to 
be correct. Apply it to some of your 
list data and let us have some of the 
answers to our questions so we may 
better analyze your problem.—Ed. 


Dear Sir: 

Thank you for your letter con- 
cerning our meter problems. In 
answer to your questions, these 
tests were run for a period of 15 
days. The amount of gas consumed 
by meter was 163 gal. The amount 
of gas by liquid was 142 gal. Other 
tests systems checked very close to 
this one. 

The liquid gas was measured by 
a magnetic percentage gauge on 
the tank. The amount consumed 
was determined by subtracting the 
percent reading at the end of test 
from the percent reading at the 
beginning of test, and multiplying 
by the water capacity of the tank. 

The temperature of metering 
would be the same as the tests 
were run at the time on both. Tem- 
perature would vary from 50 deg. 
above to 14 deg. below zero. The 
composition of the fuel is, commer- 
cial propane, having a Btu rating 
of 2500 per cu ft. 

E. L. W. 

We wish to acknowledge your let- 
ter in which you included some addi- 
tional information and some test fig- 
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ures on your metering problem. 

It appears from the test figures 
that the difference in the vapor me- 
ter conversion factor of 37 and our 
estimated figure of 43.4 is almost the 
exact variation found in your test 
runs. In our calculation of the 43.4 
factor we took into account the pres- 
sure of gas passing through the me- 
ter. It is possible the meter manu- 
facturer had considered this in the 
factor of 37 cu ft. 

The temperature item is difficult 
to resolve. The fact that the ambient 
or atmospheric temperature goes as 
low as you state does not mean that 


the liquid and gas temperature is 
the same. 

The liquid temperature will lag 
behind the changes in atmospheric 
temperature, often by quite a bit. 
Vaporization will cause cooling of 
the liquid and there may be some 
temperature shrinkage of the liquid 
after the tank is filled, due to the 
cooling effect from vaporization. Also 
the vapor passing through the regu- 
lator will become colder due to ex- 
pansion. See Table I—‘Minimum 
Temperature at Outlet of Gas Regu- 
lator as Indicated by Thermodynamic 
Properties of Propane’—page 323 


with BEAGON you GET 


and bere’ c why 


A contract with Beacon protects you from haphazard delivery 
schedules, frayed nerves and lost customers. Prompt deliveries and 
ample supplies are yours the year ‘round when Beacon is your 


L.P. Gas supplier. 


Call, write or wire Beacon Petroleum Company for further information. 





c 


ban 








PETROLEUM COMPANY 


P.O. BOX 2100 © PH. LUther 5-5553 @ TULSA, OKLA 





(1951 Edition, Handbook Butane- 
Propane Gases). Also read the dis- 
cusstion under “Regulator Freeze- 
ups’—page 322, same book. 

This vapor may be warmed again 
as it passes through the line if it 
runs underground, especially if the 
pipe is below frost line. Therefore 
there may be considerable difference 
between liquid temperature in the 
tank and vapor temperature in the 
meter. However it appears that 42 
or 43 ft per gal. is about right, both 
by calculation and by test.—Ed. 


aH 


Operating pressures 


differ with gas used 
Ohio 

We supply bulk L. P. gas for 
heating homes. One of our custom- 
ers thought his bills were a little 
high. To check the efficiency of the 
furnace we had one of the men 
who does this work for a natural 
gas company come in and check 
this for us. 

We had the pressure at the 
furnace at 11 in. We cut this back 
to 71% in. He said you should go 
by the size of the furnace. The 
furnace is 100,000 Btu. 

We wonder if he is correct or 
what is the proper way to figure 
the pressure. 


E. R. G. 


The appliance should be operated 
with 11 in. we L. P. gas pressure at 
the burner in accordance with AGA 
test and operating requirements. The 
furnace, if AGA approved, is de- 
signed and constructed for operation 
under certain specified conditions. One 
of these conditions of operation is the 
gas pressure. In order to obtain AGA 
rating an L. P. gas appliance must be 
able to operate satisfactorily with 11 
in. we gas pressure when properly 
adjusted. Without readjustment it is 
tested at 8 in. we and at 13 in. we 
and must operate satisfactorily. 

For natural gas burning appliances, 
7 in. we pressure is about normal. The 
pressure is not determined by the size 
of the furnace. We do not think ad- 
justing to 7 in. we will correct the 
high fuel bill, except perhaps psy- 
chologically. 

There are several other factors 
which may be the reason for higher 
fuel bills. Ask yourself the following 
questions: 

1. Is more of the house being 
heated with gas? 

2. Are room temperatures being 
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MISSISSIPPI TANK AZ 
features New Design ear 
for Economy and Efficiency (i) Lil 


shy 
ae 


Engineered to save you money on initial investment as well as maintenance costs, the 
economy-priced Atlas Delivery Unit features a man-way as standard equipment! Now you 
can prevent trouble in your tank, piping and pumps before it starts! By periodically clean- 
ing out the tank you remove rust, sediment and other foreign objects that jam your pumps 
and wear out your equipment. 

And this is just one of the many quality features built into this streamlined beauty. 
Available in capacities from 2,000 to 2,400 water gallons, the all-new Atlas has a wide range 
of options so you can “tailor your tank” for your particular operation. 


OUTSTANDING FEATURES Mail this coupon for full details 
FOR TROUBLE-FREE SERVICE on this newest of delivery units 


@ Full-size Man-way 


MISSISSIPPI TANK COMPANY, Inc. 


@ Heavy-duty channel bumper 
Hattiesburg, Miss. 


@ |CC-approved lights, stop lights and rear direc- 


tionals RUSH complete information on the new Atlas Delivery Unit. 


@ Streamline skirting 


Company 


MISSISSIPPI 
TANK COMPANY 


CORPORATED 





Address . 


HATTIESBURG, MISSISSIPPI ’ 
JUniper 3-0262 City and State 


See the All-New Atlas at the LPGA Convention .. 
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| maintained at a higher level than pre- 


F : | viously? Are they higher than the 

actory neighbors? 

Assembled 3. Is the temperature automatically 
| controlled? 


eee Ready for | 4. Is the temperature reduced at 
Service 


night then raised again in the morn- 
| ing, and is this done automatically? 

5. What is he comparing his new 
fuel bill with? Coal? Oil? Wood? 

6. Does he consider the extra liv- 
ing space, cleanliness, reduction in op- 
erating, maintenance and redecorat- 
ing costs that gas fuel has provided? 

| 7. Has the furnace draft hood and 
vent been properly installed and 
sized? 

8. How does the heating season 

| compare with other years? Check the 
degree days for this year with like 
| periods of previous years.—Ed. 


TH 


| Gas piping requirements 
for smoke house burners 
South Carolina 


| I would like to have some infor- 
oe S mation on gas piping requirements 
Now! Boost sales volume the fast, easy, efficient way with and burners for a ae house for 


Weatherhead factory-assembled 20 lb. mobile home cylinder | curing meat. 
packages. Thousands have been sold — a tremendous display 
of dealer confidence in the right system at the right price. 


K. M. 


We do not have any information 
| covering the gas piping requirements 
Order the Magic Model | YOU GET for a smoke house. 

3400 Series Two 20 lb. ICC Cylinders Pamphlet No. 54, “Standard for the 


. * Installation of Gas Appliances and 
for your brand a cccemace Gas Piping,” represents basic stand- 


of sales magic! Two Pigtails | ards governing the installation of gas 
¢ 18 ; appliances and gas piping. It applies 
Other changeover Two Standard Cylinder Valves | only to low pressure (% psig or 14 
combinations available One Double Cylinder Rack | in. we) gas piping systems extending 
| from the outlet of the meter set as- 


SPECIFY [- MAGIC MODEL i> sembly or the outlet of the service 


regulator when a meter is not pro- 








<< - 
F vided, to the inlet connections of ap- 
includes 21001 Re ~  S§tandard Cylinder Valves | pliances, and the installation and me 
eration of residential and commercial 
gas appliances supplied through such 
systems. It is a good guide to follow 
| in doing your piping and installation 
~ equipped with 10% work. It is only 50 cents per copy and 
outage gauge can be purchased from National Fire 
| Protection Association, 60 Battery- 
Call your Weatherhead Representative or write: march St., Boston, Mass., or from 
——___ your national LPGA at 11 South La- 
Salle St., Chicago, Il. 

The Eureka Equipment Co., P. O. 
THE WEATHERHEAD COMPANY Box 396, Beloit, Wisc., manufactures 
LP-Gas Equipment Division _ a full line of smoke house burner as- 
| semblies that are completely auto- 
ALL WEATHERHEAD Sevetend.8. Ohio matic and produce clean filtered 

LP-GAS PRODUCTS { smoke, using L. P. gas.—Ed. 
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CITIES 


SERVICE 


gives the 
Independent 
Distributor 
what he’s 

looking for 


ADEQUATE 
YEAR-ROUND 
SUPPLY 


HIGH 
QUALITY 
PRODUCT 


COMPETITIVE 
PRICES 


ENGINEERING 
ASSISTANCE 


BUSINESS 
MANAGEMENT 
ASSISTANCE 


BRAND 
IDENTIFICATION 
PROGRAM 


Through Cities Service owned sources of sup- 
ply, modern production facilities, vast pipe 
lines, strategically located terminals and tank 
car fleet, every Cities Service Distributor is 
assured of an adequate year-round supply of 
Cities Service LP-Gas. 


From the well to your bulk plant, Cities Serv- 
ice LP-Gas is quality controlled every step of 
the way. Cities Service LP-Gas always equals 
and often exceeds NGAA specifications. 


Cities Service LP-Gas prices are competitive 
at all times with all other major producing 
suppliers offering like services and equal qual- 
ity product. 


Cities Service offers complete blueprinted 
plans for plant construction and other LP-Gas 
engineering problems through qualified rep- 
resentatives and engineers. Cities Service has 
thirty-eight years experience to draw on in the 
handling of LP-Gas. 


Cities Service is interested in helping you 
increase profits. The Cities Service Business 
Research and Education Departments and the 
Business Library Catalogue are invaluable in 
this regard. 


Through the Cities Service Branded LP-Gas 
Distributor Program you can still retain the 
brand name and symbol you've spent years 
developing. At the same time you become 
identified with a major petroleum producer. 
You also receive a cooperative advertising 
allowance, based on yearly purchases. The 
program covers all phases of advertising, sales 
promotion, truck painting, radio and TV. 


For the full story call or write your nearest Cities Service office 





3435 Broadway 


Kansas City 11, Missouri 


20 N. Wacker Drive 
Chicago 6, Illinois 


701 Sherland Building 
South Bend 1, Indiana 


500 Robert Street 
St. Paul 1, Minnesota 


3101 Euclid Ave. 
Cleveland 15, Ohio 


7730 Carondelet Ave. 


Clayton 5, Missouri 


170 University Ave. 
Toronto 1, Canada 


1658 East Euclid 
Des Moines 13, lowa 


626 E. Wisconsin Ave. 
Milwaukee 2, Wisconsin 
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HOP-A-LONG HARPER...the Gold Star Ranger...sez: 


““Jine the Gold Star Posse... trackin’ down 


MORE 
wh GAS RANGE 


pera 


" SALES” 


“Shore as shootin’ 
you'll round up more sales when 


yore ranges are saddled-up with U NI-MATIC ° 
WITH A BRAIN*” 


Send for FREE 20-page y “Pod'ner, yore prospect is just about hog-tied when you tell 
UNI-MATIC Demonstration 


Stensal. ‘Gaeteiaa tol diene Me about the advantages of the FLAME SELECTOR UNI-MATIC. 


demen- Thar's nothin’ better on any range. But remember ...seein’ is 


How to "Stike Gol believin’. And when it comes to corrallin’ the actual sale, you 

yg jist cain't beat a demonstration. Yessiree, the Harper UNI-MATIC 
heat controlled burner gives you a bonanza of benefits to offer. 
Demonstrate ‘em right...and you cain't go wrong.” 


*A.G.A. Mark © Am. Gas Assoc., Inc. 


eho OUc> 


uum ~=HARPER-WYMAN COMPANY 


HARPER 


UNI-MATIC Flame Se- 
lector meets the basic 


specifications for AGA % ww Dept. 50-B / 8550 Vincennes Ave., Chicago 20, Illinois 
Gold Star Ranges.’ Sinee® 


Specialists in Burners and Controls for Domestic Gas Appliances 
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Memphis is destined to become the Mid-South's LPG distribution center. In 
late March and early April, three large LPG terminal projects in the Memphis 
area were announced. One will be on President's Island in the Mississippi; 
the other two, across the river in West Memphis, Ark.: 





Interstate Petroleum Corp., a Tennessee corporation, began work in late 
March on its West Memphis terminal. Plans call for 110 storage tanks plus 
rail and truck facilities. Propane will arrive by pipeline, but “eventually 
some will come by barge." Interstate is building a terminal in Oklahoma to 
pump propane to West Memphis via the Oklahoma-Mississippi River Products 
pipeline. Total cost of the two terminals is $2% million. Construction will 
be completed in 150 days. 





Tamak Gas Products Co., an Arkansas company with headquarters in West 
Memphis and Tulsa, will build its terminal one-quarter mile from Inter- 
state's. Construction--by Anco Manufacturing & Supply Co.--was to start in 
April and finish in 90 days. Ultimate capacity will be two million gallons. 
Initially, it will be 20-30,000-gal. storage tanks. Also under construction 
is a 500,000-gal. river barge that will haul propane from Gulf Coast 
refineries. Tamak will serve Alabama, Arkansas, Kentucky, Mississippi, and 
Tennessee via truck and train. 


Union Texas Natural Gas Corp. announced in early April that it would begin 
construction immediately on a one-million-gallon, six-acre terminal on 
President's Island. Two barges with a combined capacity of over one million 
gallons will bring propane up the Mississippi from the Gulf Coast. Distribu- 
tion to customers in Alabama, Arkansas, Mississippi, and Tennessee by truck 
should begin in late summer. 


Public financing for the Kat ipeline began March 31. An underwriting 
Syndicate offered $20% million of 6% per cent 20-year debentures and 
1,435,000 shares of a new company, Mid-America Pipeline Co. Katy railroad 
will have an 18.7 per cent common stock interest through subsidiaries. Top 
officials of Katy are executives of the new firm. As related in April High- 
lights, the remainder of the $72-million project is being financed by 
Prudential Life Insurance Co. Construction started April 25. 


LPG pipelines have now entered the space age. Okan Pipeline Co., Tulsa, 
ordered a Solar Aircraft Co. Saturn T-1000 in late March. To run on butane, 
the turbine will be used with a booster pump for Okan's 407-mile products 
pipeline running from southwestern Kansas to Tulsa. 











A bill to end REA's subsidy interest rates is now in the House of Repre- 
Sentatives. Introduced by California Rep. Edgar W. Hiestand, the bill calls 
for the co-ops to pay the same interest rate the Treasury must pay for the 
money it borrows to lend to co-ops, plus 0.2 per cent to defray loan admin- 
istration costs. Write your representative to support the Hiestand bill! 





One electric co-op suffered a defeat in Colorado. The Colorado Supreme Court 
in late March said two large electric utilities are entitled to exclusive 
rights to serve the two suburban Denver communities an electric co-op 
invaded in 1955. The court thus reverses a 1957 Colorado Public Utilities 
Commission ruling. 





Continued on next page 
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Charges of unlawful pricing practices were denied in early April by General 
Natural Gas Corp. (Monticello, N. Y.) and its subsidiary, Sungas Products 
of Penna., Inc. (Scranton). As related in April Highlights, the Federal 
Trade Commission had charged the companies sold 100-lb. cylinders of gas 

to some customers for $4.95 and to others for $10 to $12. The companies 
answered that the sales referred to were made by Sungas-Hazleton Inc., 
which they neither own nor control. (The Hazleton, Pa., company is owned 
and controlled by Sungas Products Sales Manager Eugene J. Schlander and 
another party.) The answer stated that the low prices were available to all 
purchasers in Hazelton,and further, that this is intrastate, not interstate, 
commerce. 





Another large LPG retailer grew even larger. Suburban Gas, Pomona, Calif., 
announced in mid-April that it was entering the wholesale LPG business and 
the Nevada, Montana, and Canada markets in a big way, buying Calor Gas Corp. 
(Fresno, Calif.) and its Canadian subsidiary, Calor Gas Ltd. Calor annually 
distributes 25,000,000 gal. in British Columbia, California, Idaho, Montana, 
Nevada, Oregon, and Washington. Suburban President W. R. Sidenfaden said his 
firm had also acquired Lee Butane Co. (Cortez, Colo.), a 700-customer firm. 





That other great, growing giant of the West, Petrolane Gas Service Inc., 
(Long Beach, Calif.), released its 1959 report in mid-April. The report 
shows: sales rose from $10.9 million in 1958 to $16.0 million; income went 
up $3.5 $877,000 to $1,195,000; and earnings per share were up from $1.70 
to $2.31. 





The "LP" in LPG means "Living Pleasure", according to a slick new promotion 
launched April 1 by the LP-Gas Council. Key to the campaign is a new paper- 
thin, one-eighth ounce record which goes to all Council members. It begins 
with an announcement of the Council's Demonstration Days (April 1 to June 
50), presents the Living Pleasure jingle, and winds up with words from Don 
McNeil, host of radio's Breakfast Club. (The show will carry Demonstration 
Day commercials during the campaign.) A long playing record which repeats 
the jingle can be used by dealers for showrooms. 





CURRENT L. P. GAS & L. R. GAS PRODUCTION & INVENTORIES 


(A. P. I. figures — in thousands of gallons) 





Bu-Pro Iso- Other Total Total 
Propane Butane Mix Butane Mixes LPG LRG 





March 379,009 204,074 55,556 52,283 72,013 762,935 268,048 
March 328,571 186,874 64,595 51,389 61,581 693,010 226,364 
March '60 to date 1,127,055 587,430 152,646 171,951 209,052 2,248,134 774,889 
March '59 to date 934,091 514,480 178,974 149,067 157,654 1,934,266 648,368 


Inventories (3-31-60) 
Zone A 2,444 1,753 18 -~ 10 4,225 9,741 
Zone 33,213 3,806 -- 1,287 1,013 39,319 7,901 
Zone 20,998 32,422 627 4,905 — 58,952 9,873 
Zone 24,616 3,943 5,285 1,647 172 35,663 896 
Zone 77,511 73,654 611 18,655 188 , 756 39,368 
Zone 67 , 588 59,583 1,218 20,064 148 , 480 753 
Zone 3,943 229 8,902 _ 13,145 1,094 
Zone 895 418 121 150 tte 25,601 


251,208 175,808 16,782 46,708 490 ,313 93,227 
(3-31-59) 270,956 120,548 19,145 52,635 467 ,618 87,404 











HERE’S A GOOD WAY TO MAKE YOUR MAIL PAY OFF HANDSOMELY 


Send today for General Controls’ new ‘‘Fashion Family’’ Water Heater Controls brochure. It depicts and describes 
the newest... handsomest... most successful ideas yet in water heater controls. These new high fashion 
controls will add selling power to your water heaters. Discover the newness inside as well as outside. You’ ll find 
special economy in dimensional interchangeability, universal pilot filters, and the option of an integral, tamper- 
proof regulator. r You get a wide, wide choice of fashion- 
right colors—and all-around superiority backed by 
famous-for-quality General Controls. Send coupon today! 


GENERAL CONTROLS|@y! 
Appliance Controls Division ee) CG: 
801 Allen Avenue, Glendale, California 
Automatic Controls for Product or Process 


GENERAL CONTROLS Appliance Controls Division 
801 ALLEN AVENUE 
GLENDALE 1, CALIF. 


C) Send me a copy of the new General Controls “Fashion 
Family” Brochure. 


({] Have General Controls Representative Call. 
Name iii laliaiitiaiongimniiiianimenian 

Company Name__—_ 

Address oa eres 


Zone State 


aaiaiaa iene 








NEPTUNE 11)?: 


Complete Truck Metering 
ystem in One Space- 
Saving Unit 


Nothing extra to buy...only 3 connections to make 








To measure liquid LP-gas accurately and safely under all 

conditions, you not only need a meter, you also Look 

need six different accessories: vapor release, strainer, 

pressure relief valve, inlet check valve, differential valve, and wh at S 
vent line check valve. 


The Neptune LP-gas meter has all accessories built-in. a l It 
It’s a complete, accurate system that requires only three 

connections. Nothing extra to buy ... fewer chances for leaks... - 
fewer chances for improper installation . .. and takes less space. | fl to 


What’s more, Neptune’s unique design of vapor eliminator 0 T r 
and differential valve positively prevents metering y 
of vapor in the system under all conditions. Always easy 


on your pumps. Never needs adjusting from hot weather to cold. N FPTU \ E 
Backed by nation-wide network of Neptune-operated service centers. aes 


Your Neptune equipment jobber or tank truck manufacturer 
will be glad to supply details. 


’ 


NEPTUNE METER COMPANY nep Me 19 West 50th St., New York 20 


for a better / measure of profit 


BRANCHES AND JOBBERS IN ALL PRINCIPAL AMERICAN CITIES 
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“GAS METER ____. 


VISIT NEPTUNE 
AT BOOTH 160-161: 
LPGA CONVENTION 


Fees 


VENT LINE CHECK 
/ VALVE: Permits cleaning PRESSURE RELIEF: 


/ strainer or opening meter 
/ 


without depressurizing J posh es . VAPOR RELEASE: 


or installation in case 7 Releases air and vapor from 

of overpressure. Vents liquid before it enters meas- 

back to supply. Y uring chamber, insuring 
accuracy. Excellent capacity. 
High-pressure float. Vapor is 
vented back to the supply. 


supply tank. No need to shut 
off valve in vent line. 


REGISTER: Direct Reading 
or Print-0-Meter type. 

J Easy to operate and read. 
Print-0-Meter delivers the 
meter-printed tickets your 
customers like so well. 





Mone, B.s 18 


NSER? Tienes 


! 


STRAINER: Removes | DIFFERENTIAL VALVE: 
sediment and dirt from VAPOR CONNECTING Maintains product in liquid 
liquid, preventing undue |NLET CHECK VALVE: MEASURING CHAMBER: form in meter, and prevents 
wear or damage to meter. At rear. Prevents backflow of positive displacement type. formation of vapor. Low 
LP-Gas when pump is stopped. nly one moving element. pressure-differential is 
Measures liquid by volume. easy on pumps. Negligible 
Widely popular for sus- friction loss. 
tained accuracy and long life. 


TUBE: Equalizes pressure 
between top of differential 
valve and supply tank. 
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Why LP dealers 
| NET more with 





SuNUrOOM 


wall heaters 


It stands to reason: the more satisfied customers you 
have, the more sales you’ll make at full mark-up. Net 
profits add up in a hurry that way—and that’s the big 
reason why Suburban Counter-Flo wall heaters are the 
best bank-account builders for LP dealers — customer 
satisfaction. 

Satisfied customers give you a good reputation—a 
selling point that’s hard to lick. And Suburban Counter- 
Flo forced air wall heaters means satisfied customers 
every time—for a lot of reasons: 

It’s forced-air heating—and that kind of heating 
gives your customer the best heating comfort any wall 
heater can provide. 


It’s the best forced-air heating—Suburan Counter- 
Flo Heaters have superior engineering, are scientifically 
designed to draw cold air through the top and force 
warm air out at the floor level. 

It’s the best looking heater on the market—looks 
good in any room. It’s a trouble-free performer—auto- 
matically controlled. And it’s a guaranteed performer— 
every Suburban Counter-Flo Wall Heater is guaranteed 
for 20 years. 

Install the heater that will do the most for you, by 
giving the most satisfaction to your customer. Mail the 
coupon today—and get the whole Suburban story. 


FREE DISPLAY—SALES KITS! Suburban supplies you with displays, 


literature, sales helps. Mail the Coupon now! 





CHOOSE FROM A FULL LINE 
Suburban wall heaters available in 18,000 to 
50,000 BTU models — gravity and forced air. 
Also available — Suburban gas-fired, fully auto- 
matic floor furnaces at the right price! 


SuNUrOaM 


Built-In Wall Heaters + Floor Furnaces + Ranges 





Samuel Stamping & Enameling Co., 
Dept. BPN - Chattanooga, Tennessee 


Please send me, without obligation, all the facts on 


Suburban wall heaters ... floor furnaces. 


Name 


Address 


ee 








CHILTON: 
ANNOUNCES 


\ Po ey — me 
oy hes Bs a 





NOW AVAILABLE... 
MARKETING ASSISTANCE PROGRAM 


Offering manufacturers counsel in marketing 
has long been a Chilton practice. But count on 
Chilton to move ahead with the times. Today 
Chilton’s intensified activity in market research 
is a development that can help you get more 
out of your sales and advertising dollars. The 
stepped-up facilities—organized in depth and 
breadth—are identified as M-A-P, an efficient, 
penetrating Marketing Assistance Program. 


lf you are a manufacturer searching for new 
talents and tools in your marketing operations, 
Chilton can put a wealth of manpower and a 
multiplicity of facilities to work for you. All 
Chilton publications have marketing data repre- 
senting years of selling experience and research 


in their respective fields. And Chilton’s fully 
staffed Research Department is equipped to 
help you develop additional data to give even 
better direction to your marketing plans. 


Chilton’s standards of editorial excellence and 
quality-controlled circulation in 17 business 
publications are now linked with stronger and 
more complete marketing information for ad- 
vertisers. Chilton representatives will be glad 
to give you more details. 
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LOOK FOR EVEN BETTER SERVICE FROM TULOMA 


Tuloma is really spreading out! DISTRICT OFFICES: 


We are adding, building, buying, growing, and Williamsburg, Virginia 
; ; Casper, Wyoming 
improving. This is expansion — expansion Salt Lake City, Utah 





in all parts of our operation — expansion that Grand Island, Nebraska 
. Des Moines, lowa 
Ulysses, Kansas 
Contact the nearest Tuloma sales office. Houston, Texas 


Midland, Texas 
! , 
You can Take Tuloma . .. and GROW! Ss daca dieanane 


is well planned to give you even better service! 











TULOMA GAS PRODUCTS COMPANY 
Pan American Building * Phone LUther 2-3261 * Tulsa, Oklahoma 


¥ Tuloma is expanding too much to fit properly on just one page! 
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By WILLIAM W. CLARK » Editor 


Cultivation is finally catching fire 


Down in the Southwest, at this moment, a 
propane-fed fire is sweeping across the plains, 
leaving in its wake a trail of benevolent devasta- 
tion. 

And increased profits for farmers. 

The fire was started by a prosaic sort of de- 
vice, the flame cultivator. Strange that it should 
take 14 or 15 years for the burner to light. But 
it wasn’t until recently that all ingredients for 
the fire were present at one time. 

A flame won’t go without oxygen, fuel, and 
ignition temperature. In the same way, flame 
cultivation wouldn’t go without a magic combina- 
tion of ingredients. 

It needed economic necessity. The farm labor 
situation in some areas has finally driven man- 
power costs to a point where weed eradication 
must be mechanized. 

It needed research proof of its feasibility. 
This it now has, thanks to the work done by 
High Plains Research Foundation in Texas, the 
United States Department of Agriculture station 
at Shafter, Calif., and others. 

It needed development of techniques and cer- 
tain refinement of the equipment; these, too, 
have evolved from the experiments. 

It needed money. This it got from leading 
fuel dealers (the real spark plug and leading 
“moneybags” Bill Taylor of Gene Bumpus Bu- 
tane, Plainview) ; producers, and others, includ- 
ing top equipment manufacturers. 

It needed enthusiasm. This it is getting in 
ever-larger helpings from these same sources. 
Later those who weren’t in on the start of the 
fire began adding fuel in great volumes. 
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The research program at High Plains was a 
main focal point for the big flame cultivation 
push now building up. Those who worked with 
him give Bill Taylor the lion’s share of the 
credit for getting the thing started. J. W. 
Gotcher, a manufacturer, spent weeks at Half- 
way, Texas (the foundation’s home), putting 
his equipment through its paces. Dr. Long- 
necker, head of the foundation, organized the 
job and gave it enthusiastic support. 

Soon the bandwagon began to get crowded. 
A major producer came, saw, and liking what 
he saw, began actively promoting flaming among 
his dealers. Last month, a second producer was 
closeted with the researchers, getting the whole 
story in preparation for a campaign of his own. 

Several other producers are reportedly on the 
verge of adopting a flame cultivation program. 

Dealer groups are beginning to form for the 
purpose of holding indoctrination courses. One 
district of the Texas Butane Dealers Associa- 
tion is among them. A gigantic field demonstra- 
tion and familiarization meeting was scheduled 
to be held in the Rio Grande Valley at the end 
of April. 

For the moment, the marketing program 
which stemmed from the High Plains work is 
being concentrated in the Southwest—Texas, 
New Mexico, and Oklahoma in particular. Once 
it has been firmly established there, it will move 
on into other sections of the country. 

The flame will spread. What it needs most is 
support; concerted support, preferably. What 
better program for state associations and other 
groups than this? 
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% Out-of-state firms must collect use taxes on products sold within another state 


States have won the right to make out-of-state firms responsible for collecting use taxes on 
products sold within the state. The U. S. Supreme Court has upheld a Florida law which requires 
a firm making sales within its boundaries to collect a special use tax and turn it over to the state. 
This is true even if the firm uses commission agents or brokers, and thus maintains no full- 
time employees or offices in the state. Congress last year passed a law prohibiting states from 
taxing the income of out-of-state firms. 


% Optimism prevails for new home construction 


Government housing experts are still optimistic about the prospects for new home construction 
this year. They say that the outlook for gradually easing money and credit conditions this 
spring should jog builders. Home building starts in February of 76,600 was a slight 1 per cent 
gain over January, but remained 19 per cent below record February, 1959. The annual rate 
for February was 1.1 million, down 8 per cent from the preceding month. 


% Congress may require lump sum payments of social security taxes 


Legislation to require many self-employed persons to make earlier payment of their social 
security taxes is again under study in Congress. House Ways & Means Committee is con- 
sidering the proposal, which would require a single person earning more than $5000 a year, 
or a couple earning more than $10,000 a year, to pay social security taxes quarterly. They now 
pay them in one annual lump sum. 


% Agriculture officials back REA interest rate increase 


Officials of the Agriculture Department and the REA are now strongly demanding Congress 
raise the interest rate on loans to REA power co-ops. REA Administrator David Hamil says 
it’s proper that the co-ops now pay a fair interest rate, and that they’re strong enough not 
to be hurt doing it. But there’s little chance of action this year. (Details page 106.) 


% National Retail Merchants group joins fight against REA co-ops 


Businessmen generally are becoming more vocal in their support of L. P. gas dealers against 
unfair competition from Rural Electric Power cooperatives. The National Retail Merchants 
Association is calling on its members to join the fight for legislation to prohibit REA co-ops 
from selling electrical appliances or any other items of consumer goods. The agency “should 
not be permitted to compete with retailers and other business enterprises,” the group says. 


% A death blow for fair trade legislation 


Fair trade has suffered another stinging blow. The U. S. Supreme Court has ruled manufactur- 
ers cannot under the antitrust laws actively fix minimum resale prices at the retail level by work- 
ing through distributor groups. Fair trade bills, restoring the system, are stuck in the House 
and the Senate. 


% Tax depreciation laws to remain in effect another year 


Relief from outmoded tax depreciation laws appears likely now to be at least another year away. 
Businessmen at recent Congressional hearings applauded the Eisenhower Administration for pro- 
posing some overhaul, but attacked the specific proposal. (Details page 110.) 
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QN PERFORMANCE 


FIRESTONE, THE LOW-COST-PER-MILE TIRE FOR ON-TIME L.P. GAS DELIVERIES! 


Firestone tires’ low-cost-per-mile is reflected in performance records of 
thousands of trucks across the country. That’s because 425,000,000 tire miles 
a year in Firestone’s own tire testing program prove Firestone truck tires 
are your best buy! This vast tire testing program resulted in Firestone 
Rubber-X, the longest-wearing rubber ever used in Firestone truck tires. 
It also resulted in Firestone Shock-Fortified cord which means extra miles 
of service out of every tire. Get performance proved Firestone truck tires, 
on convenient terms if you wish, at your nearby Firestone Dealer or Store. 


Firestone 


BETTER RUBBER FROM START TO FINISH 
Copyright 1960, The Firestone Tire & Rubber Company 
Ld a ' i, 
‘. \ i, ow 
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NEW FISHER TWO-STAGE REGULATOR PACKAGE 


Installs for Less than Single Stage! 


922 or 932 


Second Stage 


Regulator 


Here in one complete, low cost package you get the Mitey Joe, 
Type R300, a high capacity, accurate first stage regulator, plus a 
rugged, perfectly matched 922 or 932 second stage regulator. 

The compact, simply designed Mitey Joe is preset to deliver 10 
pounds outlet pressure to the second stage regulator. It never 
needs adjusting and can be mounted on its own connections 
without a bracket. In addition, Mitey Joe's streamline design and 
large orifice reduces freezing problems to the absolute minimum. 
It is available with either a straight or angle POL. 

Fisher's dependable second stage regulator (922 or 932) 
delivers a precise 11" water column, and insures trouble-free 
appliance service. 

Once this Fisher package goes to work, two-stage regulation 
insures that appliance pressure is steady under all load conditions 
throughout the year. Save yourself the worry, service calls, and 
expense of single stage regulation. 


FOUR REGULATOR PACKAGES AVAILABLE 
cabscciinaaditaaetied 7 ——— $$$ $$$ — J —___—_ 
| Package No | 922.233 | 922.234 { 932.139 | 932.140 _| 

Ist Stage Regulator | R300-22 R300-23 } R300-22 | R300-23 

Inlet Conn. _ : | St.POL | Angle POL St.POL | Angle POL _| 
2nd Stage Regulator 922.15 932-10 
Connections xB FNPT x ¥, FNPT 
Orifice Size V6 Wi, 

Capacity CFH 300 500 

















ap 


These Important 
Two-Stage Advantages 
ina 

Money-Saving 
Installation 


* Assures better appliance pressure 


* Requires smaller piping 
from tank to home 


* Reduces freezing troubles and 
customer complaints 


Write for special 
information on advantages 
of Two-Stage 

Regulation 


IF IT FLOWS THROUGH PIPE ANYWHERE IN THE WORLD... CHANCES ARE IT'S CONTROLLED BY 





FISHER GOVERNOR COMPANY Marshalltown, lowa 


SINCE 1880 
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... surveys the LPG Industry 
region by region 




















The 1960 survey, a regional study 


HE following 13 pages contain the most com- 
a ceemeas statistical study of the L. P. gas 
industry that has ever been made. 

This is the second consecutive year that BUTANE- 
PROPANE News has published such a study. But 
this one differs from last year’s model in several 
important respects. The survey questionnaire, on 
which the study is based, is more comprehensive. 
New questions were added and a few deleted, but 
over-all there was a sizeable net increase. Statistics 
derived from the surveys are more exhaustively 
analyzed than ever before. 

More than 1000 dealers participated, doubling 
last year’s mark. After the fragmentary replies 
had been eliminated, 893 revealing, usable ques- 
tionnaires remained. 

Another departure this year was the manner 
of presentation. All replies were grouped accord- 
ing to geographical regions, and all analyses were 
made both by regions and by grand totals. The 
regions, which are shown on the map above, con- 
form to the Bureau of Mines’ district breakdowns. 
A handful of replies from Canadian dealers (15) 
are also listed separately. 

Surprisingly good response made it possible to 
do this. In the Midwest, where by far the largest 
single group of dealers is located, 468 participated. 
The South (Zone 3) was second with 162 responses. 
The Eastern Seaboard contributed 120, the Pacific 


Coast 76, and the Rockies 53. In each region, the 
volume of replies was large enough to provide a 
dependable cross section. 

In presenting the materials, the editors subdi- 
vided them by subjects into six broad groups: the 
dealer’s operating facilities and methods; his cus- 
tomers; his appliance sales records for 1959 and 
forecasts for 1960; his 1959 heating sales records 
and 1960 forecasts; his carburetion sales (includ- 
ing conversions) in 1959 and 1960 forecasts; and 
his expansion plans for 1960. 

Both dealers and manufacturers will find much 
food for thought in the comprehensive tables. 
Dealers can compare their own records with the 
composites to see how their policies and methods 
stack up against the entire industry. 

Manufacturers will benefit by studying the sales, 
inventory, and expansion figures, and keying their 
production and sales efforts to industry demands. 

A number of significant facts emerge from a 
study such as this. One is the wide variation in 
operating methods from region to region. Another 
is the almost universal optimism among dealers, 
offset by just enough pessimism to make it believ- 
able. Almost to a man, they’ll buy more, sell more, 
and add more customers to the fold in 1960. In 
view of the constant trend upward year after year, 
there’s little reason to doubt that they’ll do just 
about what they’ve set out to do. cd 
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market study 


The dealer. .. his operations, 


facilities and methods | 


HE study of dealers’ operating facilities and 

methods is contained in the tables on the 
following two pages. It portrays as well as any 
segment of the survey the sharp differences that 
mark every region off from all the rest. 

Consider, for example, investment per customer. 
The Rocky Mountain region wins this race by a 
wide margin with an investment of $128.01. At 
the other end of the totem pole is the East, with 
$24.84. However, drop down a line and note the 
investment per gallon sold; the two regions show 
almost identical figures. It’s gallons, not customers, 
that really count. Dealers in the Rockies sell more 
to each customer than do eastern dealers. It 
naturally follows, too, that they have almost four 
times the storage for every customer served. 

They also sell nearly twice as many gallons per 
gallon of storage as do eastern dealers. 

These regions represent extremes—in these in- 
stances. But other regions also show some highly 
individual characteristics. For example, in the 
Pacific Coast, where a few large dealers are now 
spreadeagling the field, investment per gallon sold 
is extremely low. Beccause of their size, each owns 
more trucks of various descriptions than dealers 
in other regions. Except for transports, that is; 
here dealers in the South lead the parade. 

The picture in containers is an interesting one. 
The East has historically been a cylinder strong- 
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hold, and cylinders still lead tanks, but only by a 
margin of about 3% to 1. In the Midwest, they 
lead by 61% to 1; in the Rockies, 2 to 1; in the 
South, 14% to 1. But on the Pacific Coast, tanks 
are ’way out in front. 

Moving on to “customers per employee,” we find 
a repetition of the pattern in the “investment per 
customer” analysis. Again, the Rockies group has 
the fewest customers per employee (88.3) while 
the East Coast has the most (245.4). Thus, the 
Rockies dealer, who spends more to serve a cus- 
tomer, also needs more manpower to serve him, 
but he still delivers a lot more gallonage per 
“head.” Dealers in other regions do not vary too 
much from the over-all average of 169.5. 

tadio seems to have its greatest acceptance in 
the East and the South, where more than 40 per 
cent of the dealers are equipped with it. Dealers 
in the Rockies bring up the rear (except for 
Canada) with only 11.3 per cent owning systems. 
Perhaps the long distances within which they op- 
erate overreach the range of today’s equipment. 

Inventories show good consistency across the 
board, from coast to coast. The national average 
is $5.17 of inventory per customer, although once 
again the Rocky Mountain dealers refuse to con- 
form. Their combined figure of $11.96 is more than 
double the average. Their remoteness from the 
source of supply may be the explanation. a 


Tables on next page ——»> 





TOTAL DEALERS REPORTING* 120 468 162 53 76 878 15 893 


WES Sesseusvuxes Lccceveseveeee ep 4,785,776 | 26,084,431 | 7,948,500 | 3,325,400 | 3,209,217 | 45,353,324 | 2,127,100 § 47,480,424 
= Average dealer reporting. . 62,152 81,769 67,935 89,875 76,409 76,610 193,372 78,740 
s% Percustomer...... *: 24 59 75 128 77 56 116 57 
Per gallons sold... sien cde 8.4 7.5 6.2 8.5 2.4 6.5 13.0 6.7 





Total galions................ 904,994 | 19,715,563 | 9,186,095 | 1,859,061 | 5,626,490 | 41,292,203 | 494,500 | 41,786,703 
Average per dealer 44,590.8 46,719.3 60,434.8 37,181.2 78,145.7 51,231.0 35,321.4 50,959.4 
Per customer ae 16.7 35.7 52.2 62.1 37.6 34.1 24.2 33.9 
Gallons sold per gallon storage......... 16.4 22.3 26.0 31.3 28.3 23.6 33.2 23.8 





Total trucks Sone 837 2,241 1,084 302 942 5,406 5,487 
Average per dealer is 5.0 6.9 5.8 7.0 : 7.0 





Dealers owning. ..... cave saaneee 104 404 152 50 68 778 790 
Pct. of dealers reporting. . 
Total ees 597 494 158 453 
Average per dealer... 57 33 3.3 3.2 6.7 3.9 : 3.9 





Dealers owning es oe 99 421 145 49 70 784 794 
Pct. of dealers reporting....... 82.5 90.0 89.5 92.4 92.1 89,2 88.9 

Bulk trucks... . 229 1,024 520 125 443 2,341 2,381 
Total gallon capacity....... snl 353,791 1,715,725 770,352 235,719 272,155 3,347,742 3,425,152 
Average number per dealer. . “ie 2.3 2.4 3.6 20 6.3 3.4 i 3.4 
Average gallon capacity...... J 1,544.9 1,891.7 1,481.4 1,980.8 1,733.5 1,741.4 1,744.7 


“ 
S 
= 
=< 
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Dealers owning........... an 62 67 11 159 161 
Pct. of dealers reporting.............. 2 13.2 41.3 14.4 18.1 18.0 

Transports Jiksads 83 86 46 245 247 
Total gallon capacity....... 474,457 343,248 41,663 956,050 965,150 
Average gallon capacity... . ee, 7,652.5 3,991.3 6,943.8 5,772.7 5,762.8 


TRANSPORTS 


= 





Number dealers owning. ... a 62 27 144 147 
Pct. of dealers reporting. . dae 13.2 18.8 j 16.4 16.4 
| Trailers... ae 167 52 29 338 354 
Total gallon capacity aoe 197,210 110,678 379,338 440,038 
Average gallon capacity 3,180.8 5,533.9 2,875.9 2,926.7 





"Dealers owning... 251 19 407 411 
‘ 2 Total reels........... pes ucla 818 29 
h, Average per dealer...... a f 3.3 b 1.5 ; 3.3 E 3.3 


Pct. of trucks with reels... : : 9.6 





Dealers having radio................... 48 83 67 13 217 

Pct. of total dealers. .... 40.0 17.7 41.3 17.1 24.7 
‘ / Number of mobile units 333 403 349 36 89 1,210 
3 Average per dealer... 6.9 4.9 9.2 6.0 6.8 5.6 
Number of base stations 64 117 82 8 19 290 
Average per dealer 1.3 1.4 1.2 Ls 1.5 1.3 
































*Represents total dealers responding. A number of dealers did not reply to every question. To find out 
how many dealers answered any given question, divide “total unit sales” by “average units per dealer." 
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TOTAL DEALERS REPORTING* 


| Dealers leasing trucks 
Pct. of total dealers 





Dealers owning repair garage 
Pct. of total dealers 





Dealers doing preventive maintenance... . 
Pct. doing maintenance............ 
Average number of trucks. ... 





Dealers stocking repair parts. . 
Pct. of total dealers 
Average number of trucks... 
Total value of parts... are, 
Average value ($) 905 





Dealers owning customer tanks... 123 627 
Number of tanks owned..... 36,313 257,433 
Average tanks owned... Pdees ; 295.2 410.6 
Pct. of total dealers................... 75.9 71.4 





Dealers owning cylinders............... 90 347 97 55 634 644 
Number of cylinders owned. . . 254,084 508,974 51,880 41,698 863,024 905,910 
Average number of cylinders 2,823.2 1,466.8 534.8 758.1 1,361.2 1,406.7 
Pct. of total dealers........... 75.0 74.1 59.8 72.3 72.2 72.1 


Cylinders owned per cylinder customer. . . 1.1 1.5 1.5 1.7 1.1 1.3 3.0 1.3 





Number of employees. . ; 1,248 3,121 1,215 358 1,139 7,081 168 7,249 
Average per dealer 10.9 8.4 8.3 7.0 16.8 9.4 12.9 9.4 
Gallons sold per employee 66,587.4 132,826.5 | 143,708.8 | 160,978.8 {| 122,102.0 | 122,708.0 § 97,5988 122,126.0 
Customers per employee..............] 245.4 179.1 132.4 88.3 126.8 169.5 121.4 168.4 





Total—all inventories ($) ..... | 1,185,002 | 2,835,766 782,815 351,956 848,218 6,003,757 189,020 6,192,777 
Dealers reporting. . ; 106 413 142 48 72 781 14 795 
Average per dealer. . i } 11,179.26 6,462.50 5,512.78 7,332.42 11,780.81 7,687.27 13,501.43 7,789.66 

Copper tubing inventories .} 49,069 189,972 27,849 15,744 19,963 302,597 8,200 310,797 
Dealers reporting............... si 99 368 131 41 65 704 14 718 
Average per dealer........... -} 495.64 516.23 212.59 384.00 307.12 429.83 585.71 432.86 
Pct. of total inventory bieeeuaan 5.0 7.1 3.6 45 2.4 5.0 43 5.0 

Regulator inventories........... ...., 60,159 132,292 57,840 7,967 20,960 279,254 10,060 289,314 
Dealers reporting.................. 92 373 133 40 64 702 14 716 
Average per dealer. . any ....) 653.90 354.67 434.89 199.18 327.50 397.80 718.57 404.07 
Pct. of total inventory 6.1 4.9 7.6 2.2 25 4.6 5.3 46 

Valve inventories. . . ere ea! 60,612 20,335 7,130 13,654 113,596 3,150 116,746 
Dealers reporting...... ne 78 334 129 39 61 641 ll 652 
Average per dealer. . -f 152.12 183.67 157.64 182.82 223.84 177.22 315.00 179.06 
Pct. of total inventory........... : 1.2 2.2 aa 2.0 1.6 1.8 1.6 1.8 

Paint inventories ee 48,422 12,787 18,095 9,020 95,137 1,275 96,412 
Dealers reporting............. sa 64 251 81 25 45 466 8 474 
Average per dealer................... 106.45 192.92 157.86 23.80 200.44 204.16 159.38 203.40 
Pct. of total inventory................. 0.7 1.8 1.6 5.1 1. 1.5 0.6 1.5 

Inventory per customer 4.01 5.28 5.16 11.96 5.78 5.17 9.25 5.24 



































*Represents total dealers responding. A number of dealers did not reply to every question. To find out 
how many dealers answered any given question, divide “total unit sales" by “average units per dealer." 
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morket study 


_.. his customers 


T HERE’S no gainsaying it: It’s customers that 


make a business go. 

Our “average” dealer, considering him as a 
unit of the survey total, has more than 1400 cus- 
tomers. It appears that his clientele is growing. 
But even as he expands and turns to new types of 
loads, his domestic customer remains the backbone 
of the business, no matter what region he might 
be located in. 

As would be expected, Region 1 leads in percent- 
age of domestic customers with 77.2 per cent, but 
the margin over the rest of the regions is not 
great. Even the Rocky Mountains, which have the 
lowest percentage of domestic customers, show a 
respectable 62.3 per cent. 

Commercial business is making a good showing 
in every region but the Midwest. The East Coast 
is doing particularly well in this respect—possibly 
because of the greater concentration of population 
and the relative scarcity of natural gas in that area. 

Also not surprising was the strong position of 
the Midwest in agricultural loads. Almost 10 per 
cent of all customers throughout that vast area 
are farmers. 

The lesson provided by the figures on industrial 
customers is that here is a vast untapped market. 
Traditionally, dealers do not start giving serious 
thoughts to this type of business until the domestic 
market is well saturated. Yet the loads are sub- 
stantial, and help offset heating season peaks by 
adding to the base increment. 

Househeating shows itself to be ever more im- 


portant in the dealer’s total sales effort. In the 
East, the percentage has now crawled up to a 
very good 20 per cent of all customers. In the 
Midwest, more than 1 out of 3 customers use gas 
for heating. In the South and Rockies it gets 
successively better. Only the Far West shows any 
real lack of push on this load. 

These figures, it must be remembered, are per- 
centages of the total of all customers, not just do- 
mestic customers. If they had been related to 
domestic only, the national average would have 
exceeded 40 per cent, and would have been close to 
that mark in the East. 

Carburetion continues to make its big bid in the 
Midwest, where tractor usage helped push it to an 
8.8 per cent share of the entire customer market. 
Nationally, however, only 3 out of 100 customers 
are using LPG for carburetion, so here is another 
market that will stand intensive exploitation. 

Customer meters are now standard equipment 
with many dealers. The eastern dealer has nearly 
half his customers on this type of service. So far, 
they have not penetrated the other sections in a 
volume that would remotely approach the satura- 
tion in the East, but many hundreds of dealers 
have at least some metered services. 

What about prospects for gaining customers this 
year? They appear fine, according to the big 
majority of dealers. If their forecasts come true, 
look for an 8.6 per cent gain across the nation. 
That represents some 800,000 new customers in 
1960! a 
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TOTAL DEALERS REPORTING* 


= ~—— Total customers. 
Average per dealer 





¢> Domestic customers 


40 Average per dealer 
= Percentage of total 





ae Commercial customers 
=S= Average per dealer 
825 

Percentage of total ; 3.3 





: Agricultural customers 58,533 
33 Average per dealer 
= Percentage of total 9.9 





Industrial customers 5,162 


32 Average per dealer 10.7 


Percentage of total e 0.8 





Househeating customers. 201,174 


ia, 
252 Average per dealer 434.5 


Percentage of total 34.1 





Carburetion customers 14,772 
= é Average per dealer 31.9 
Percentage of total ; 2.5 ; ‘ 3.8 





& “Other” customers 6,992 593 
z | Average per dealer 15.1 8.0 
Percentage per dealer : 1.1 ; } 0.3 





s Cylinder customers 190,917 333,321 33,566 9,618 36,142 617,710 
55 Average per dealer 1,591.0 720.0 207.2 181.5 488.4 696.4 





F| s Bulk customers 93,669 230,502 111,156 21,956 107,066 564,349 570,939 
5 Average per dealer 780.6 497.8 686.2 414.3 1,446.8 647.2 643.7 





sta Metered customers 73,613 34,677 8,482 2,625 24,221 143,618 128 143,746 
= 5 Average per dealer 613.4 74.9 52.4 49.5 327.3 164.7 8.5 162.1 





Gallonage sales— 1959 79,187,803 | 423,754,564) 181,337,770) 55,812,702 | 133,579,589) 873,672,428) 16,405,600 } 890,078, 
= Average per dealer Fe 784,037.7 | 1,028,530.48 1,242,039.5} 1,187,504.3§ 2,120,310.99 6,362,422.8 1,171,828.68 7,534,251.4 
Average per customer 273.1 834.0 1,087.6 1,876.7 940.1 764.9 803.1 765.5 





Average per dealer 200.5 109.4 98.5 71.9 132.3 120.1 290.3 123.1 


f Forecast: Additional customers— 1960 18,650 38,611 11,529 2,948 7,406 79,144 3,483 82,627 
Percentage increase 8.8 77 8.5 10.9 12.1 8.6 17.3 8.7 
































*Represents total dealers responding. A number of dealers did not reply to every question. To find out 
how many dealers answered any given question, divide “total unit sales" by “average units per dealer. 
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...his appliance sales 


O long as the gas he sells must have a burner 
™ to be consumed in, LPG dealers across the 
nation will continue to be one of the prime outlets 
for appliances. 

This situation has a corollary: So long as burn- 
ing equipment is needed, that equipment will need 
installing and servicing. So nearly every dealer 
in the U. S. performs these two services. 

And—selling and servicing go hand in hand, 
despite the loud noises made by the discount 
houses. The dealers with the strongest servicing 
programs are frequently those with the strongest 
selling programs. 

The East leads the parade in both selling and 
servicing. More than 94 per cent of the dealers 
sell appliances, and 99.1 per cent install and service 
them. 


The South is the lightest on all counts, with only 
69.7 per cent of the dealers selling and 80.2 per 
cent installing. But even in that region, where 
the over-all activity seems to be slackening some- 
what, 88.8 per cent of the dealers realize the need 
for doing their own service work. 

Sales reported for 1959 were substantial in all 
categories. Dealers participating sold more than 
$3 million worth of ranges, nearly $2 million worth 
of water heaters (a lower-cost item), and more 
than $700,000 worth of clothes dryers, a fast-com- 
ing item. 

Gas lights, something relatively new on the 
scene, accounted for almost $100,000 in sales, out- 


stripping the much higher-priced incinerators. 

Forecasts for sales in 1960 were almost unani- 
mously optimistic. Dealers expect the gas light 
rage to continue, with sales stepping up by 45.8 
per cent. Clothes dryers are expected to increase 
by 25 per cent nationally, and it would be greater 
but for the Midwest. The South expects to score 
gains of 84.3 per cent and the East thinks a 68.8 
per cent jump is about right. 

Ranges and water heaters, the old standbys, are 
expected to move at a moderately better pace, too. 
Gains anticipated are 16.4 and 17.2 per cent, re- 
spectively. 


Dealers are also looking forward to big gains in 
refrigerator sales. Nationally (excluding Canada) 
the forecast is for 52 per cent increase, and in 
the East the 1959 mark is due to be doubled. It 
must be admitted, however, that this appliance 
did not sell well in 1959, so such a percentage 
gain is somewhat less than sensational. 

Other types of gas burning equipment make up 
a substantial part of many dealers’ wares. They 
sell some agricultural equipment and some indus- 
trial gas burning equipment. In the former cate- 
gory, 1959 sales for the participating U. S. deal- 
ers totaled half a million dollars. Among 15 
dealers in Canada, a whopping $351,000 worth of 
agricultural equipment was sold. And 1960 appears 
to hold an 11 per cent increase for the two nations 
combined. 

Dealers are diversifying! ® 
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TOTAL DEALERS REPORTING* 120 468 162 878 893 


Dealers selling LPG appliances 113 367 113 699 713 
Pct. of reporting dealers...............) 94.1 78.4 69.7 { ; 79.6 ' 79.8 
Dealers selling electrical appliances... .. . 50 120 46 245 250 
Pct. of reporting dealers...............) 41.0 25.6 28.3 ‘ 27.9 27.9 





Dealers installing appliances.............} 119 395 130 760 775 
Pct. of reporting dealers fp 99.1 84.4 80.2 | . 86.5 86.7 
Dealers servicing appliances... . ; 119 423 144 806 821 
Pct. of reporting dealers 99.1 90.3 88.8 ; 91.7 91.9 





1959 sales, units 6,649 7,022 2,320 1,588 18,110 18,685 
Sales in dollars 1,131,460 1,112,003 303,247 362,445 3,013,381 3,128,381 
Average units per dealer............ 73.0 25.2 28.3 ; 39.7 34.7 35.0 

1960 forecast: dealers reporting........ 63 188 51 24 347 355 
Pct. increase forecast................. 14.3 13.8 23.0 21.4 16.4 16.4 





1959 sales, units 5,657 7,552 2,137 2,999 19,319 19,835 
Sales in dollars. . . 503,755 691,989 205,237 275,638 1,770,261 1,843,012 
Average units per dealer 65.0 25.3 ; : 69.7 34.9 : 35.1 

1960 forecast: dealers reporting 62 197 29 370 378 
Pct. increase forecast 21.0 14.3 : 23.6 17.3 17.2 





1959 sales, units.....................) 667 2,085 350 6,176 6,268 
Sales in dollars. . . ...eef 129,738 412,809 : 66,731 699,892 727,492 
Average units per dealer.............. 10.8 8.9 ‘ . 14.6 16.2 : 16.1 

1960 forecast: dealers reporting 51 156 16 274 280 
Pct. increase forecast ; 68.8 J ; 61.6 24.0 25.4 





| 107 481 §22 
Sales in dollars aw , : ' i 24,436 101,262 115,612 
Average units per dealer............ j ; ' ; : 6.7 4.2 . 44 

1960 forecast: dealers reporting.......... 75 141 145 


Pct. increase forecast............... é , . . ’ 5.0 52.0 45.6 





1959 sales, units 28 464 
Sales in dollars , 7 4,816 
Average units per dealer.............. ; ! , i 9.3 

1960 forecast: dealers reporting. 4 
Pct. increase forecast. . . : x q —20.0 


1959 sales, units... . ; Maier 369 
Sales in dollars 45,856 4,210 
Average units per dealer.............. ‘ I 52.8 15.4 

1960 forecast: dealers reporting.......... 23 19 
Pct. increase forecast ; 34.5 20.9 








1959 sales, units. . 863 956 
Sales in dollars hth see tes thre ee d 129,665 206,065 
Average units per dealer i : 50.8 79.7 

1960 forecast: dealers reporting.......... 13 9 
Pct. increase forecast.................] —12.6 . —59.4 29.1 28.6 


1959 sales, units. pen ceretas 40 428 7 561 1,193 
Sales in dollars See 54,250 : 69,434 9,333 64,868 276,880 
Average units per dealer 5.0 . 42.8 35 93.5 24.3 

1960 forecast: dealers reporting... .. 6 8 1 6 37 
Pct. increase forecast. . . 12.9 ‘ 18.4 66.6 15.5 18.0 


(| Eee eee .... 621,288 1,374,733 390,059 154,750 605,780 3,146,610 
Average per dealer... .. peerererr, !) yl 4,420.36 4,072.03 4,072.37 10,817.50 5,253.10 5,332.12 
Pct. of total inventory............... 52.4 48.4 49.8 43.9 71.4 52.4 52.6 

Appliance controls............... 47,799 156,515 33,367 27,250 137,197 402,128 415,673 
Average per dealer | 543.17 501.65 337.04 736.49 2,406.96 678.12 
Pct. of total inventory................. 4.0 5.5 4.2 77 16.1 6.6 

Other utilization equipment..............] 12,437 54,605 25,160 9,150 35,500 136,852 
Average per dealer................. -| 234.66 255.16 397.37 285.94 755.32 334.60 
Pct. of total inventory 1.0 1.9 3.2 2.5 4.1 2.2 






































*Represents total dealers responding. A number of dealers did not reply to every question. To find out 
how many dealers answered any given question, divide “total unit sales” by “average units per dealer.’ 
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He's in the heating business 


N 1959, heating appliances continued to be 
I the darling of LPG dealer salesmen from 
coast to coast, and there’s no reason to think 
1960 will be any different. 

In the East, nearly every dealer is selling 
space heating. Among our 120 participating 
dealers, 97.5 per cent said yes, they sold space 
heating equipment in 1959. While the South 
and Midwest combined to pull the national aver- 
age down, it still came out to a very respectable 
82 per cent. 

Both the Rockies and Canada exceeded 90 per 
cent, and the Pacific Coast was not many per- 
centage points below it. 

Central heating made excellent showings in 
1959, too. Nationally, 61.8 per cent of all deal- 
ers handled the line. Once again, the East led 
all others with 79.1 per cent. 

Dealers are now doing a lot of their own in- 
stalling as well as selling. Nationally, 58 per 
cent have turned to this type of activity. And 
four out of five have accepted the obligation to 
do the service work, which is almost a must in 
some areas if you want to hold this load. 

In both unit and dollar figures, room heaters 
led all categories in sales. Survey respondents 
totaled up their 1959 sales and found that they 


had moved 29,042 units valued at $1,817,305. 
This year should see an 8.8 per cent gain, they 
believe. 

Central heating sales, in dollar figures if 
not in units, were not far behind at $1,231,085. 
But if predictions come true, they should make 
headway against room heaters in 1960: the con- 
sensus forecasts a 30.6 sales gain. 

Wall furnaces had a good year among sur- 
veyed dealers in 1959. Sales of 8530 units 
brought in $1,198,300 to put them in third place. 
Furthermore, these same dealers think they’ll 
boost sales by a surprising 28.9 per cent. 

Floor furnaces accounted for a_ half-million 
dollars in 1959, and are due for an 8 per cent 
rise. 

LPG dealers are in the air conditioning busi- 
ness to stay. In 1959, sales of all types of equip- 
ment in this category—central units, gas fired 
units, and window air conditioners—aggregated 
$543,884. This year hold your hats! The fore- 
cast is for a 74 per cent sales gain! 

With sales of the magnitude indicated, it fol- 
lows that inventories must be sizable. And so 
they are: the average dealer stocks $1400 worth 
of space heating equipment, $350 worth of vent 
materials, and $375 worth of duct work. & 
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TOTAL DEALERS REPORTING* 


Total heating customers........... 
Average per dealer 
Pct. of all customers 





Dealers selling central heating 
Pct. of all dealers 

Dealers installing central heating 
Pct. of all dealers 

Dealers servicing central heating 
Pct. of all dealers 


281 
60.0 
265 
56.6 
376 
80.3 





Dealers selling space heating 
Pct. of all dealers 


371 
79.2 


720 
82.0 


734 
82.1 





1959 room heater sales—units 
Sales in dollars 
Average units per dealer 
1960 forecast: dealers reporting 
Pct. increase forecast 


8,653 
1,088,114 
29.0 
199 
11.5 


29,042 
1,777,814 
53.5 
359 
77 


29,344 
1,817,035 
53.0 
366 
8.8 





1959 wall furnace sales—units 
Sales in dollars 
Average units per dealer 
1960 forecast: dealers reporting 
Pct. increase forecast 


4,836 
593,667 
21.2 
143 
9.2 


8,456 
1,182,020 
20.5 
259 
28.6 


8,530 
1,198,300 
20.5 
262 





1959 floor furnace sales—units 
Sales in dollars 
Average units per dealer 
1960 forecast: dealers reporting 
Pct. increase forecast 


546 
104,728 
9.1 
38 
9.1 


1,577 
307,357 
8.1 
123 
10.4 


2,910 
547,662 
79 
212 
13.2 





1959 central heating sales—units 
Sales in dollars 
Average units per dealer 

1960 forecast: dealers reporting 
Pct. increase forecast 


4,388 


19.4 
147 


15.9 
18 
27.0 


21.5 
18 
47.3 


6,224 
1,185,085 
16.5 
249 
30.5 


1,231,085 
16.5 
253 
30.6 





1959 air conditioning sales—units 
Sales in dollars 
Average units per dealer 

1960 forecast: dealers reporting 
Pct. increase forecast 


388 
325,019 
6.1 
48 
82.3 


2 
2,066 
1.0 
3 
1,200.0 


3.0 
3 
525.0 


821 
543,884 
79 
7 
747 


821 








1959 unit heater sales—units 
Sales in dollars 
Average units per dealer 
1960 forecast: dealers reporting. 
Pct. increase forecast 


1,204 
354,891 
15.4 
120 
34.0 


136 
35,229 
5.6 
14 
35.7 


276 
69,971 
11.5 
17 
20.5 


2,285 
599,209 





Space heaters 
Average per dealer 
Pct. of total inventory 

Venting material. . 
Average per dealer 
Pct. of total inventory 

Ducting materials 
Average per dealer 
Pct. of total inventory 





121,700 
1,352 
10.2 

18,815 
276 
15 

13,320 
444 
Ll 





400,117 
1,379 
14.1 
90,957 
340 
3.2 
63,798 
375 
2.2 





137,610 
1,390 
17.5 
15,170 
229 
1.9 
5,765 
250 
0.7 





62,700 
1,844 
17.8 
16,115 
473 
45 
9,730 
463 
2.7 





60,865 
1,295 
71 
19,905 
465 
2.2 
4,915 
307 
0.5 





1,399 
13.0 
160,962 
338 
2.6 
97,528 
375 
1.6 











*Represents total dealers responding. A number of dealers did not reply to every question. To find out 
how many dealers answered any given question, divide "total unit sales" by “average units per dealer.” 
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He's in the carburetion business 


F there’s one trend that’s proven indisputably 

by the survey, it’s the swing toward car- 
buretion conversions, 

Consider these facts: 

Of 893 dealers reporting, 496 or 55.5 per cent 
are now making conversions. The percentage 
surpases 70 per cent in both the South and the 
West. Even in the East, nearly 40 per cent of 
the dealers engage in this work. 

“ach of the 496 dealers performed an average 
of 16.2 conversions last year. In the Far West, 
each of the reporting dealers averaged 32.2. 

In order to support this activity, these U. S. 
and Canadian dealers put 4 cents out of every 
inventory dollar into stocks of carburetion equip- 
ment. This “inventory dollar,” which amounted 
to $6,192,000 for the 493 dealers, include stocks 
of appliances, heating equipment, installation 
materials, tanks, cylinders, controls, etc. 

What this boils down to is that the 496 deal- 
ers carry an inventory of carburetion equipment 
aggregating $227,299. 

The forecasts for 1960 conversion work add 


further proof of the existence of a trend. A 
strong over-all gain of 61.1 per cent in number 
of conversions is foreseen. What makes this 
figure most encouraging is that the biggest gains 
are forecast in the weakest areas. Thus, while 
the South, a leader in 1959 conversions, foresees 
a fine but not spectacular gain of 33.5 per cent, 
the East expects a 187 per cent increase and 
Canada pegs its gain at 104 per cent. Both of 
these latter areas were low on 1959’s region-by- 
region totem pole. 

Despite these optimistic predictions, there’s 
another side to the carburetion coin. The in- 
dustry still has a long way to go before it has 
its fair share of this business. Even after a 
couple of decades of growth, the power load still 
accounts for only 3 per cent of all customers. 
Region 2, the great Midwest, can boost of only 
2.5 per cent. Yet dealers in the South have 
shown what can be done: 8.8 per cent of all 
their customers use LPG for carburetion. Only 
they have done much more than scratch the 
surface. 3 


BUTANE-PROPANE News 








TOTAL DEALERS REPORTING* 


Average per dealer 


i Total carburetion customers 
Pct. of total 





tin making conversions............. 
| Pct. of total dealers................... 
Number conversions—1959. .. . 
| Average per dealer 
: Forecast number of conversions—1960 
Average per dealer 
Pct. increase—1960 over 1959..... 





Total 1959 equipment sales—units...... 1,926 1,204 1,071 4,650 

| Total 1959 equipment sales ($).... 324,357 202,428 270,952 897,501 

B | Average equip. sales per dealer—1959. . 13.8 18.0 38.3 . 16.7 
i 3 Number of dealers forecasting 1960. . 102 43 21 199 
Forecast: sales increase (%) 44.2 —.06 57.9 40.0 

Forecast: 1960 equipment sales. . . 2,105 928 1,614 5,270 

Forecast: avg. eqt. sales per deal.—1960 20.6 21.6 76.9 . 26.5 





Carburetion inventories... . 
Average per dealer 


Pct. of total inventories 
































*Represents total dealers responding. A number of dealers did not reply to every question. To find out 
how many dealers answered any given question, divide “total unit sales” by “average units per dealer.” 
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What he'll buy 


EALERS across the country and in Canada 
D expect to do between 8 per cent and 10 per 
cent more business in 1960 than they did in 1959. 

In the BPN study of expansion plans, there are 
a number of reliable indicators to sustain this 
prediction. Each cross-checks pretty well against 
all the rest. 

As we have seen, 76.5 per cent of all participat- 
ing dealers made forecasts of customer gains (the 
remainder were silent on this point), and their 
estimates averaged out to 8.5 per cent. If we ac- 
cept the generally quoted figure of 10 million as the 
census of present customers, we can see that new 
additions could easily surpass 800,000 this year. 

Along with new customers should go increased 
gallonage and, therefore, increased storage space. 
While only a modest proportion of the dealers plan 
to add bulk storage, the combined capacity will 
aggregate 3,781,000 gal. Across the board, com- 
puting this as a percentage of total storage ca- 
pacity of all 893 dealers participating, a 7.3 per 
cent gain is foreseen. 

This is deliberately conservative. No doubt many 
of those who did not choose to make this forecast 
will nevertheless add to their present storage dur- 
ing the current year. If any do, this will auto- 
matically raise the percentage figure. 

Another indicator is the forecast on containers 
to he purchased. More than 62 per cent of the 
dealers gave figures for projected tank purchases, 


and their combined forecasts averaged out at 24.4 
per cent increase over present tank inventories. 
A lesser number, 29.9 per cent, provided cylinder 
purchase figures, and their combined figures aver- 
aged 11.8 per cent over their present cylinder in- 
ventories. 

In each case, if we chose to assume that none 
of the “silent” dealers would buy any tanks or 
cylinders (which is certainly an overly conserva- 
tive assumption), we would find that tank inven- 
tories should increase by about 15 per cent, cyl- 
inder inventories by about 3.6 per cent. Put the 
two together and you’d find an aggregate container 
inventory increase of better than 9 per cent. 

Additional support comes from the forecasts of 
other types of equipment to be purchased, all of 
which is needed to render service to more cus- 
tomers. Nearly one out of every four dealers will 
buy a couple of pumps this year, and a smattering 
of them will buy two compressors each. About 8 
per cent of the dealers will buy radio equipment. 
Nearly a third of them will buy pickup trucks 
and bulk trucks; nearly a third, customer meters. 

And finally, we have past performance to check 
against. Annually the Phillips and the Bureau of 
Mines reports establish the fact that year in and 
year out, the industry grows about 10 per cent. 

Nineteen sixty should be no exception. It looks 
as if the Golden Sixties are off to a roaring 
start! * 
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TOTAL DEALERS REPORTING* 


Number of new customers 
Pct. increase......... 
Pct. forecasting increase 
Average increase... . 





Dealers adding bulk storage 
Gallons to add...... 
Pct. increase/all co.'s 
Pct. of dealers adding storage 





Dealers adding tanks (customer) 
Pct. of dealers forecasting 
Tanks to be added 
Average to be added 
Pct. of increase 





Dealers adding cylinders 
Pct. of dealers forecasting 
Cylinders to be added 
Average to be added 
Pct. of increase 





8.2 





j 
A 
| Dealers adding pumps 
Pct. of dealers forecasting 
Pumps to be added 
Average to be added 


ae 
25 


140 
1.6 


53 


92 
17 


206 


391 
1.9 





Compressors to be added 


_ 

' Dealers adding compressors 

ca Pct. of dealers forecasting 
Average to be added 


30 
6.4 
38 
13 


12 
74 
49 
41 


60 
6.8 


1.9 





Dealers adding radio stations 
Pct. of dealers forecasting 

: Radio stations to be added 
z Dealers adding mobile units 
a & 


*| Pct. of dealer forecasting 
| Mobile units to be added 
{ 





22 
29 


88 


29 
6.1 
32 
40 
8.5 
124 


14 
8.6 
15 
35 


65 


32 


70 
79 
80 
117 


322 





| Dealers adding pickup trucks 
z 2 Pct. of dealers forecasting 
2 | Pickup trucks to be added 


Average to be added 


56 


106 
1.9 


130 


173 
1.3 


35 


81 
2.3 


21 


62 
3.0 


261 


445 
17 





Dealers adding bulk trucks 


E28 Pct. of dealers forecasting 
z 
aa 


31 


4} 
1.3 


138 


172 
1.2 


67 


89 
1.3 


21 
1.2 


27 


46 
17 


280 


369 
1.3 





Dealers adding customer meters 
Pct. of dealers forecasting 
| Customer meters to be added...... 
Average to be added 


: 
| 
| 


Bulk trucks to be added 


40 
33.3 
4,279 
106.2 


135 

28.8 
5,338 
39.5 


26 
16.0 
963 
37.0 


18 
33.9 
381 
21.2 


31 
40.7 
2,037 
65.7 


250 
28.4 
12,998 
52.0 























*Represents total dealers responding. A number of dealers did not reply to every question. To find out 
how many dealers answered any given question, divide “total unit sales” by “average units per dealer. 
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‘ nventor c the following ence ¢ ontrols 
a. sala ___ Appl eal 


$ es, burner 


¢ (tore 
ators $—— 


How pmer 
uIP vul 

Regu! 
; Duct materials 
yu 


paint $ 


Carburetion © thods 
d_me 
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shit _ 
eroting foc ” $— 
Ando estmer 5 gallon 
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fow many ©” 
‘ w aciuél Total number £ LPG custon OP niece — 
ay How many of these US LPG for the following Purposes: Domestic ———— Commerciay __ 
Agri uitura) —— Industria) ——-——. House heating __ ———— Other 
(Note: Totes of 911 


*leRories need not *éree with grand , tal, since many use 11 for various Purposes.) 





How many ¢ uStOMerS are on cylinder Service? _ ———— How many On bulk service? _ 


How many a You have on mete red service? _ _ 


How many , UStomers use LPG for carburetion? _ 


Do you make carburetton Conversions? How many did you Make tn 19599 — 


How many do you expect to Make in 1960? 


Now out your Spplience sol, Sond vice: 


Do you Sell LPG appliance a —— Space heaters? _ Electric 8ppliances? 


- —__ ee: 
yes or no yes or no 


yes ano 
Do you instal] appliance DOP teen, Do you Service them? 
Yes or no 


yes ono 


Do you sel) central] heating units> ~————=—- Do You install them? ea an Service the a 
yes or no yes or no Yes of no 
What was your 1959 Sales volume for each of the following items, and what do You expect it to be in 1960? 


(Give dollar Volume if you have it, units if you don’t, 4nd both if you can, If you don't Sell the item, Please 
write “‘none*? ) 


1959 Sales 1960 Forecast 
Ranges + bteon se Cite a se te 
Water heaters , . Sees ari Units —_——__ Orci, Units 
4 busines Clothes dryers , (23 <-en Units Dic Units ——, 
Gas refrigerators Units ——$____ s es Units —__ 
Incinerators Onis he OUR 
; we wing vent Gas lights, . os Units ——_, — Units 
{ the — Room heaters . Re obate ONS Wi Units onan 
Tru ect to buy in Y Wall furnaces . , bared TOMB Wie Units 
wnat do you exp or of tanks Floor turnac es . ooh Units ee, eee ON i 
—_ 40 yos Central heating. Units oe, eee 

Alr Conditioning equip, . Units ——, $ ee ee Units 
Unit heaters, . | ae Units —___ Ga Unite 
Agricultural equipment , Otte Units ——, 
$ 
$ 


ipment an 
{fice eau 


w many 


mers 
many cust 
f 
How 


Industriay equipment . Units Units Se 
ie 


Carburetion equipment . Units —____ ————— Units —_ 
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USES BEAIRD T-1 


D. E. Daggitt, President 


FOR TOP PROFIT HAULING 


You know Producers Transport, Inc. as operators of the largest 
LP-Gas fleet in the world. Or, perhaps as ranking 20th in the 
nation in petroleum hauling revenue. PTI operates over 450 
petroleum units of every type (57 LP-Transports). But, did 
you know that the last 19 T-1 transports ordered by PTI were 
Beaird Payliners? Or, that this included one with 11,121 w.g. 
capacity that is believed to be the largest T-1 transport ever 
built? 

An important factor in PTI’s success has been the know-how 
that has gone into purchasing new equipment, a task super- 
vised personally by D. E. Daggitt, President. Every transport 
purchased has been measured by exacting standards for safety, 
dependability and final pay out. Beaird T-1 Payliners have met 
these standards and have proved profitable additions to the 
expanding PTI fleet. 


Get top profit hauling for your company — see your Beaird 
representative about a T-1 Payliner. 


THE J. B. BEAIRD COMPANY, INC. 


A subsidiary of American Machine & Foundry Company 
Shreveport, Louisiana e« Clinton, lowa 
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Moisture-free Dehydration 

Top Quality Fittings 

Fast Jet Filling 

Profit Plan Financing 

Stocking Point Program 
Merchandising and Sales Aids 
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Here’s your answer to slashing upkeep costs on LP-Gas systems. 
Beaird’s new $100,000 Weather-Weld enamel finish has set a 
new record for durability and sparkling beauty. Resistant to stains, 
scuffs and moisture damage, its long lasting attractiveness builds 
satisfied customers as it saves you money on maintenance. 


The secret of this tough bonded-to-metal finish is Beaird’s new 
assembly line shot blasting equipment. Now every inch of plate 
used in a Beaird LP-Gas system is scoured clean of mill scale and 
foreign particles. Paint adheres more tightly to the carefully 
prepared surface; weld quality is improved and overall finish is 
smoother. Result is an even finer LP-Gas system and another 
reason why Beaird is first in sales. 


See your Beaird representative for additional information on 
profit-building Beaird products. 
THE J. B. BEAIRD COMPANY, INC. 


A subsidiary of American Machine & Foundry Company 
Shreveport, Louisiana e Clinton, lowa 











Let's size up your bobtails 


PHIL JOHNSON ® Project Engineer, Fisher Governor Co. 


: these days of increasing competition, proper and 
efficient bulk plant operation can mean much to 
assure success for the LPG operator. Obtaining the 
best results from each dollar spent in handling product 
means higher profits and lower overhead. 

One phase of LPG handling that has received much 
attention in the quest for better and safer operation is 
bulk delivery. A good share of the bulk plant dollar is 
spent on bobtail equipment and operation, and it de- 
serves much consideration by the operator to make 
sure that his bulk delivery trucks comprise the best 
possible combination for his situation and that they 
are being used and maintained properly at all times. 

Selection of the proper equipment requires, first of 
all, a good analysis of the individual operator’s situa- 
tion. The total customers serviced, the average gallon- 
age per delivery, miles between drops, whether rural 
or urban deliveries or both must be made, weather 
conditions, type of roads encountered and whether 
steep grades must be surmounted, maneuverability in 
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crowded quarters, local weight limits, plans for future 
expansion—all these things, and more, must be 
thoroughly studied before the operator can arrive at 
the best solution to his bulk delivery problem. This is 
true whether new equipment is required or where over- 
hauling of present units is necessary. 

High pumping rates and large capacity units may 
be desirable, but they must be justified by a reduction 
in the cost per gallon of product pumped, or they lose 
their advantage. It must be possible to pump enough 
additional gas per day to pay off any extra investment 
per truck and still show lower overall pumping costs. 

Those responsible for designing the well-engineered 
bulk trucks of today must take dozens of components, 
all made by different manufacturers, and combine 
them into practical, functional units. In the pumping 
system alone, they must combine containers, container 
valves, strainers, pipe fittings, pumps, bypass valves, 
meters, differential valves, piping, hose reels, hose, 
hose nozzles, etc., (all these items possibly supplied by 


51 





ELBOws > 
CONTROL VALVES? 


TEES? 
L VALVES? 
INTERNAL VALVES > 


€ yALVES? 
ane BACK CHECKS» 


PuMPS? 


NTIA 
BY-PASS VALVES pIFFERE 


PIPES? werers” 
EXCESS FLOWS ? HOSE > 


different sources), and knit them all together into safe 
and efficient systems that will push the desired amounts 
of LPG through still other valves and into consumer 
tanks produced by even different manufacturers. 

Much admiration and respect are due to the hardy 
pioneers in the industry who had the audacity and 
fortitude to dig in and get the job done, armed largely 
with courage and products “borrowed” from other 
industries and applications. The things they did in the 
beginning and the problems with which they fought 
have laid a firm foundation for present and future 
advancements in pumping system design and construc- 
tion. Recent extensive testing and research have made 
possible some new products, which by inherent design 
eliminate some of the problems, but much more is left 
to be done. In the meantime, it is necessary to take a 
cue from the old timers and do the best job possible 
with currently available equipment. 

It is easy to see that the ideal combination of truck, 
container and basic pumping equipment will vary, 
depending on many circumstances. May it never be 
inferred that there are any “pink pills” or magic 
formulas that will solve all LPG delivery problems, but 
experience has shown that certain things can be used 
as guides to help avoid some of the difficulties sur- 
rounding LPG pumping operations, regardless of de- 
sired flow rate. 

It has been very difficult in the past to obtain suffi- 
cient information to enable one to predict the capabili- 
ties of a given LPG pumping system. But now a new, 
simple method has been developed for looking over 
piping systems to find out how far above the pump 
inlet the liquid level should be and what is needed in 
the discharge line in order to obtain a given capacity. 

With this method, it will be easy to find bottlenecks 
in the system, or to recognize components that are 
larger than necessary, therefore enabling one to 
design a well-balanced system for any reasonable 
pumping rate. Those of us who are involved in it hope 
that this can be finalized and made available to inter- 
ested parties within the next few months. Until then, 
it is necessary to speak in generalities, rather than 
attempting to outline specific cases. 
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Things to consider 


Smooth out the pump inlet line 


First of all, the product must be brought to the 
pump inlet as efficiently as possible. In essence, the 
liquid must flow into the pump by gravity alone, like 
coffee out of an urn. The fuller the urn, the higher 
the liquid level, and the more coffee will flow to the cup. 
The lower the level, the lower the flow will be. The 
same applies to LPG flowing to a pump inlet. 

“Won’t the pump pull the liquid into the inlet to 
help out the situation?” it is asked. Well, in handling 
a stable liquid like lukewarm coffee, it surely would, 
but it must be remembered that LPG liquid is always 
being handled at its boiling point, and that any slight 
reduction in pressure, even a fraction of a pound per 
square inch, will start boiling action and vapor will 
form. 

Pulling the product through a too-small inlet line 
will result in the same thing that happens when we 
withdraw vapor from a consumer tank, i.e., in an 
attempt to maintain equilibrium, the liquid will boil as 
product is withdrawn. In a consumer tank, the forma- 
tion of bubbles of vapor in the liquid does no harm. 


?, 
Y 


LITTLE 
HEAD 
- 5 . 


However, in a pump inlet line, it is a great disadvan- 
tage because the pump must compress the vapor form- 
ed back to liquid. Since any given weight of vapor oc- 
cupies much more space than the same weight of liquid, 
pumping efficiency is reduced. Naturally, the more the 
pump is required to pull the product into the inlet, the 
lower the efficiency becomes. This is known as pump 
starvation. 

The condition is much worse in cold weather when 
vapor pressures are low, since a given weight of vapor 
will occupy more space than it will in warm weather 
when pressures are higher. This is one reason why 
some bobtails will do very well in the summer, but will 
give headaches during the winter months when effi- 
cient pumping is needed the most. 

In order to assure bubble-free liquid at the pump 
inlet, the pressure loss in the inlet piping must be 
less than the pressure applied by the weight of the 
liquid above the pump inlet. If this is true, the liquid 
will “fall” through the inlet piping and the pump will 
only have to push it through the rest of the system. 

It is good practice to keep the pump inlet piping as 
far as possible from any source of heat, such as the 
engine exhaust line, since absorption of outside heat 
will also cause vaporization and pump starvation in 
an otherwise properly sized system. 

In designing a system, we can predict the inlet 
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in picking bobtails 


piping pressure loss by adding the resistance-to-flow 
of all of its components under the desired flow condi- 
tions. From this, it may be seen that any unnecessary 
fittings or inefficient valves placed in the inlet line 
will rob one of potential pumping rates. 


Keep restrictions out of pump discharge line 


Next, the discharge line must be designed so that 
the pump can easily push the desired amount of 
product into the receiver tank. Fortunately, beyond 
the pump outlet, the liquid is at a pressure consider- 
ably greater than saturated vapor pressure, and will 
behave in a stable manner. Therefore, the problems 
in this portion of the system are basically those of 
proper sizing of piping and hose and the selection 
of suitable valve components. 

In order to deliver product through the discharge 
line, the pump must overcome the resistance-to-flow 
of all the piping and fittings, which it does by devel- 
oping differential pressure. To visualize this, one can 
think of the pump pushing the liquid while all the 
valves, fittings and piping are “dragging their feet,” 
resisting the flow. Each element of the discharge line 
offers a certain amount of resistance, depending on 
its design, size and the flow rate. The sum of all the 
individual resistances will equal the total “foot- 
dragging” that the pump must overcome. 

For any given flow rate, it is possible to determine 
what the resistance-to-flow is for a given valve, pipe 
or fitting, so that an analysis of the discharge line 
can be made. Looking over these “foot-dragging”’ fig- 
ures, we can easily pinpoint too-small or inefficient 


elements by their high values, and needlessly large 
valves by their extremely low resistance. 

By juggling valve and fitting design and size, it is 
then possible to develop a discharge line realistically 
designed to do its job well without oversizing or bot- 
tlenecks. By and large, the simplest combination with 
a minimum of elements should be the most efficient. 

The resistance of the filler valve in the tank to be 
filled must be added as a part of the discharge line, 
since it, too, must be overcome by the pump. This 
valve may be quite large, particularly if old-style fill 
valves must be considered. For example, the resis- 
tance of a new, efficient filler valve may be only one- 
third of that offered by its older predecessor. 
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Allow for vapor pressure build-up 


Vapor pressure changes during transfer must be 
allowed for. The vapor pressure in the tank being 
filled will rise, and the pressure in the supply tank 
will fall slightly, during the pumping operation. Con- 
nection of vapor equalizing line will minimize this 
situation, but will, of course, result in a small amount 
of reverse transfer. 

In some old-fashioned liquid-fill consumer tanks, 
the pressure buildup during transfer without vapor 
equalization will be extremely high, due to the com- 


VAPOR ZONE FILLING 


pression of the vapor in the tank into a superheated 
condition, delaying its transition into a liquid state. 
Attempting to solve this problem by merely making 
the pump develop more differential pressure is ex- 
tremely unsatisfactory, since it may require bypass 
valves set in excess of legal limits (more about this 
later). It is very likely that such a system would be 
popping safety relief valves during normal summer- 
time transfer operations. 

Exhaustive tests have indicated that practical filler 
valve installations introducing the incoming product 
into the vapor zone can reduce vapor pressure build- 
up during transfer to reasonable levels, even without 
the use of vapor equalization lines. The turbulent 
liquid product entering the tank agitates the vapor, 
keeping it in a saturated condition so that it can be 
condensed into liquid as the transfer operation pro- 
gresses. Vapor pressure buildup under these condi- 
tions may range from 5 to about 30 psi, depending on 
flow rate, temperature, etc., and can be allowed for in 
designing an efficient pumping system. 

The change in vapor pressure in the supply tank is 
normally comparatively small, and will depend on the 
size of the container, as well as the fill rate. For all 
practical purposes, it is felt sufficient in most normal 
cases to consider only the maximum vapor pressure 
buildup in the receiver tank while analyzing the dis- 
charge line. 


and now ... let's pick a pump ==> 
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Now let's pick a pump 


Adding up the total resistance of the discharge 
line, and of the consumer tank filler valve, and the 
additional resistance due to vapor pressure buildup, 
it is possible to determine how much differential 
pressure the pump must develop to do the desired job. 

It will be found that the harder a pump must push, 
the less product it will move at a given pump speed. 
Using the total resistance as a guide, and bearing in 
mind that the pump must develop differential pres- 
sure equal to the resistance, it is possible to review 
the manufacturer’s specifications and select a pump 
that will deliver the anticipated amount of product 
at the required differential pressure while operating 
at a reasonable speed. 

For example, if the discharge line plus the tank 
filler valve demands 45 psi of differential pressure to 
overcome resistance, the vapor pressure buildup al- 
lowance is 30 psi, and a transfer rate of 60 gpm is 
desired, a pump should be chosen that will deliver 
60 gpm at 75 psi differential pressure when operat- 
ing within its recommended speed range. 


Bypass valves 

Any system employing a positive displacement 
pump must have a bypass valve to prevent excessive 
differential pressures, should the discharge line be 
restricted while the pump is running. Underwriters’ 
Laboratories’ limit for maximum allowable differ- 
ential pressure is 125 psi. For maximum pump and 
system life, of course, one should attempt to stay well 
below this limit during normal pumping operations. 
It is here where fighting old style liquid fill contain- 
ers is a great disadvantage, since the majority of the 
developed differential pressure must be used to over- 
come the high vapor pressure build-up. 

From the pump manufacturer’s specifications, the 
amount of liquid delivered when the pump is running 
at maximum allowable differential pressure can be 
determined, and a suitable bypass valve selected. 
However, several things must be considered at this 
point: 


(1) The bypass valve should not begin to open 
at normal operating differential pressures. 
The bypass valve must pass the full pump 
capacity at a pressure not exceeding the 
maximum allowable differential pressure. 
The bypass valve must close immediately 
upon return to normal operating differen- 
tial pressures, and not remain open to some 
lower “blowdown” pressure, like a pop type 
relief valve. Otherwise, a momentary surge 
in the line might open the valve, whereupon 
it could continue to bypass product, even 
though the differential pressure immediately 
returned to normal. 

The bypass line should return the product 
back to the supply tank unless the bypass 
valve remains closed under all normal oper- 
ating conditions. If the bypass line is ar- 


ranged to recirculate the liquid through the 
pump, the heat added to the LPG by the 
pump will cause loss of efficiency due to 
vaporization. 


Power take-off selection is important 


Great care should be taken in selecting a suitable 
power take-off unit to insure that the truck engine 
can operate at reasonable speed while delivering the 
required horsepower to the pump, at the right pump 
speed. An error here can cause serious maintenance 
problems. In the first place, a basic truck engine 
is usually designed for over-the-road operation at 
higher rpm’s than required for pumping operations. 
If the power take-off ratio is such that the engine 
speed is too low during normal pumping, several 
harmful things can happen. Inadequate cooling may 
cause localized overheating and failure of engine 
parts, and insufficient oil pressures may cause pre- 
mature engine wear. Proper generator operation will 
not be obtained at too low speeds, nor will it be pos- 
sible to obtain the proper manifold vacuum required 
in maintaining correct fuel mixtures. 

Conversely, if the engine must run too fast, wasted 
engine life and excessive fuel consumption result. 


Other vital points 


It is very important that gross vehicle weight and 
weight distribution be worked out in detail between 
the LPG operator and the truck designer, to take the 
greatest advantage of local weight limits, weather 
conditions, license fees, etc., and to assure the best 
possible combination of stability and handling ease. 
In northern areas, consideration should be given to 
ice accumulation, which could easily result in unfore- 
seen weight violations and delays that could have 
been avoided in the design stage. 

Convenient location of meter and hose is an impor- 
tant factor. This is best determined by the local oper- 
ator, since the delivery equipment could be mounted 
on either one side of the truck or the other, or at the 
rear. A rural operator may find that a driver’s side 
installation is more convenient, whereas an opera- 
tor servicing tanks at curbside or supplying under- 
ground installations may find the right side more 
convenient. Still other conditions where deliveries 
must be made on both sides of the truck will indicate 
that rear mounted installation is best. 

In any case, all operational controls of the pump- 
ing system should be grouped in a single convenient 
location, so that the operator can be in full command 
of the pumping operation at all times, with provi- 
sions for instant shut-down in the event of an emer- 
gency. 

The amount and type of protective covering or 
skirting is also an important factor and will vary, 
depending on local conditions. Fully enclosed meter 
and delivery hose installations are very desirable in 
severe weather conditions, but may be merely need- 
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Photos courtesy Consumers Gaservice 


The rear cabinet doors of this bobtail cannot Note how all controls are grouped in a single convenient 
be closed if the internal safety control valves location on this rear-mounted, twin barrel delivery unit. 
are not in shut-off position, since the actuating Discharge piping is kept simple, with a minimum of extra 
rods extend beyond the doors—a simple, but fittings. The long control rods actuate the two Fisher internal 
very effective way of preventing a forgetful safety control valves which protect the pump suction line. 
driver from driving away with open liquid In an emergency, these can be quickly closed, instantly 
valves. shutting off all external flow of liquid. 








Photo courtesy of Wanner Inc. 
Above left, a fine example of clean, uncluttered inlet line design, 


assuring good flow characteristics. The line is well supported and 
short lengths of hose are used to prevent excessive stresses in the 
piping. Horizontal run in background is discharge line. 


Above right, this view shows the remainder of the inlet piping on 
the same truck. Note that the line runs full size to the pump inlet, 
requiring only one elbow. A shield is mounted between the muffler 
and piping to help reduce the amount of heat absorbed by the 
pipe. 


Right, this single barrel delivery truck is designed to carry a 
large payload, while retaining good maneuverability and stability. 
The large side cabinets allow easy and convenient access to meter, 
hose reel and pumping controls. The small cabinet door to the left 
houses a vapor return hose reel, kept separate since most normal 
filling operations are carried out with only the delivery hose. This 
unit is capable of filling consumer tanks at an average flow rate 
of 70 to 80 gpm. 
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Photo urtesy of Wanner Inc. 


Simplicity and safety are the keynotes of this high-capacity unit. 
The combination internal safety control valve, strainer, the power 
take-off unit, the pump clutch, and the engine throttle can all be 
controlled from a single location with a tachometer and vapor 
pressure gauge mounted on the same panel. Not shown is the 
3 in. inlet piping and pump installation, which complete the system. 
The vapor return hose is carried on a separate reel, used only 
occasionally in extreme conditions or when evacuating a consumer 
tank. 


Courtesy Fisher Governor Co. 
Looking under this single barrel, we find an extremely efficient 3 
in. inlet line, utilizing a combination internal safety control valve 
with strainer, a short length of hose, a union, a 90 deg. elbow and 
a swage nipple. This truck can deliver about 70 to 80 gpm without 
starving the pump. 


less added weight where rain, ice and snow need not 
be considered. 


Another important factor, and one which has been 
the subject of much controversy, is whether a single 
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barrel or twin barrel combination will fill the bill best. 
Where an operator is required to handle more than 
one product, it may be that the only practical answer 
is a twin barrel unit, but where only propane or 
butane is being handled, it is well for the operator 
to very seriously consider both possibilities before 
making a final decision. 

A twin-barrel unit may, depending on design, have 
a lower center of gravity and, therefore, be more 
stable than a comparable single-barrel unit. Also, it 
lends itself very nicely to a rear mounted meter and 
delivery hose installation. 

A single-barrel unit of a given capacity, however, 
can be mounted on a more compact chassis than a 
twin-barrel unit, and may carry more gas for a given 
total water capacity. For example, considering a total 
water capacity of 2000 gal., and referring to NFPA 

-amphlet 58, it is found that due to allowable varia- 
tion in maximum permitted filling density, one could 
carry over 100 gal. more in a single 2000 gal. con- 
tainer than one could in two 1000-gal. containers. 

It is also possible to install a simpler piping system 
in a single-barrel unit, and placement of the meter 
and delivery hose is extremely flexible. In addition, 
the more favorable rear vision possible in a single 
barrel delivery unit may be important in crowded 
quarters. 

It is not the intent of this article to show favor 
either to the twin or single barrel installation, for 
certainly each has its relative merits, and the final 
decision must rest with the operator. 

Some operators and fabricators have found that 
considerable saving can be obtained by the use of 
high tensile steel containers and light materials, 
much as aluminum or plastic, in the construction of 
fenders and skirting. Certainly, more payload can be 
‘arried within gross vehicle weight requirements by 
concentrated efforts to eliminate unnecessary weight. 


An urgent reminder 


It is sincerely urged that much thought and study 
be given to these problems when the time comes for 
acquiring new delivery equipment, or when overhaul 
of present units is advisable. Before investing those 
dollars, please ask yourself these vitally important 
questions: 


(1) Is the proposed equipment best suited to 
solve my local problems, giving me better re- 
turns from each dollar invested through lower 
overall cost per gallon pumped? 

Is the equipment of the safest possible design, 
giving maximum protection, combined with 
convenient operations for my employees” 
Will this equipment cut maintenance costs 
through simple and practical design, with 
all components blended into a well-balanced, 
trouble-free unit? 


If these questions can be answered satisfactorily, then 
one can sign the order for new equipment with the firm 
conviction that it is a real investment in the future, a 
firm forward step towards better and more efficient 
operation. ca 
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Bringing in new appliance customers, special nsuiiuibii like 
this “Free Alcoa Aluminum Foil” offer make selling more 
profitable for Skelgas dealers. This promotion will be backed 
by double-page, 4-color ads in Farm Journal (June) and 


How Skelgas Dealers 
With 250,000 Good 


“Free Alcoa Aluminum Foil” 
Promotion In National Magazines 
Brings Interested Shoppers In The Door 


OES your gas supplier have a business-getting promo- 

tion going for you right now? If you sell Skelgas, 

the answer is, “yes indeed!” During May, it is estimated 

that about 250,000 good appliance prospects will make 

tracks to their local Skelgas dealers to get a free roll of 
aluminum foil. 

In turn, Skelgas dealers will get at least 3 minutes 
with each of these prospective customers for a first hand 
appliance demonstration. These are the terms of the 
“free foil” offer made by Skelgas in national magazine 
ads. If just 1% of the prospects who come in are sold, 
Skelgas dealers will move an extra 2,500 appliances as 
a result of this promotion. No wonder Skelgas LP-Gas 
appliances are easier to sell. 


Why Skelgas Dealers Have The Selling Advantage: 


As part of his protected franchise, every Skelgas 
dealer gets these unequalled selling advantages for extra 
profit: 


1. The best-accepted brand name in the industry. 
2. The highest-quality products in the industry. 


3. The most powerful dealer advertising support in the 
industry. 


4. The most complete retailing help in the industry. 
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The Saturday Evening Post (May 28). Complete kits of 
colorful tie-in sales aids and supplies of Alcoa Wrap 
Aluminum Foil are available to Skelgas dealers through the 
Skelgas cooperative advertising plan. 


Get 3 Minutes Alone 
Appliance Prospects: 


Year after year, Skelgas dealers increase their sales at 
nearly double the rate of the LP-Gas industry as a 
whole. Skelgas combines sales leadership with addi- 
tional technical and financial services to help its dealers 
make more money. From gas to a full line of appliances, 
Skelgas is the one source for your every need in the LP 
business. Find out what competitive advantages a 
Skelgas franchise can offer you: 


Write for FREE booklet: 
"You're Better Off With A 
SKELGAS FRANCHISE” 


Skelgas Marketing 
Skelly Oil Company 

P. O. Box 436 

Kansas City 41, Missouri 


Se yee 
ou co 


Dependable Products 





Get ACQUAINTED INVITATION 


visit the 


Skelgas Hospitality Suite 

at the Conrad Hilton Hotel 

LP-Gas National Convention 
May 1 thru 4 














Automatic controls for LPG heating equipment: Part 4 


A universal guide for 


controls servicing 


LYLE W. DAVIDSON «© Director of Field Education, Minneapolis-Honeywell Regulator Co. 


HERE is a wide variety of 
control systems to meet the 
many different heating needs. 
Therefore, this article must neces- 
sarily confine itself to a descrip- 
tion of the basic, general service 
procedures rather than describing 
specific trouble-shooting proce- 
If specific information is 
needed, refer to the manufactur- 
er’s instructions covering the par- 
ticular device or system in ques- 
tion. 
A good service department can 


dures. 


be a definite asset to the sales de- 
partment. The effectiveness of a 
service department, in this. re- 
spect, is directly dependent on the 
extent and type of services the 
dealer wishes to provide, and the 
efficiency of the personnel per- 
forming these services. It is most 
important that the service person- 
nel be adequately trained and 
properly supervised. 

Most manufacturers of heating 
equipment and systems 
have personnel and training aids 
available to assist you in estab- 
lishing a thorough training pro- 
gram. In fact, many manufactur- 
ers will actually set up and con- 
duct these training sessions them- 
selves, providing both the instruc- 
tion and the instructional mate- 
rials complete 
training program. If you desire 
to establish your own training 
program, contact your equipment 
supplier. 


control 


necessary for a 


A serviceman can be only as 
effective as his tools. After re- 
ceiving the necessary training, he 
must be provided with the proper 
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The previous articles in this series have described the development of automatic 
controls for the LPG heating industry; the application of these controls to 
LPG heating systems; and the control refinements that have been developed 


to provide L. P. gas users with even greater comfort and convenience. 


This final article describes a basic service approach, as well as a few service 


"tips'' to assure proper operation of the L. P. gas system... 


assure customer satisfaction. 


equipment for testing and servic- 
ing heating systems. Equipment 
requirements are not extensive; 
however, certain items 
should be included in every ser- 
vice kit. These include meters for 
checking voltages and current; 
test lamps for line and low volt- 
ages; jumper wires; and a set of 
servicing 


basic 


tools such as 
drivers, wrenches, wire 
strippers, etc. A mirror should 
also be included to observe the 
pilot flame or main flame under 
actual operating conditions (with 
the furnace door closed). 

It is impossible for any service- 
man, no matter how adequately 
trained, to remember the details 
of all the equipment that he may 
be required to service. For this 
reason the various service hand- 
books covering the equipment he 
will service should be included as 
an integral part of his service kit. 
These can be obtained from most 
manufacturers. 

Often, it is advantageous to in- 
clude “specialty tools” in this kit. 
For example, a flame simulator, 
which one manufacturer provides, 
may be used to simulate a flame 
signal for testing purposes 


basic 
screw 


and, above all, 


(checking flame-detector current) 
without the necessity of having 
an actual flame present. 

Delays are costly and customer 
inconvenience is damaging. There- 
fore, every service truck or ser- 
vice department should have an 
adequate inventory of 
ment parts on hand. 

Courteous and presentable ser- 
vice personnel, and well-cared-for 
equipment are essential to mak- 
ing the service department a prof- 
itable part of the sales organiza- 
tion. One of the most important 
members of this team is the per- 
son who receives the phone calls 
requesting service. This person 
must receive the call courteously 
and obtain as much specific in- 
formation about the complaint as 
possible so that the serviceman 
will come prepared. 

Almost without exception, the 
customer requesting service will 
know little or nothing about his 
heating system. It is impossible, 
therefore, to expect him to supply 
any valuable information unless 
he is asked the proper questions. 
To make sure these questions are 
asked, the individual who answers 
the phone should be supplied with 


replace- 
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I your thoughts are on “storage tanks” 


now, you will be vitally interested 

in the way Trinity’s “assembly-line” 
technique will bring you more economy. 
Propane or anhydrous ammonia storage 
vessels (1000 to 30,000 W.G.) 

have been “standardized” and are being 
fabricated faster — with more rigid quality 
control than ever before. Full x-ray, stress relieved 
(on request), full-seam automatic 

welded — and to ASME (1959) code. 
Write or phone us today. 


TRINITY STEEL 


TRINITY 


S$ FF & EE S&L Cc Oo. N C. 


MAIN OFFICES & PLANT © DALLAS 12, TEXAS 


4001 IRVING BLVD. — DALLAS, TEXAS — FL 7-3961. Latin American Division: Tanques de Acero Trinity $. A., Calle 
Poniente 150, *734, Mexico 16, D. F. Plant and Sales Office. Plants in: Dallas, Tex.; Francesville, Ind.; Mexico City, D. F. 
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If the Pilot Burner Does Not Operate: 








Condition 


Possible Causes 


Procedure 





Visual check - Pilot 
not burning. 


Several possible 
causes. 


Free combustion chamber of 
gas. Relight pilot. 





Pilot won't light or 
Stay lit. 


1. Clogged pilot line 
or filter. 

2. Low gas pressure. 

3. Excessive draft. 


1, Clean, 


2. Check LP level in tank. 
3. Eliminate draft; shield or 
relocated pilot. 





Pilot burns normally 
but goes out when com- 
plete shutoff, pilot-safety4 
valve reset button is 
released. 


. Loose or dirty ther- 
mocouple connections. 
. Defective thermocouple. 


. Defective safety valve. 


. Clean thermocouple con- 
nections, 

. Check thermocouple with 
millivoltmeter (or use test 
couple), Replace if mv out- 
put is low or if test couple 
holds in safety valve. 

. If mv output is normal, or 
test couple fails to hold in 
safety valve, replace safety 
valve power unit. 





Pilot burns normally but 
goes out when burner is 
cycled. 


Extinguishing or ignition 
puff is blowing out pilot 
flame. 


Shield or relocate pilot. 





Pilot lights but does not 
burn normally. 


Several possible causes. 


See illustration, 





If The Main Burner Does Not Operate: 








Pilot is burning; limit set 
ting is correct. Main 
burner doesn't operate 
when thermostat is set 
above room temperature. 


Dirty thermostat contacts. 


Clean contacts with hard- 
surfaced card. If burner 
fails to operate, continue 
with next step. 





Conditions 


Possible Causes 


Procedure 





Disconnect one wire 
from transformer se- 
condary. Test lamp 
across secondary ter- 
minals won't light. (If 
test lamp above lights 
and valve won't open, 
continue with next step. 


1, Blown fuse, or circuit 
breaker tripped out. 


. No power at source. 

. Limit control contacts 
open in line voltage 
circuit. 


. Faulty or broken wiring. 


. Burned out transformer, 


1. Before replacing fuse or 
closing circuit breaker, 
look for cause (short or 
overload. ) 

. Notify power company. 

. If jumper across control 
causes main burner to 
operate, repair or replace 
control. 

. If test lamp across trans- 
former primary won't 
light, check for improper 
connections or broken 
wiring. 

. If there is power at the 
transformer primary, the 
transformer must be 
replaced. 





Connect a test lamp to 
wire disconnected from 
transformer secondary 
and terminal from which 
wire was removed. 
Lamp lights. 


. Short circuit in wiring. 


2. Defective valve. 


. Reconnect wire to power 
terminal, and check for 
power at the valve by 
placing a test lamp across 
the valve coil. If there is 
no power, look for a short 
in the wiring. 

2. Repair or replace. 








Lamp above does not 
light. 


Open circuit 








Remove test lamp and re- 
connect wire to power ter- 
minal. Jumper control cir- 
cuit. 

a) MULTI- TERMINAL 
VALVES ONLY - jumper the 
thermostat and limit controls 
at the valve. If valve operates 
when all controls are jumpered, 
remove jumper and continue 
with step b. 

b) Jumper each control at its 
location. If valve operates, 
service or replace defective 
control. 

c) If valve fails to operate, 
continue below. 








a check list. This check list should 
include such questions as... “Is 
the fan operating?” “Is the 
burner on?” “Is the pilot 
burning?” ...and other questions 
which may specifically pertain to 
your equipment. This simple pro- 
cedure can prevent many costly 
and time-consuming returns to the 
shop. Time is very important to 
your customer, especially if his 
heating system breaks down dur- 
ing a period when discomfort or 
freezing damage may be caused 
by a lack of heat. 

Often a simple question, such 
as “Have you checked your fil- 
ter?” can entirely eliminate an 
expensive service call, and, more 
important, can provide you with a 
satisfied customer. Many compa- 
nies are identified by their service 
department and the type of ser- 
vice they offer. If you provide 
quick, efficient service, using well- 
trained personnel and modern up- 
to-date equipment, your service 
department will do a tremendous 
job of selling your whole organi- 
zation. 


The actual service call 

The accompanying general guide 
may be utilized when making the 
actual service call. Due to the 
variety of controls existing in the 
field, this guide does not attempt 
to discuss the repair of any spe- 
cific device—it merely outlines the 
general trouble-shooting proce- 
dure that is applicable to nearly 
every L. P. gas heating system. 


Before Leaving Any Service Call 


3efore leaving an installation 
or service call for an L. P. gas 
heating system, make the follow- 
ing operational check. 

1. Shut off all gas to both the 
pilot and main burner long 
enough to insure the complete 
venting of any unburned gas, 
and shut off the electric power. 
Remember that L. P. gas is 
heavier than air and it may be 
necessary to provide forced 
ventilation. 

. Open the gas cock to the Pilot 

Burner Only. 
Light the pilot burner. The 
reset button must be held in 
manually for about one min- 
ute, until the pilot safety valve 
holds in. 

4. After the pilot has burned 
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about 5 minutes, turn on the 
electric power to the system 
and open the gas cock to the 
main burner. 

Set the thermostat above room 
temperature. The main gas 
valve should open and the 
main burner should light 
smoothly. 

. If a limit control is used, 
lower its setting to the bottom 
of the scale. When the burner 
or boiler temperature or pres- 
sure reaches the limit setting, 
the burner should automati- 
cally go out. Then raise the 
limit control setting to normal 
and the main burner should 
again ignite smoothly. 

. With the pilot burning, shut 
off the gas to the main burner. 
Then shut off the gas to the 
pilot burner. Within 21% min- 
utes the pilot safety valve will 
close. 

. Repeat steps 1 to 4 above. 

. Move thermostat indicator 
above and below room temper- 
ature. When above room tem- 
perature, the main burner 
should ignite smoothly. When 
below room temperature, the 
main burner should go out. 

. Set the thermostat at the de- 
sired temperature. 

. Make certain all switches and 
controls are at their normal 
operating settings. 

Remember, your company is 
judged by the extras it offers. It 
is taken for granted that your ser- 
vice personnel can repair or ser- 
vice your customers heating sys- 
tems. It is also taken for granted 
that your competitor’s personnel 
can service and repair this same 
equipment. It is only the extras 
which distinguish you from your 
competition. 

Therefore, be sure your service- 
men clean up after finishing every 
job. This includes sweeping the 
floor, wiping off finger prints, etc. 
These are things your customer 
may not expect, but he will cer- 
tainly appreciate. 


Service as A Selling Tool 


A service department can be a 
profitable organization in itself. 
However, as we stated before, 
let’s not overlook the tremendous 
potential that the service depart- 
ment has as an effective selling 
tool. As you remember, the last 
article in this series discussed 
control refinement for conven- 
tional L. P. gas systems. Many of 
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Valve does not operate 
when all controls are 
jumpered. 


1. Open circuit. 


2. Defective valve. 





1, If there is no power at the 
valve, check for an open 
circuit in the wiring. 

2. Repair or replace. 





Main burner operate 


Ss, not enough heat: 








Condition 


Possible Causes 


Procedure 





Visual check - Ther- 
mostat setting agrees 
with themometer 
reading at thermostat. 
Burner starts when 
thermostat is set 
above room tempera- 
ture. 


. Thermostat set too low. 


. Lamp, TV, radio, etc., 
too close to thermostat 

. Thermostat improperly 
located. 


1. Raise setting to desired 
temperature. 
. Move appliance away from 
thermostat. 
. Relocate thermostat 





Visual check - Room 
temperature fails to 
come up to thermostat 
setting. 


. Dirty filter. 

. Thermostat out of cali- 
bration. 

. Limit control set too 
low. (Main burner shuts 
off with thermostat still 
calling for heat). 

. Furnace or boiler over- 
heating and being shut 
off by limit control. 
(Main burner shuts off 
with thermostat calling 
for heat. ) 


. Clean or replace filter. 
. Recalibrate. 


. Check limit setting. 


. Check circulator and cir- 
culator switch in forced 
warm air or hot water sys- 
tem. Consult manufacturer's 
instructions for servicing 
main burner or furnace. 





Too much heat: 








Visual check - Ther- 
mometer reading at 
thermostat agrees with 
temperature setting. 
Burner shuts off when 
thermostat is reset 
below thermometer 
reading. 


. Thermostat setting too 
high. 

. Thermostat located in 
cold area such as out- 
side wall. 


. Lower setting to desired 
temperature. 

. Relocate thermostat in 
area at average room 
temperature. 





Visual check - Room 
temperature overshoots 
thermostat setting. 


. Thermostat out of cali- 
bration. 

. Short in wiring. (Burner 
operates with thermostat 
satisfied). 

. Valve sticking open. 


. Recalibrate 


. Locate and repair short. 


. Service valve. 





Miscellaneous troub 


les: 








Possible Causes 


Procedure 





Burner cycles too 
frequently 


1. Improper thermostat 
location. 
. Improper thermostat 
heater, or heater setting 


1. Relocate thermostat. 


2. Replace (or adjust) 
heater. 





Room temperature 
fluctuates. 





. Burner cycling too 
slowly, due to ther- 
mostat heater. 

. Thermostat located in 
area with poor air 
circulation. 

. Loose or dirty connec- 
tions. 

. Dirty thermostat con- 
tacts. 





. Replace or adjust heater. 


. Relocate thermostat. 


. Check all wiring connec- 
tions. 

. Use hard-surfaced paper, 
to clean the contacts. 








REMEMBER: NOT ALL TROUBLES ARE CAUSED BY THE CONTROL SYSTEM, 
CHECK THE APPLIANCE ACCORDING TO THE MANUFACTURER'S INSTRUC- 
TIONS, AND ALSO CHECK THE DISTRIBUTION SYSTEM, 


If the gas valve should need cleaning, refer to the illustrations. These are 
typical valves—their construction is quite similar to most valves used in L.P.Gas 


systems. 





these deluxe systems have been 
installed because an enterprising 
serviceman, making a normal ser- 
vice call, suggested to the home- 
owner the increased comfort and 


convenience he could obtain by 
installing controls with these ad- 
ditional features. 

Take a service call resulting 
from a clogged filter, for example. 


6l 





“Experience has proved the Ford F-750 to be 


6 
) bh I { k | ' {( exactly right for our LP-Gas delivery units. And 
We OUug ! Or S OF Our the $1,000 we save on initial cost — the price 
1 Ve e difference on a comparable truck to do our job— 
| imme lelivery units is just the beginning of our savings. 
“Before switching to Fords, maintenance and 


because it would Cost uS repair costs were eating us up alive! Now, our 


repair and parts bills are much lower. These 
’ . rugged Ford Trucks spend less time in the shop 
5 LOO more to del the Same ... more time out making deliveries. 


“Our men like to drive Fords because they ride 


’ 
. 2 amount of truck easier and have plenty of power. And Ford’s all- 


round performance cuts trip time to a minimum, 


<i . . sO yer truck. 

, eo = n the other makes ups output per truck 
it A, i “Another big reason we like Ford Trucks for our 
“igs operation is the fact that they're very easy to con- 
vert for use with propane. With a Ford it isn't 


SAYS E. A. REUTNER 
\4 CHAIRMAN OF THE BOARD 


necessary to change pistons, and the conversion 
RED-E-GAS CO., ST. LOU/S, MO. : ; 


can be made in less than half a day.” 


Pt 


teen 
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, UP TO 30 MPG! 
Now at your Ford Dealer S Totally new for total savings! Ford’s new Falcon Ranchero 


delivers up to 30 miles on a gallon, yet its new 90-hp Six is 


geared to do a real job! There’s lower costs for oil, tires, 
FO ee D America’s brakes, replacement parts . . . nearly everything! 
I ] , , S 
: * 
a con lowest-priced BIG 6-FOOT BOX! 
. pickup truck! 


Capacity is more than ample for most pickup hauls—nearly 


NCH gE RO 8 feet of load length with tailgate flat. And thanks to the 
low floor height, loading and unloading is faster, easier! 
FEATURES: 

. Up to 30 miles on a single gallon 

. 4,000 miles between oil changes 

. Diamond Lustre Finish needs no waxing 

. Low loading height 

. Instant-lock tailgate opens, closes 

with a single, one-hand motion 


The Falcon Ranchero is priced lower than any pickup in . Roomy comfort for three adults 

America with comparable standard equipment! And that is . Styled to capture admiration 

just the beginning of your savings. Single-unit construction 

cael me es on? aa “ ° ». I ~~ *Based on a comparison of latest available manufacturers’ suggested retail 
saves on maintenance... its tighter, quieter, with main deletndd ikea Gh ennendiie aad eanemaad 
underbody structural members zinc-coated against rust and 

corrosion. Front fenders bolt on, cost less to replace. And See the parade of pickups during your 
Ranchero’s passenger-car ride and handling ease lessen 


driver fatigue. FORD DEALER’S TRADING FAIR 





FORD TRUCKS CC 
LESS TO OWN... LESS, Todas 


=f BUILT TO 


ee A © F 
ee 
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TYPES 


CAUSES 


REMEDY 








hf er LAZY 
YELLOW 
FLAME 


1. Dirty lint 
screen or 
primary air 
opening 


2. Orifice too 
big 


1. Clean pilot 
burner as 
required, re 
moving lint 
screen 

2. Replace ori- 
fice inlet fitting 





WAVING 
BLUE 
FLAME 





1. Excessive 
draft at pilot 
location 

2. Recirculating 
products of 
combustion 


1. Relocate 
pilot, or 


2. Install pro- 
tecting baffle 





SMALL 
BLUE 
FLAME 


1. Low gas 
pressure 

2. Clogged pilot 
burner orifice 

3. Clogged pilot 


1. Increasepres- 


sure to normal. 
2. Clean pilot 
burner orifice. 
3. Clean filter 


{ 
] 


4 
g 


| 


CLEANING DIAPHRAGM VALVE 


line filter 


orifice (too 
small 


4. Improper 


4. Install cor- 
rect orifice 





LIFTING 
BLOWING 
FLAME 


pressure 


NOISY 1. High gas 


1. Reduce pres- 
sure to normal 





HARD 
SHARP 
FLAME 


of butane 


pane-air 


small 


1. Characteristic | 1. Install cor- 


air and pro- 


2. Orifice too 


rect orifice 
inlet fitting 


TION: OO NOT 
LVE DISC 
INTO CONTACT 
WITH ANY HARO 
OBJECT: 





NORMAL 1. Proper 
FLAME installation 














1. None 


needed 


VALVE DISC 











Several possible causes why a pilot will light 


normally. 


An ordinary serviceman would re- 
place the filter and leave. A sales- 
minded serviceman would replace 
the filter, but, before he left, he 
would suggest to the homeowner 
how a clogged-filter indicator 
might prevent a future service 
call. The customer will surely 
welcome this suggestion and may 
even decide to install a clogged- 
filter indicator ... Who do you 
suppose would perform the instal- 
lation? 

When service is requested, the 
serviceman is invited into the 
home as a heating-system expert. 
It is difficult to imagine any other 
individual enjoying the complete 
confidence of the customer, as 
well as access to the equipment, 
that the serviceman has. This 
gives him an opportunity to ob- 
serve the type of equipment, the 


64 


and still not burn 


age of the equipment, and a 
chance to suggest possible equip- 
ment replacement or refinements 
to upgrade the present system. If 
he takes advantage of this oppor- 
tunity, the sales potential on up- 
grading and replacing is tremen- 
dous. 

Another sales tool inherent to 
any service call is the opportunity 
to make your name and your shop 
known to your customer. An in- 
expensive sticker prepared with 
your name and phone number, in- 
cluding an emergency service 
phone number, can be placed on 
the heating equipment. In case of 
any further trouble, or any nec- 
essary replacement, your company 
will be uppermost in the custom- 
er’s mind. This is a terrific long- 
range selling tool that should not 
be overlooked. 


COW ASSEMBLY 
FROM BELOW 


LUNGER SIDES 
COLLAR 


UPPER END OF 
VALVE STEM 





MAIN VALVE 
¥ 
SCREWS (4) 


CLEANING VALVE WITH OIL-FILLED POWERHEAD 


Ways of cleaning diaphragm and solenoid valves and valve with 
oil-filled powerhead. 


Another useful service selling 
technique is to have the service- 
man carry promotional literature, 
or a sample of a more deluxe type 
of control, and leave it for the 
observation of the homeowner. 
This often results in curiosity on 
the part of the homeowner and an 
inquiry into the possibility of in- 
cluding these deluxe devices in 
his own system. 

The effect of a good service pol- 
icy on the reputation of your com- 
pany cannot be overemphasized. 
The members of your service team 
are not only invited into the cus- 
tomer’s home, but they are also 
performing a service for the cus- 
tomer. It isn’t often that a sales- 
man starts out with this big ad- 
vantage. If you overlook this ad- 
vantage, you may also be over- 
looking many potential sales. 
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ow MASTER TANKS 


Now, all domestic tanks produced by Master 
Tank & Welding, Dallas, Texas, and Quincy, 
Illinois, will feature a new Multi-Valve® with 
a separate fill valve. This allows a much faster 
filling rate than any current Multi-Valve®. 


This system utilizes splash filling, which creates 
a refrigerated condition and reduces the vapor 
pressure. Then tank can be filled without using 
a vapor return hose. Also, the direct flow on the 
separate fill valve cuts friction to a minimum 


MASTERPIECES OF 
STEEL FABRICATION 


2000 S. Front St. 
P. O. Box 5146 


SEEN 


TRANSPORTS TANK TRUCKS 


are filled 


FASTER 


Master Tanks keep pace 
with larger pumping 
equipment now 

used on propane 
delivery 

trucks 


and reduces the strain on the truck pump. 
Rego engineers, in conjunction with Master 
engineers, have designed this new Multi-Valve® 
for the exclusive use of Master Tank & Welding. 
It cuts the time of each delivery stop and in- 
creases the number of calls each truck can make 
in a day. All this adds up to greater PROFITS. 
Another improvement has been to add a 
check lock to the bottom of the tank for 
liquid withdrawal. 


mm? ® 
NeW. WELDING / 
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* Quincy, Illinois *¢ BAldwin 3-5014 
¢ Dallas, Texas ¢ Riverside 7-2441 
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From tank to trailer is the story told in these two photos. The 1000 
gal. tank provides LPG for 45 mobile homes. One of the system's 
younger users is shown alongside the unobtrusive meter-regulator- 


safety-valve installation on his lot. 


Here's one way 


to lay out a 


trailer park 


Many a success story begins with one 
man's dream. For Myron Wagoner, that 
dream was an ideal trailer park. Building 
it was a struggle, but now it's a success 
—and piped and metered propane is one 
of its best attractions. 


20-YEAR veteran of mobile home living, Myron 

Wagoner first conceived the idea for his dream 
trailer park in 1953, when he found an ideal site out- 
side the Toledo (Ohio) city limits. Wanting a park 
that would be modern in every respect and a credit to 
the mobile home industry, he scrapped many plans 
during the course of his work to come up with his 
dream park. 

One of the basic features of this park was to be a 
piped propane system with a meter at each lot. He 
had seen such a system in a small Michigan trailer 
park and decided that an expanded version would be 
just the thing to reduce maintenance problems while 
improving service. 

Wagoner’s dream, however, was not to be attained 
easily. Opposition, developed by a hostile neighbor- 
hood, reached the point that the Toledo city council 
refused to allow water and sewer lines to be extended 
into the proposed park. Even Wagoner’s offer to pave 
a portion of the public street inside the city limits 
had no effect on the city fathers. The project re- 
mained wrapped in red tape for four years. 

The very existence of the park is due only to 
Wagoner’s persistence. It became a veritable do-it- 
yourself project, for when East Lane Mobile Manor 
opened up, it not only had its own metered gas sys- 
tem, but also its own deep-well water system, its own 
sewage disposal plant, and its own lighting system. 

That grand opening was really something. Wagoner 
hired a public relations firm which placed advertising 
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These famous twins...mean 


FLAME MASTER”... the un- 
matched low temperature oven 
control system 


Kobeitbhaw 


FLAME MASTER 


e full temperature control 
down to 140°... for warm- 
ing, defrosting, food keeping 


no w-i-d-e temperature 
swings 


e no buttons to push 


e cool, complete 
modern cooking 


e longer service-free life 


FLAME SET”... the newest 
‘burner with a brain” * 


FLAME SET 
no more burned pans 
no more scorched food 
small flame for small pans 
BIG flame for BIG pans 


simplest to operate 


"AGA MARK 


... only from Robertshaw ... the name that MEANS temperature control ! 


Yes ... the very best gas ranges are equipped with 
these two famous control twins. To help you sell... 
to give your customers the very best . . . insist on 
FLAME MASTER control for every oven and FLAME SET 
burner-with-a-brain on every top unit, 

For full details on both these exclusive controls, 
write today to Robertshaw... the name that MEANS 
temperature control. Robertshaw Thermostat Divi- 
sion, Robertshaw-Fulton Controls Company, Young- 
wood, Pennsylvania. vMA 6967 
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and publicity in local radio, tele- 
vision, and newspapers. The Ohio 
Trailer Coach Association staged a 
three-day mobile home show in con- 
junction with the opening. A new 
city council had just taken office, 
so Wagoner invited the entire coun- 
cil and they all came! But perhaps 
the biggest tribute to Wagoner’s 
faith in his dream was that the 
once-hostile neighbors were so in- 
trigued by the immaculate appear- 
ance of the park that they came to 
look—and some actually stayed to 
live! 

With special concrete aprons for 
the mobile homes, paved patios, 
telephone connections to each lot, a 
laundry for the ladies, a workshop 
for the men, and a recreation room 
for all, East Lane Mobile Manor 
was called “Northwestern Ohio’s 
most modern trailer park.” Total 
investment at the time of the open- 
ing was $150,000. 

Of that amount, only a small 
fraction was invested in the piped 
propane system. The park owns the 
1000 gal. tank that feeds it. The 
LPG supplier, Propane Gas Service 
Inc. of Fremont, Ohio, owns the 
system itself, which cost about 
$100 per lot or $4500 altogether. 

Actual work on the distribution 
grid began when Jack Mulligan, 
vice president of Propane Gas Ser- 
vice, visited the site. He assigned a 
job superintendent and two me- 
chanics to help Wagoner with the 
installation. More help came from 
Rockwell Manufacturing Co., Fish- 
er Governor Co., and Bastian- 
Blessing Co. Representatives from 
these companies did all the sizing 
and furnished other necessary in- 
formation. Local authorities were 
consulted, but were unable to offer 
much help, since such an installa- 
tion was without precedent in the 
area. 

The site was laid out in three 
parallel rows of lots, each contain- 

ing 15 42 x 60 ft lots. Two of the 

CEE ed ens Riera nese rows run side by side, while the 
STORAGE third is separated from them by a 
k++ ae ~ ‘eiimmcemmonmie. service street. The 1000-gal. stor- 

age tank was placed in a chain link 
and barbed wire enclosure which 
is 100 ft away from the nearest lot. 
A Fisher regulator reduces the 


| SERVICE BUILDING 
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Here's the plan of the trailer park with mains and service lines shown in dotted lines. 
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Meet the United TOPPER family 


QUALITY-VALUE-SERVICE! 


Here are systems designed with you in service — profitable service for you. Top 
mind. They’re quality-built from steel to mounted or end mounted, as you prefer. 
spray-paint, to give a lifetime of trouble-free 


HERE’S PROOF in this summary of Topper advantages: 


. Trouble-free, lifetime performance . UL-approved and ASME inspected 

. 21 quality-control steps in manufacture 

. Delivered painted, complete with all UL-approved 
fittings . Competitively priced for top value 

. Guaranteed bone-dry inside, ready for use 

. High fill-rate capacity means low service-time 
cost . Time credit terms available 


. Conforms to all safety regulations 


. Delivered to your yard by our own trucks 


SPECIFICATIONS 
of Topper above ground systems Now in END-MOUNT 
(Underground Toppers available on special order) Construction, too. 








SIZE TYPE DIMENSIONS WEIGHT 


115 GWC Proball sphere | 37” ID 355 Ibs. 
250GWC Topperhoriz. | 30”0Dx7’5%2" | 725 Ibs. 
500GWC | Topperhoriz. | 37”1ID x10’ | 1315 Ibs. 
650GWC | Topperhoriz. | 40%” IDx 10’ 1675 Ibs. 
1000 GWC | Topperhoriz. | 40%2”"1Dx16' | 2370 Ibs. 


] 

















Other sizes available on special order; tell us your needs. 


Every Topper comes to you complete, with these fittings: 


Multivalve Vapor service valve Vapor equalizing valve Fixed liquid-level gauge 
Liquid eduction line (optional) Magnetic gauge Plugged bottom outlet or check-lock valve 
Liquid fill valve Regulator (lst or 2nd stage) Welded-on hoist lugs and feet 
Hinged cover over fittings 


UNITED Petroleum Gas Co. 


4820 Excelsior Blvd. e« Walnut 7-9981 e¢ Minneapolis 16, Minn. 
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pressure to 10 psig before it enters 
the system. 

The mains in the system take 
the form of a flat, reversed “F”’ 
with the tank at the base of the 
letter. The vertical portion of the 
“F” is approximately 300 ft long 
with the lower horizontal arm be- 
ing located 175 ft from the base. 
The space between the two arms is 
125 ft. The lower portion of this 
vertical section is 2 in. OD, while 
the portion between the two arms 
is 14% in. OD. The arms are iden- 
tical in design, the first 250 ft 
from the vertical being 11% in. OD; 
the next 210 ft being 144 in. OD; 
and the remaining 210 ft being 1 
in. OD. 

The total underground system of 
mains is slightly more than 1000 
ft long, all of it in extra-heavy 
steel. Mulligan estimates the sys- 
tem will last for at least 20 years, 
even without coating or wrapping. 

At each lot, a 34-in. OD service 
line comes off the main. Where this 
line comes out of the ground, a 95- 
cfh Rockwell meter, a Rego regula- 
tor, and a Baso excess flow valve 
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Here are the three big loads at East Lane Mobile Manor: (left) 
water heating, as with this outside-vented water heater; (lower 
left) heating, as with this In-A-Closet furnace; and (lower right) 


cooking, as with this wide-oven range. 











are installed. The regulator brings 
pressure down to 614 oz. A flexible 
pipe comes off each meter, making 
adjustments easy for simple hook- 
up to various-sized trailers. 

The complete mains system was 
laid out in an open field adjoin- 
ing the site and was then welded 
into a single unit. One-foot-deep 
trenches were dug on the site and 
the entire system was hauled over 
and dropped in. Service lines were 
then attached with fittings. As easy 
as it sounds, the mains portion of 
the project took about three weeks, 
with almost a whole week spent in 
welding. Three months were re- 
quired to finish the entire LPG 
system. 

Upon completion, the system was 
pressure tested at 50 lb. Mulligan 
found the pressure loss to be “im- 
measureable.” 

East Lane Mobile Manor has 
been in operation for over two 
years now, and Wagoner is sure his 
piped LPG system was a smart 
move. 

“In the first place,” he says, “by 
using bulk storage, I get my gas at 


about half the price I would have 
to pay to refill small bottles. It’s 
cheaper than other fuels, but even 
if it did cost more, I still like gas 
because it’s so much cleaner.” 

Wagoner pays Propane Gas Ser- 
vice and bills the customers him- 
self. He figures he nets about $50 
per month or more, with rates vary- 
ing from 10 cents per lb all the way 
down to four cents (for heating). 
He does not have a minimum 
monthly charge or require a de- 
posit. 

Should Wagoner decide to put 
the whole park on natural gas at 
some future date, the present sys- 
tem could be converted, so Propane 
Gas Service would not lose its in- 
vestment. 

Of course, to Wagoner, one of 
the most important features of the 
system is the fact that it enhances 
the park’s clean, uncluttered look. 
Thus, LPG plays a continuing role 
in making Myron Wagoner’s ideal 
trailer park dream come true. And 
it also provides a steady, year- 
around no fuss, no muss load for 
Propane Gas Service. S 
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P@WELL 


LPG* 


VALVES 


Performance makes the world of difference 


DOWEL 4S | 


STEEL 
i 


Fig. 86190—Steel Globe 
Valve. Renewable, 
screwed-in, cast nickel- 
bronze seat ring. 


Fig. 8158—Bronze Horizontal 
Lift Check Valve. Screwed 
on cap; integral seat. 


Fig. 8103—Bronze Angle Valve. 
Has screwed-in nickel-bronze 
seat ring. Also available with 
integral seat—Fig. 8151. 


*for the safe handling of 
butane and propane gases 


Here’s the answer to safe, satisfactory handling of 
liquid or gaseous butane, propane, and other hydro- 
carbons ... Powell L.P.G. Valves! 


They are expressly designed and engineered for this 
service and are listed by Underwriters’ Laboratories, 
Inc. The special composition disc resists the action of 
hydrocarbon fluids; trim and internal working parts 


Powell... world’s 
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are quickly and easily renewable; and they can be 
repacked under pressure when wide open. 


Powell L.P.G. Valves are available in bronze (globes, 
angles, gates, checks) and in steel (globes, angles, 
checks) all for 400 pounds W.O.G. Call your nearest 
Powell Valve distributor or write to us for details and 
illustrated literature. 


largest family of valves 


THE WM. POWELL COMPANY ¢ DEPENDABLE VALVES SINCE 1846 ¢ CINCINNATI 22, OHIO 





OIL FUEL COSTS 


Locale: McClung-Logan Co. 
Baltimore, Md. 


per sea 
il-fired warm 
t: $2605 


st: If this building 
heat lo equal to that of 
1,920,000), total cost would 

e been: $5424 


*Now replaced with LPG radiant-fired sys- 
tem (see photo). 


It's not the price—it's the efficiency 





Here's how you can overcome 


handicap, and still beat oil 


, os Mr. L. P. gas dealer, can 
sell your product to an in- 
dustrial customer even though it 
does cost more than a competing 
fuel. You can do it simply by show- 
ing him how the use of liquefied 
petroleum gas will reduce his heat- 
ing fuel costs. Sounds almost im- 
possible, doesn’t it? Yet, the Par- 
lett Gas Co. of Waldorf, Md., is 
doing exactly that. One of its cus- 
tomers, The Fred S. Gichner Iron 
Works Inc., is buying propane at 
38 cents per gal. more than it would 
have to pay for No. 2 fuel oil. Still, 
the customer is saving almost 


LOAD BUILDING 


$2000 per year on its fuel bill. 
How? Well, the big secret of the 
entire operation is in the utiliza- 
tion of propane-fired infra-red 
heaters. 

An interesting set of figures 
provides proof of the savings 
noted above. Infra-Red Atlantic 
Distributors of Silver Spring, Md., 
suppliers and installers of the 
heaters for the iron works, have 
made available a cost comparison. 
This survey, based on _ heat-loss 
calculations, was done by Thomas 
S. George Co., an independent con- 
sulting concern from Baltimore, 
Md. and by Infra-Red Atlantic Dis- 
tributors. The figures used in the 


survey were not estimates but 
were actually taken from the 
records of the two companies con- 
cerned. In the comparison, The 
Gichner company’s fuel consump- 
tion and costs were compared to 
those of the McClung-Logan Co., 
in nearby Baltimore. 

The latter company was using 
an oil-fired warm air system to 
heat its building. Both of the build- 
ings used in the comparison were 
almost identical in structure and 
use to which they were put. How- 
ever, The Gichner building is 
twice as large (24,000 sq ft vs. 
12,000 sq ft). This should be noted 
well as many of the facts and 
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a 3-cent price 


on heating costs! 


figures that follow will be empha- 
sized by this point. 

For instance, McClung-Logan 
used 18,065 gal. of No. 2 fuel oil 
per year (as averaged out in the 
comparison). Gichner used 21,119 
gal. of propane. McClung pays 3 
cents per gal. less for its fuel. But, 
due to the fact that the propane- 
fired infra-red system reduced Btu 
consumption by 65 per cent as 
compared with the oil-fired system 
in this case, Gichner saved money 
on the fuel bill. 

Arnold Kandel, president of In- 
fra-Red Atlantic Distributors, 
used the figures in the comparison 
as basis for this statement: “If the 
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buildings were of identical size, 
the oil-fired system would consume 
$5424 worth of fuel per year as 
compared to the  propane-fired 
system’s $3502 annual cost. That 
means The Gichner people are sav- 
ing $1922 a year by using the pro- 
pane system instead of the fuel oil 
system.” 

The heat loss factor is the key 
to the economies realized in Gich- 
ner’s system. Perhaps, a slight ex- 
planation of infra-red heating is 
in order here to explain this state- 
ment. There are, of course, three 
kinds of heating—conductive, con- 
vective and radiant. Using a steam 
radiator as an example, these three 


LPG FUEL COSTS 


Locale: Fred S. Gichner Iron Works 
Beltsville, Md. 


Area: 24,000 sq ft 
Calculated heat loss: 1,920,000 Btu 


Number of times heat loss replaced 
per season: 960 


Type of system: LPG infra-red 


Price differential ('‘premium™ paid 
for LPG vs. oil) per Btu: .000087 
cents 


Annual fuel costs: $3502 


kinds of heating can be explained 
in their simplest form. For in- 
stance, if you put your hand di- 
rectly against the radiator, the 
heat passing from the radiator to 
your hand would be conductive. If 
you held your hand above the ra- 
diator, the heat you felt would be 
convective as it is carried upward 
by warm air. If you held your hand 
off to the side of the radiator, the 
heat you felt would be radiant as 
it spread, or radiated, from its 
source. 

Unlike convective heat, radiant 
heat travels in a straight line and 
is not affected by air currents. A 
major portion of it is also absorbed 
by objects (such as floors, working 
areas, equipment) in its path. 
These objects then, in turn, be- 
come means of conductive and/or 
convective heat. So, in heating an 
industrial building, it stands to 
reason that radiant—or infra-red 
—heating will produce less heat 
loss as not only do the workmen 
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A STEEL COMPANY'S SUGGESTED USES 


Here are some suggested uses of gas infra-red heating around a 
steel plant: 


Comfort heating for personnel . . . controlling condensation in 
black plate, tin plate . . . melting ice from blocking lumber . . . 
thawing these materials in railroad cars: ore, stone, coal, flue 
dust, coke breeze, anthracite coal fines, sand and coke .. . also 
thawing ore, sinter and coke breeze in bins . . . thawing railroad 
switches . . . melting snow and ice in railroad cars, yards and 
roads .. . protecting valves, lines and fork trucks from freezing . . . 
heating ore bridge delivery chute, junction chutes of conveyor, 
coal stock hoppers, coal breaker shell . . . heating discharge 
gates of coal bunkers, travelling screens at water filter station, 
car dumpers for transfer cars and coating pots on galvanizing 
line . . . preheating galvanizing rolls . . . heating sintering plant 
receiving screens . . . preheating open hearth moulds, dies for 
wheel press and steam hammer . . . heating shear drives on slab 
billet and bar mills, oil and grease system on coiler, rolling solu- 
tion on cold mills and waste pickle liquor tanks . . . drying painted 
metal containers for tin plate, ladles, hot tops, conveyor belts 
(to prevent slipping), vibrating screens at coke grinder, sludge 
filters, steel runners, nozzle wells, stopper rods, sand at locomotive 
standing station, open hearth doors, foundry molds, and coke 
oven doors . . . preheating silicon coils ahead of continuous 
normalizing line, prior to cold reduction and prior to shear and 
double line. . . preheating all coils prior to continuous normalizing 
and pickling and preheating wheel blocks . . . heating wheel block 
and axle, wheel bearings for shrink fit on axles, plates before 
normalizing, pieces too bulky for furnace, and slabs and blooms 
prior to torch cutting . . . burning oil film off angle strip .. . 





heating floor in cold reduction department before cleaning. 








themselves become heated by the 
rays of the burner units, but so 
also does the equipment with 
which they work as well as the 
floors on which they stand. These 
objects themselves are then con- 
verted into convective or conduc- 
tive heating units. Still another 
aid in reducing heat loss is the 
aforementioned fact that infra-red 
heat, because it travels at nearly 
the speed of light, is not altered or 
reduced by air currents. This 
makes it possible to obtain rapid 
recovery of air temperature after 
an open door has been closed be- 
cause of heat stored in the floor. 


Infra-red heating is ideal for a 
plant such as Gichner’s. The build- 
ing is of sheet metal and steel con- 
struction. The ceiling is 20 ft high 
at the eaves and 30 ft high at the 
ridges. The roof is insulated with 
1 in. of fiber glass insulation. The 
walls are not insulated at all. A 
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tremendous amount of hot air 
would be needed to heat the entire 
space, and in the area extending 
from about 6 ft off the floor to the 
ceiling it would be wasted. The 
nature of the work at Gichner’s re- 
quires that huge steel doors be 
opened and closed many times 
during the day. When this happens 
also at the McClung-Logan plant, 
much of the building’s oil-fired 
warm air heat is lost. This is not 
the case at Gichner’s due to the 
principles of propane-fired infra- 
red heating. 

These are the reasons then why 
the accompanying comparison 
shows that at the Gichner plant 
the heat loss was consumed only 
960 times during the heating sea- 
son as compared with McClung- 
Logan’s figure of 2740. And this 
heat loss factor, in turn, is what 
makes the savings possible. (In- 
cidentally, after seeing the com- 


parison, the McClung-Logan 
people have decided to use the 
same type of installation as 
Gichner’s in the building of an ad- 
ditional plant, and also to replace 
the oil-fired warm-air system in 
the existing plant.) 

The lack of air movement was 
another reason why the Gichner 
people preferred the infra-red 
method. George M. Fulmer, vice 
president of the company, explains 
it this way: “The nature of our 
work, which is fabricating of 
aluminum, requires a clean shop. 
We selected infra-red because of 
the ability to heat the material and 
concrete floor without creating 
large air movements to carry weld- 
ing fumes, dust and gases through- 
out the shop.” 

There are many other uses to 
which _ propane-fired infra-red 
heaters can be put which should 
be of high interest to the LPG 
dealer seeking to build his load. 
Some of these uses include the 
heating of farm _ buildings, 
garages, construction workers; the 
thawing of water lines, radiators 
and transmissions. Many other 
uses are non-seasonal and could 
go a long way toward load-balanc- 
ing. These include the curing of 
concrete, plastics and ceramics; 
the drying of plaster and ceramic 
surfaces, and the baking of paint. 
The list could go on and on. As a 
matter of fact, a major steel com- 
pany lists many suggested uses in 
its operations (see accompanying 
chart). 

At the Gichner plant, the heat- 
ing system was installed in 1957 
in a perimeter design. In this de- 
sign, two J523QAL units, each con- 
taining three rayheads (or burn- 
ers), were hooked up in tandem 
and placed in 23 locations around 
the perimeter of the plant in inter- 
vals of 28 ft. 


These double units generate 72,- 
000 Btu each and, in this installa- 
tion, provide the necessary heat 
for an area of over 900 sq ft. The 
reason for this type of perimeter 
installation was that a building 
loses heat through the walls, floor 
edges and roof (or, around the 
perimeter of the building). The 
most efficient way to compensate 
for these losses is by providing the 
heat where the losses occur. 


Another factor which adds to 
the economy of such an installa- 
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o sell them on LP-GAS 


May, 1960 


PATENTED AUTOMATIC 


SIEGLER’S TROUBLE-FREE PERFORMANCE 
GUARANTEES WARM FLOORS 
AND SATISFIED LP-GAS CUSTOMERS 


Siegler’s outstanding performance and features help 
you sell LP-gas heating. Build volume sales with 
satisfied customers and cut your service costs. 

Exclusive ‘‘Traveling’’ Floor Heat ends the cost and 
discomfort of overheated ceilings. Siegler’s Patented 
Inner Heat Tubes capture the heat others waste. 
The Patented Built-in Blower System ‘“‘travels’’ it 
over the floors. That’s why Siegler alone can offer 
this guarantee: more and hotter heat over the floor— 
or money back. 

Here’s performance and features you can demon- 
strate and sell! And Siegler makes warm friends 
for LP-Gas and all L P-Gas appliances! You get higher 
profits, higher earnings for salesmen, and no worries 
for the service department, when you sell Siegler. 


HOW SIEGLER HELPS YOU SELL: 


1. Solid Advertising Support. Siegler gives you 
a@ generous dealer advertising plan that sells Siegler 
heaters and your store! Nationally, Siegler backs you 
with the biggest advertising < in the busi 


ers 





2. Special Promotions. Make big profits running 
tested promotions that fit your business to aT.” Siegler 


pplies a complete package of material for each 
promotion, and we help you run it! 





3. Selective Distribution. When you merchan- 
dise Siegler, you're the dealer who cashes in on national 
and local advertising. Get all the facts on Siegler 
Selective Dealership plan. 


4. Your profit stays in your pocket... no 
loss for call-backs and complaints. Siegler quality 
sees to that and makes every cust an enthusiasti 
salesman for you. 





5. A Complete Line. There's a Siegler with 
“traveling” floor heat that's just right for every home 
from 2 to 7 rooms. You can solve any home heating 
problem with Siegler. 


6. Your Own Merchandising Man. Your Siegler 
Representative is a full-time, trained specialist in the 
home heater field. He will show your salesman how 
to “sell ‘em up" to Siegler, and help you plan your 
advertising, promotions and demonstrations. 








See the amazing 


NEW SIEGLER MARK Ill 
AT BOOTHS 195 ano 196 











tion is the fact that the propane- 
fired infra-red system cost $13,000. 
The company was considering an 
oil-fired hot water system but this 
would have cost $18,000. Kandel 
says that “installation of infra-red 
heating is more expensive than 
unit heaters (about 20 per cent) 
but less expensive than central 
heating by about 35 per cent.” A 
hidden saving in the $1922 figure 
noted previously is disclosed when 
it is discovered that the cost of 
heating two offices in the Gichner 
plant and providing hot water is 
also included in the propane costs. 
Storage for all the LPG is in three 
1000-gal. tanks that the Parlett 
Gas Co. has leased to Gichner. 

C. J. McAllister, president of 
Parlett, says that the three-tank 
storage system was put in to better 
enable the customer to maintain 
his vaporizing capacity. Parlett’s 
Rockville office, one of nine the 
company uses to serve most all of 
Maryland (except the Eastern 
Shore) and eastern Virginia along 
the Potomac River line, delivers 
the fuel to Gichner. To make the 
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Above left, headquarters of the Parlett Gas Co. in Waldorf, Md. 
The company's Rockville office supplies LPG to Gichner on a 


"dump basis." 


This reduces routing problems and results in sav- 


ings because the drivers make it a part of their daily routine to 
stop off at the Gichner plant and dump whatever load they have 


left. 


Above right, C. J. McAllister, president of Parlett, has been with 
the company since May 1946. When he joined the company it was 
averaging about 700,000 gal. annually in sales. Now he quotes a 
figure for annual sales of "between 12 and [5 million gal.” 


Left, view of the storage tanks at Parlett's headquarters in 


Waldorf. 


load financially feasible, this is 
done on a “dump basis,” according 
to McAllister. The Parlett truck 
drivers make it a part of their 
daily routine when in the area to 
stop off at the Gichner plant on 
their way back to the Rockville 
office and dump whatever load they 
have left. This method of keeping 
the Gichner storage tanks filled re- 
duces routing problems and re- 
sults in savings. Should storage 
run low, then a supply truck is 
dispatched directly. 

“Gichner used to be located in 
downtown Washington,” McAllis- 
ter recalls. “It was moved out to 
Beltsville (Md.) and is beyond the 
mains. The company tried to get 
the local natural gas company 
people to put in a line but they 
wanted too much money for it. We 
got after them to use propane and 
they accepted our price. But, as I 
said, we service their tanks on a 
‘dump basis’ and this allows us to 
give them a special price.” 

The storage facilities were put 
in by Parlett and, after Gichner 
people brought the interior piping 


to the outside edge of the building, 
the LPG-men hooked up the instal- 
lation. Product, which Parlett gets 
from a half-dozen of the major 
suppliers, is delivered from the 
company’s 1900 and 2000 wg bob- 
tails. The Gichner job is just one 
of a dozen similar operations 
handled by Parlett. “But,” said 
McAllister, “for each of these big 
winter contracts, we try to get a 
summer load to balance it.” 

The installation at Gichner is 
merely one of the examples of Mc- 
Allister’s successful handling of 
the Parlett Gas Co. He has been 
there since May 1946 when he left 
Suburban Propane Gas Corp., prior 
to which he had been with Phillips 
Petroleum Co., where he broke into 
the LPG field in 1929. When Mc- 
Allister went with Parlett the com- 
pany was averaging about 700,000 
gal. annually in sales. Now he 
quotes a figure for annual sales of 
“between 12 and 15 million gal.” In 
one of the biggest understatements 
of this or any other year, McAI- 
lister says, “I guess you’d have to 
say that we’ve grown a little.” 
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ONLY CORKEN 


Builds a Pump for 
Every LPG Pumping Job 


MODEL 502 


MODEL 290-107 


MODEL C-10 


See your nearby Corken Distributor 
For the Pump to fit your exact needs 


For loading and unloading tank cars and transports, quickly and efficiently with 
complete recovery of vapor, there's the #290-107 ‘“dry-cylinder’’ compressor. A tre- 
mendous “‘first’ for Corken’s—and you. It can’t contaminate your product with oil 
The crankcase is separate from the compressor-cylinder. Smooth running, and builds 
better compression too 


For bulk plant transfer duty, the big #1001-103 or the smaller #501-103 Coro-Vanes 
perform quietly with surprising speed. They just can’t be beat for performance and 
durability 


The #1002 and #502 Coro-Vanes for transport and delivery truck service are the 
sweetest running pumps on wheels. You don’t throw them away or exchange them 
Parts that do finally wear can be replaced economically and easily—on location, 
without disturbing piping 


For filling cylinders and motor fuel tanks there's the Coro-Flo series. The Coro-Flo is 
a turbine type pump with only one moving part—the impeller. It gets the job done 
quickly, efficiently and silently 


There's nothing else like a Corken, and never has been. No other pump at any price, 
has so many features of practical value to the owner! 





COME SEE US AT THE 
CHICAGO CONVENTION 
BOOTHS 46, 47 and 48 











SS 


P. 0. BOX 1062 ¢ PH. CE 5-5517 
OKLAHOMA CITY, OKLA. U.S.A. 
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Atlantic Speedy Propane Ltd.'s appliance store, located in Saint 
John, N. B., Canada, has a 60 ft winged glass front which is only 





10 ft deep. This is built in front of a 20 x 30 ft prefabricated 
building which forms the office and repair shop. 


How Atlantic Speedy Propane 


got into a new market fast! 


Newspaper ads, a display booth, 
an entry in a soap box derby, 
mailings, and spots on radio and 
television promoted the fact 
that bulk delivery was coming 
to the Saint John area for the 
first time. The company's promo- 
tion was so successful that the 
company sold 75 major appli- 
ances in just 10 days. 


MARY LOU HARRINGTON © Assistant Editor 


MART promotion has helped the 
“~ eastern Canadian firm of At- 
lantic Speedy Propane Ltd. get into 
a new market fast. 

It was late last summer when At- 
lantic Speedy Propane, which head- 
quarters in Moncton, N. B., opened 
a new bulk plant and appliance 
showroom in Saint John, N. B. Bulk 
delivery was being introduced into 
the Saint John area for the first 
time. 

The promotional program which 
Atlantic Speedy Propane Ltd. put 
on was so well thought out and so 
cleverly executed that a national 


Canadian sales magazine, Market- 
ing, ran a special feature article on 
how Atlantic Speedy Propane went 
about it. 

The ball was started rolling 
about one month before the Aug. 
6, 1959 opening date. At that time 
the company began periodic teaser 
ads in the local newspapers advis- 
ing residents in the area that 
“Speedy Propane Is Coming to 
Town.” 

These were the elements that 
went into the promotion: 

e A display booth was set up. 

e An entry was run in a highly 
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ANC LP.Gas service will handle all planning, 
designing, engineering, procurement and construc- 
tion then check-out your operators on the first run. 





ONE SOURCE OF SUPPLY 





Booths #49-50 
National LPGA 


Convention and 
Trade Show 


Conrad Hilton 
Hotel—Chicago 


May 1-4, 1960 
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For 15 years an Anco quotation on an LP-Gas installation 
has been more than a $$ and ¢¢ figure. 


It includes the know-how that pays off in a smoother 
operating plant, that is complete, no extras come up at 
the last moment. 


Equipment as originally specified is installed, there is 
no substitution of inferior items to meet deadlines. 


No ANCO built plant or piece of equipment has been 
left an “orphan.” Service is always available. 


Before you modernize, enlarge or build a new LP-Gas 
plant - Let Anco show you the advantage of dealing 
with a complete organization — one source of supply. 


MANUFACTURING & SUPPLY CO. 


Tulsa, Oklahoma @ 2Ist at Union @ LUther 4-6187 
Memphis, Tenn. — 241 Industrial Avenue — Whitehall 6-1694 
East St. Louis, ill. — 6503 St. Clair Ave. (Hy. 50) — Express 7-0200 
Des Moines, la. — 327 Insurance Exchange Bldg. — CHerry 4-5347 





Speedy ... The theme that Speedy was coming to the Saint John 
area to serve the people in four ways was repeated over and over 


publicized soap box derby. 
Literature was mailed to all the 
business and civic leaders in 
the area. 

More newspaper ads were 
placed. 

Spots were featured on radio 
and television. 

To further build good will, coffee 
and doughnuts, handled by a ¢ca- 
terer, were served on opening day 
and for the first full week follow- 
ing. Magnetic potholders, featur- 
ing the Speedy Propane cartoon 
character, were passed out for the 
same period of time. 

The display booth was set up in 
an exhibition held a month or so 
prior to the opening. This is a pre- 
fabricated booth, which is moved 
around from center to center in the 
exhibition seasons during the sum- 
mer by other members of the 
Speedy Propane family. The family 
includes Atlantic Speedy Propane 
Ltd., Moncton; Fredericton Pro- 
pane Gas Co. Ltd., Fredericton; 
Halifax Propane Gas Co., Ltd., 
Halifax, N. S.; and Island Propane 
Gas Ltd., Charlottetown, PEI. The 
booth conveniently fits into two 
crates and it has paid for itself 
many times over in labor saving 
as well as money saving in the ease 
with which it can be set up, accord- 
ing to W. H. Hill, former advertis- 
ing manager for Atlantic Speedy. 

The company ran an entry in a 
heavily publicized soap box derby 
before the opening. 

All the business and civic lead- 
ers in the area received a direct 
mail piece signed by the president 
of the Atlantic Speedy Propane 
family. Besides the 500 people who 
received this special letter, another 
4000 got small folders, by direct 
mail, and handout, announcing the 
fact that “Speedy Propane is com- 
ing to the Saint John area to better 
serve you.” 

On opening day Speedy ran a 
full page newspaper ad which was 
supplemented by advertisements by 
the company’s major suppliers and 
contractors. The Saint John news- 
paper, The Telegraph-Journal, com- 
pletely covered the company’s 
growth, organization and activities 
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in special news stories. 

The theme of the full page ad 
was that Atlantic Speedy Propane 
was coming to the Saint John area 
to better serve the people in four 
ways: 

e With a new bulk plant and ar- 
chitectually unique store. 
With extremely low prices. 
With bulk delivery in the Saint 
John area for the first time. 
With 10 years’ experience in 
commercial applications. 





This is Clem Dawes speaking, 
the new office manager of At- 
lantic Speedy Propane Ltd., 
120 Bayside Drive. 


Home users of propane, both 
new and old, will be very in- 
terested in the new form of 
propane delivery which Speedy 
Propane has brought to Saint 
John. 


Cylinders are filled automati- 
cally by hose from our bulk 
truck once each month. This 
eliminates phoning for gas, out 
of gas calls and the trucking 
of cylinders across lawns and 
gardens. Speedy Propane bulk 
delivery means tidier and 
cleaner installations too. 


Under this new system exclu- 
sive with Speedy Propane you 
are sent a small monthly bill 
showing a metered reading of 
the exact amount of propane 
used during the past month. 
No more paying for gas before 
you use it. With Speedy Pro- 
pane you pay only for what 
you use after you use it. 

For some of the other advan- 
tages of Speedy Propane home 
bulk delivery service give us a 
call at Oxford 3-326! or visit 
our store on Bayside Drive. 











One of the radio spots which proved to be 
a real attention-getter. The well-known 
local people's voices got across the sales 
message very effectively. 


Attractively landscaped, the 
property contains a 30,000 gal. stor- 
age tank, a plant for filling bulk 
trucks and cylinders and a prefab- 
ricated building for the office and 
repair shop. 

The store itself is an unusual 
idea in appliance stores. It has a 
60 ft winged glass front which is 
only 10 ft deep. This is built in 
front of the 20 x 30 ft prefabricated 
building which forms the office and 
repair shop. 

Consumer service and not price 
was stressed in every possible way. 
The company again used a form of 
“teaser” by not advertising appli- 
ance prices. This was extremely 
successful. It drew many people to 
the store through curiosity as to 
just what these extremes in low 
prices were. That it was successful 
is borne out by the fact that 75 
major appliances were sold in the 
first 10 days. 

Bulk delivery coming to the area 
for the first time was a big thing 
and the company fully promoted the 
fact. A 6-minute television film on 
the complete bulk delivery setup, 
starting from the tank car on the 
siding and finishing up with the 
driver filling the cylinder at the 
customer’s house, gave the complete 
picture. 

With 11 stores and 61 dealers 
throughout the Atlantic Provinces, 
the company offered a skilled tech- 
nical service for commercial appli- 
cations. 

Tape recordings by Speedy em- 
ployees and executives on their par- 
ticular function in the new organi- 
zation proved a good attention get- 
ter. People listened to these radio 
spots because, instead of the usual 
announcer’s voice, they were listen- 
ing to well-known local people’s 
voices. 

Following opening day the com- 
pany continued using some of the 
radio commercials. It also used 
newspaper advertising every other 
day to promote individually each 
of the four different themes as 
mentioned in the opening day news- 
paper ad. Fifteen minute voice-pic- 
ture radio programs of the entire 
bulk operation were also continued. 
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That First Look Starts The Sale On Its Way! smnat first took your 


customer gives a beautifully designed WARM MORNING Gas Heater puts her (or him) 
in a buying mood. When you explain and show the exceptional WARM MORNING com- 
fort and convenience features and quote the bargain-low prices, chances are your sale is 
made. Prove it to yourself. Put WARM MORNING Gas Heaters on your sales floor and 
see how they sell! Right now your WARM MORNING Distributor offers attractive early 
booking discounts, with anticipation or a pay-much-later Fall Dating plan. The line is com- 
plete and the advertising and promotional support for WARM MORNING dealers is the 
strongest ever. Why wait? Write for literature and prices today. 
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Warm Morning 
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LOCKE STOVE COMPANY 774 West 71th Street, Kansas City 5, Missouri 


May, 1960 8! 








Want a promising future? Then team up with Texaco, the 
‘“Jobber-minded” organization. More than 900 Distributors have 


been with us over 20 years; some over 45 years. If you are 
interested in the LP-Gas business, a new opportunity exists with 
one of the largest producers. Sell the best...sell TEXACO 
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5 reasons why it 
pays to bea 
Texaco LP-Gas 
Distributor 


1. A product of highest quality—mois- 
ture-free. 
2. Dependable and efficient delivery, in 
a new fleet of tank cars, from 31 stra- 
tegically located production areas. 
3. Immediate acceptance. Texaco LP- 
Gas is sold under the nationally famous 
trademark, the Texaco red star with 
the green “T.” 
4. One of the largest producers of LP- 
Gas, Texaco is the only petroleum com- 
pany to build up successful distribution 
of its products nation-wide. 
5. Profitable and proved sales policies. 
Texaco does not compete with its inde- 
pendent distributors of LP-Gas. 
TEAM YOUR NAME with Texaco and 
profit. Let us tell you about the oppor- 
tunities for a promising and profitable 
business with Texaco LP-Gas. Send 
coupon today: Texaco Inc., LPG Sales 
Division, P. O. Box 2420, Philtower 
Bldg., Tulsa, Okla.; 3350 Wilshire 
Blvd., Los Angeles, Cal.; Texex, 237 
Seventh Ave., West, Calgary, Alberta, 
Canada. 
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| would like complete information about the pos 
sibility of becoming a Texaco LP-Gas Distributor 


NAME 





STREET 





CITY 





STATE 





May, 1960 





Speedy ...The company’s sales and service 


policies helped sell 75 major appliances 


While interest was at such a 
peak, the company advertised for 
part-time salesmen who would be 
interested in working in the eve- 
nings. These salesmen had a choice 
of developing leads and prospects 
to close themselves or for more 
trained salesmen to close. 

Incidentally, the company’s per- 
manent policy on sales and service 
probably did more than any other 
single thing to help sell the 75 ap- 
pliances. 

Commissions are paid to the 
salesman at the rate of 10 per cent 
on the net amount of all original 
invoices to the customer. There- 
fore, they receive commission on 
original gas installations and on 
refundable equipment deposits even 
if they are separate from appliance 
sales. 

Customers are charged a flat rate 
of $20 for a domestic installation. 
This includes running the copper 
tubing, which the customer owns, 
and installing a hood, stand, regu- 


lator, and cylinders, which the com- 
pany owns. Commercial installa- 
tions are charged on a time and 
material basis. 

In addition to this, a $10 refund- 
able equipment deposit is required 
of all home users, which entitles 
them to a consignment of gas. 

The salesmen are not allowed to 
give a discount or trade-in allow- 
ance exceeding 25 per cent of the 
list price of domestic ranges and 
water heaters. The maximum on 
commercial equipment is 10 per 
cent. 

The 24 hour service which the 
company offers was also a big sell- 
ing point. Service is charged for 
on a basis of $3 per hour with a $3 
minimum. Night work is done at 
a flat rate of $4.50 per hour. 

Was the opening successful? The 
fact that the company drew so much 
attention to itself, sold 75 major 
appliances in just 10 days and built 
a tremendous amount of good will 
in the bargain speaks for itself. @ 








PHONE OX 3-326! 


To SERVE YOU BETTER... 


With... 


EXTREMELY LOW APPLIANCE PRICES TO AUGUST FIFTEENTH 
To get mu Dien! nia nperetan que thy we need DEFR home and Comemmec.g GaN CuRtOmery om 


Strung to ine home Busnes term ong incbatry o 


AFTER WE SELL — WE SERVICE 
120 BAYSIDE DRIVE 





This newspaper ad and separate ads promoting each of the four themes was used through- 


out the campaign. 
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VIKING LP-GAS CUT 
TRUCK PUMPS 


Pump equipped 
with 
return-to-tank 
valve on 

head 


Because your time is worth money, this Viking LP-Gas truck pump will 
help you operate profit-making trucks . . . by cutting delivery time and 
thus cutting costs. All Viking LP-Gas pumps when equipped with return- 
to-tank valve on head, will give you full, maximum 
rowing worse Capacity when used with full size piping and excess 
tion system, flow check valve. Also Viking’s automatic pressure 
lubrication system prolongs the life of the pump. 


*Viking’s new ex 


You can depend upon your Vikings for top perform- 
ance and long life because all are ruggedly con- 
structed with the famous Viking ‘gear-within-a-gear” 
pumping principle, which is proved by many years of 
successful use by LP-Gas suppliers. 

For full information, write now for bulletin HB 


See the Viking Pump Display, Booth 157, LP-Gas Show, 
Conrad Hilton Hotel, Chicago, May 1-4 











») VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. in Canada, it’s ‘‘ROTO-KING’’ pumps 


See Our Catalog Unit in Butane-Propane Catalog. 





It's FOR YOU 


FISK 


TANK TRAILER 
HYDRAULIC 


YES—ONE MAN—CAN FRISK your tanks with a FISK trailer. Simple 
to operate and maintain. The hydraulic system does all the work. Save 
muscles time and money. Fisk will transport tanks up to 1260 weg. 


PRICED WITHIN YOUR REACH—WRITE—CALL 
Fine Products Company = FISK TRAILER SALES CO 


6240 Ogden Avenue 
Berwyn (Chicago), Ill. P. O. Box #3093, Madison, Wisconsin 
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Miss Indiana L. P. gas 
selected at convention 


Despite the bad weather, approx- 
imately 275 members attended the 
recent Indiana LPGA Convention 
and Trade Show in Indianapolis. 

The convention highlight was the 
selection of Mary Ruth Held, a 
16-year-old high school student 
from Yankeetown, as Miss Indiana 
L. P. gas. She was chosen because 
of the essay she wrote on a prize- 
winning cake cooked with LPG. 

John Coleman of C. C. Propane 
Fuel Co., Bloomington, was elected 
president for the ensuing year. Vir- 
gil Paceley of Van Bottle Gas 
Corp., Newburgh, is vice president; 
Philip Hedback, Bryant-Hedback 
Co., Indianapolis, secretary-trea- 
surer; Paul Aker of Gas-Ammonia 
Equipment, Inc., assistant trea- 
surer, and C. P. Roberts of Harth- 
mor Corp., Vincennes, recording 
secretary. 

Newly-elected district directors 
are: Harold Dunn, Hicksgas of In- 
diana, Monticello; Ralph Martin, 
Martin’s Gas & Appliance, Leba- 
non; C. P. Roberts, Harthmore 
Corp., Vincennes; Charles Sheets, 
Sheets Oil & Gas, Angola; James 
Gill, Gill Brothers Gas; J. L. 
Pearce, Pearce Bottled Gas, Green- 
ville. 


Mary Ruth Held, selected Miss Indiana 
L. P. Gas at the recent Indiana LPGA meet- 
ing, poses with newly elected Association 
Vice President, Virgil Paceley, vice presi- 
dent, Van Bottle Gas Corp., Newburgh. 


BUTANE-PROPANE News 





GOODS CO 
os 4 





e" 


RRR, — 


¥ 





V. H. Arnold, Manager 


BURROUGHS EQUIPMENT SAVES $2800 PER YEAR 
ON ACCOUNTING COSTS 


The scene: Lyons Butane Gas Co., Inc., Alto, Texas. The jebs: accounts receivable 
(including customer billing), accounts payable, general ledger work. The equip- 
ment: one Burroughs F-100 Accounting Machine. The results. in the words of 
Manager V. H. Arnold: ‘“This equipment so adequately absorbed the paper work 
for a 20% increase in accounts that the need for an additional clerk has been 
eliminated. The general ledger figures it provides as a by-product of account post- 
ing give us an accurate, up-to-date picture of our business every day. With this 
information we are able to evaluate and improve customer service.”’ Burroughe-TM 


Lyons is one of many gas dealerships helped to 


new accounting efficiency by Burroughs office eS Burroughs 


automation equipment. For details, action—and Burroughs 
results—call our nearby branch now. Or write 


Burroughs Corporation, Detroit 32, Michigan. » Corporation 


“NEW DIMENSIONS | in electronics 


May, 1960 





“We like Texas 
Natural’s way of doing 
business! They respect 
us as businessmen, 

they understand our 
problems — and they've 
never yet failed on 

a delivery...” 


. say the Sanders of 
Meridian, Missis sippi —_— 
Joe, Kenneth and Charles 
(seated). 


“We've weathered enough storms in this business to 
appreciate folks whose word is pure gold, and who 

take a real interest in helping us to solve our own 
problems. We've profited both financially and personally, 


as a Texas Natural dealer.” 


SERVICE ...from Texas Natural, means... 


@ Consistently respecting your needs ... and our commitments. 


@ A genuine concern for all Texas Natural dealers and their 
problems. 


@ Practical assistance in solving those problems — technical, 


financial or commercial. 


@ Producing, storing and delivering the cleanest, finest product 
in the LP Gas industry — as its largest exclusive independent 





supplier! 


Join the Sanders of Meridian as a suc- 
cessful Texas Natural dealer! Call or 
write for details today. 


Af ie <>. as h_ men Ech op me ars 


Cc s-h_leot & & oti Oreos a5 oles at: h oe oe ot 


ENTERPRISE BUILDING 
TULSA, OKLAHOMA 





309 register at Eastern 
Canada LPGA convention 


Toronto was the locale for the 
Canada Eastern Division LPGA’s 
recent convention. It was the big- 
gest turnout in the association’s 
history with 309 members regis- 
tered. 

Elected to the post of association 
president was A. A. Rowan-Legg 
president of Superior Propane; and 
L. K. Schram, industrial sales 
manager for Emco Ltd., Toronto, 
is the new vice president. 


Sponsors of GEM program 
elect officers for 1960 


A slate of new officers and an 
operating committee have been 
elected by the sponsors of the Gas 
Equipment Manufacturers’ (GEM) 
program. 

Edward C. Hemes, vice president 
of Vulean Rubber Products Divi- 
sion of Reeves Brothers Inc. is the 
new chairman and Paul C. Kreuch, 
vice president of Rockwell Mfg. Co., 
vice chairman. 

Charles H. Abbott, treasurer of 
Sprague Meter Co.; C. Benson Du- 
shane Jr., vice president of Amer- 
ican Meter Co.; and Donald E. 
Radcliffe, assistant sales manager 
of the Mueller Co., were elected to 
the operating committee. 


Alabama LPGA co-sponsors 
4-H essay contest 


The Alabama LPGA and _ the 
Auburn University Extension Ser- 
vice are sponsoring this year’s 4-H 
Club Safety Essay Project. The 
contest is designed to promote in- 
terest and activity in home and 
farm safety. The program is de- 
signed to meet the needs of both 
rural and city youth. The club 
members could choose any topic on 
the subject of safety for their com- 
positions. 


Tom Tomer resigns 
from Missouri LPGA 

The Missouri LPGA has accepted 
the resignation of Tom Tomer, ex- 
ecutive secretary, it was recently 
announced by Ray Burkholder, 
president. Mr. Tomer left his asso- 
ciation post March 15 to become a 
district manager in charge of sales 
for the A. G. Bartlett Co., Tulsa. 
Temporarily, D. M. “Buck” Orcutt 
will preside as executive secretary. 
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Its SMART 


to own GAS air conditioning...by 


ARKLA-SERVEL 


... SMART to distinguish your home with the finest in air conditioning, 
an Arkla-Servel Sun Valley 3% or 5-ton. One unit cools in summer, 
heats in winter. Silent LP gas does all the work year-’round. 

... SMART on your household budget. With the SUN VALLEY you get 
economy and efficiency of operation... PLUS the low annual 

upkeep of the only cooling unit with no moving parts. 


Arkla Air Conditioning Corporation 
Call your local LP Dealer, or write for free booklet to: 


Shannon Bidg., Little Rock, Arkansas 
May, 1960 
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another 
important 


AOSmith — 


, FIRST: 





Hot off the drawing board at 
A. O. Smith... straight out of their 
busy testing laboratory . . . comes 
news of vital interest to every 
LP-Gas dealer in the heating business! 
MAGIC-HEET, an amazing device which 
actually ‘‘tunes’’ the gas flame, is now 
available on Permaglas warm air units equipped 
for LP. This makes Permaglas the first and only furnace 
line offering modulation for LP use. Unlike ordinary ‘‘on-off’’ heating, 
MAGIC-HEET provides unmatched comfort because it’s 
always on duty ... delivering exactly the right 
amount of heat to keep indoor temperature constant! 


More important, this new A. O. Smith development is 


your key to more sales, more profit on every sale. 
Write today for full information. 





The Permaglas line 
of gas-fired winter air 
conditioners offers a wide 
selection of sizes and 

styles ... including | 
Hi-Boy, Lo-Boy and sia : il ey | i > b 
Down-Flow models. a eee GVGIIG e on » AL 
Capacities range 
from 70,000 to 175,000 
BTU input 


. . ® 
MAGIC-HEET is optional - 
on all models. 


GAS-FIRED WINTER AIR 
CONDITIONERS 








A. O. SMITH CORPORATION 
Permaglas Division, Dept. BPN-560 
Kankakee, Illinois 


exclusive MAGIC-HEET. 


on A 0. Smith 
Company . ° 


[coer Oe aT tS OO 
Address PERMAGLAS DIVISION 


KANKAKEE, ILLINOIS © NEWARK, CALIFORNIA 


i] A. 0. Smith International S.A., Milwaukee 1, Wis. 
' 


st amour Permaglas ploselinad ite Aart. Pramy eon mercial vite Aunt] 
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New Products and 
Free Literature 


Repair kit handles 12 
different gas repair jobs 
Circle 1 on Readers’ Service Card 
Epi-Seal Epoxy Resins now come 
in a compact, economical gas re- 
pair kit (GEC 650). It requires 
no special tools or skills and han- 
dles 12 different repair jobs. Safe- 
ty factor is as much as 5 to 1. 
3onded Products Inc. 


“Picture window” dial makes 
thermostat easy to read 

Circle 2 on Readers’ Service Card 

Major changes on a_newly-de- 
signed round thermostat (GEC 
190) are a “picture window” dial 
that is 40 per cent larger than the 
dial on previous models and separa- 
tion of the set point scaleplate and 
thermometer scale to provide easier 
reading and adjustment. Minne- 
apolis Honeywell Regulator Co. 
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For further information on any items in 


this section use the convenient Univae 


Readers’ Service postcards on pages 91, 92. 


Two inch filter eliminates 
repeat service calls on meter 
Circle 3 on Readers’ Service Card 
A 2 in. gas filter (GEC 350) 
eliminates repeat service calls on 
gas meter. Filtering down to 5 
microns, the paper element elimi- 
nates accumulation of dirt in the 
meter and pilot. Gives 250 sq. in. 
of filter area. Arrow Tools Inc. 


Heating-cooling package fits 
within a 36 x 36 in. closet 

Circle 4 on Readers’ Service Card 

All the equipment in a heating- 
cooling package (GEC 420), in- 
cluding gas furnace, cooling coil 
and air-cooled condensing unit, fits 
within a 36 x 36 in. closet. It pro- 
vides complete, ducted all-season 
comfort conditioning ... with in- 
dividual control. Lennox Indus- 
tries Inc. 


Tube piercing valve prevents 
accidental turning 

Circle 5 on Readers’ Service Card 

A tube piercing valve (GEC 820) 
with no handle discourages tamper- 
ing and prevents accidental turn- 
ing. All in one piece, it combines 
V-block and lock nut in one unit. 
No special tools required. Madden 
Brass Products. 


Oven control keeps foods warm 
without further cooking 

Circle 6 on Readers’ Service Card 

Oven temperatures as low as 140 
deg. are easily attained by setting 
the “Flame Master” dial (GEC 
190). An important feature is that 
it keeps foods warm without fur- 
ther cooking, and without drying 
them out. Will efficiently and safely 
thaw frozen foods. Geo. D. Roper 
Corp. 
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Direct motor driven pump 
delivers 23 gal. per minute 

Circle 7 on Readers’ Service Card 

A direct motor driven pump 
(GEC 660) is capable of delivering 
23 gal. per minute when driven by 
a 1 hp motor at 1750 rpm and op- 
erating at 100 psi differential pres- 
sure. Superior Industries. 


Hose reel features spring 
motor rewind 

Circle 8 on Readers’ Service Card 

A spring retractable hose reel 
(GEC 430) is especially suited to 
operations where the vapor line is 
not used in every delivery. It is 
explosion-proof. Clifford B. Han- 
nay & Sons, Inc. 


Ball valves have advantages 
of gate, globe, needle, plug 
Circle 9 on Readers’ Service Card 
A line of ball valves (GEC 820) 
are said to provide the full flow 
of a gate valve, tight shut-off of a 
globe or needle valve, and quick 
quarter turn of the plug valve. 
Hills-McCanna Co. 
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2/2 to 4 in. pipe can be 
threaded without die change 

Circle 10 on Readers’ Service Card 

Now 2% to 4 in. pipe and con- 
duits can be threaded with the 
jam-proof geared threader (GEC 
650) without changing dies. Ad- 
justs quickly for over and under 
size threads. Ridge Tool Co. 


Instrument regulator can be 
used as first stage regulator 

Circle 11 on Readers’ Service Card 

An instrument regulator (GEC 
700) is especially applicable where- 
ever a controlled supply of air or 
gas pressure is needed. Can be used 
as a first stage regulator for LPG 
systems. Rockwell Mfg. 


Helical gear driven bulk plant 
pump has return-to-tank valve 

Cirele 12 on Readers’ Service Card 

A helical gear driven bulk plant 
pump (GEC 070) features integral 
return-to-tank valve, automatic in- 
ternal pressure lubrication and heli- 
cal gear reducer connected to pump 
and power. Viking Pump Co. 


Open hearth radiant type 
burner featured on gas heater 

Circle 13 on Readers’ Service Card 

The DR-75 deluxe gas heater 
(GEC 420) is fully automatic and 
is rated at 70,000 Btu. It features 
an open hearth radiant type burn- 
er. Queen Products Division, King 
Seeley Corp. 


Adequate hot water in peck 
periods possible with control 
Circle 14 on Readers’ Service Card 
An automatic control (GEC 190) 
provides hot water even in peak 
periods. The set knob has three 
markings designating recovery 
speeds, Grayson Controls Division, 
Robertshaw-Fulton Controls Co. 


Piping system leaks easily 
checked with new device 

Circle 15 on Readers’ Service Card 

De-Tekta-Leak (GEC 710) makes 
it easy to check for leaks in gas 
piping, refrigeration, and other sys- 
tems. Consists of a U-tube manom- 
eter and a rubber bulb or small 
power-driven pump. Eclipse. 
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FOR FREE INFORMATION 


about New Products in this issue... 
or to get the Trade Literature offered... 


Each New Product or Trade Literature item reviewed 
in this issue is numbered. To get more information 
: ‘ about items that interest you, circle the corresponding 
Sul by UNIVAC .” ; number on the Readers’ Service Card, then PRINT 
: oe «4 your name, title, company and address PLAINLY and 
drop the card in the mails. No postage is needed. 


Your inquiries” 


electronically processed 


for high speed” 


“service to you 





FIRST CLASS 
PERMIT NO. 36 
Philadelphia, Pa. 











BUSINESS REPLY MAIL 


No postage necessary if mailed in the United States 











POSTAGE WILL BE PAID BY 


USE THESE BUTANE-PROPANE ; 
POSTAGE FREE ! yom Readers Service Dept. 


POST CARDS c/o UNIVERSITY OF PENNSYLVANIA 
THE COMPUTER CENTER 
P.O. BOX 8211—30TH STREET STATION 
PHILADELPHIA 4, PENNSYLVANIA 
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ADDRESS CITY & STATE 
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FOR FREE INFORMATION 


about New Products in this issue. . 
or to get the Trade Literature offered... 


use these time-saving READERS’ SERVICE CARDS 


Each New Product or Trade Literature item reviewed ce 
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in this issue is numbered. To get more information 


about items that interest you, circle the corresponding electronically processed 
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Furnace line has two heat 
baffies in heat exchanger 

Circle 16 on Readers’ Service Card 

Two heat baffles which provide 
greater heat transfer are incorpo- 
rated in the primary heat ex- 
changer of a new line of gravity, 
counterflow, lo-boy and hi-boy fur- 
naces (GEC 420). Peerless Heater. 


Truck designed to handle 
liquid gas cylinders 
Circle 17 on Readers’ Service Card 
A truck (GEC 530) has been es- 
pecially designed for handling liq- 
uid gas cylinders. Handle length 
—56 in.; overall width—235% in. 
Nutting Truck & Caster. 


Asphalt pavement patching unit 
is propane fired 

Circle 18 on Readers’ Service Card 

A small asphalt pavement patch- 
ing device (GEC 500) consists of a 
heavy roller inside which is a pro- 
pane-fired heater which can be 
heated to 800 deg. Charles Mach. 
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Your One Supplier with everything in L.P. gas 
and Anhydrous Ammonia Equipment 


"The Loadmaster" LPG Truck Tank 


PASLEY-DESIGNED Truck 
Tanks (see above and right) 
were first to feature all 
controls from one location. 
All operation is from one 
point—rear compartment. 





BULK PLANTS Pasley LPG and 
Ammonia type installations — a 
turnkey job or engineering for 
your own installation. Write, wire 
or call. 























Also a complete line of accessory 
equipment. 











COLOR —The Modern Trend! 


1 uw Bri 8 Sedona to 
Pastels By Pasley” 52 Ye jase Bt talon 


colors . . . (write for information) 


Blush Peach Smoky Grey 
Sunshine Yellow Seafoam Blue 
Mustard Lime Wedgewood Green 
Eureka Orchid Rose Beige 
Lake Blue Desert Rose 
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Buns: 


The Pasley Mfg. & Dist. Co. 
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Bottle filling station 

designed for easy placement 
Circle 19 on Readers’ Service Card 
“Litle Nortex,” a bottle filling 

station (GEC 360), is especially 

designed for easy placement in 

trailer parks, and similar locations. 

North Texas Tank Co. 


clear sailing 
through a 
storm warning! ¥ 


When a predicted storm casts its ominous threat 
over the country-side, the LPG distributor is one person 
who knows he and his customers will have smooth 
sailing through the worst weather. 
Because one glance at his Visible Master gauge assures 
him that sufficient fuel levels are on hand to supply all 
his customers’ needs. Their well-being in any kind of 


Gas light available in 


weather is mirrored in its dependable face. 

This man and the hundreds of homemakers, farmers, 
truckers and all others who depend on him know they 
can place their trust in Visible, because Visible means years 
of accurate, dependable performance . . . performance 

that has made the Taylor Visible gauge the largest selling 


mantle and open-flame 
Circle 20 on Readers’ Service Card 
Pole and post mounted gas lights 
(GEC 470) are available in both 
mantle and open-flame models. Dec- 


orative wall bracket conceals fuel 
line. Coleman Co, Inc. 


=: ra 


LPG and NH3 float gauge in the world .. . the 
“Standard of the Industry.” 


ad 
TAYLOR 


INCORPORATE D 


i213 SOUTH AKARD ° DALLAS 








ep Ue ih LP. ss BUTAMEDRODANE 
by subscribing to HVS 


Developments Each Month 
198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


Water heater fits in 
cramped utility space 
Circle 21 on Readers’ Service Card 
Small-sized water heater (GEC 
860), available in 30- and 40-gal. 
galvanized and glass-lined models, 
will fit comfortably in cramped 
space. American Standard. 


(0 Check herewith 0 Bill me OO! yeer $2.00 (CJ 2 years $3.00 
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Meet A.R.Blossman, Sr. and Jr. 


“Fred” Blossman, Founder-President, Blossman Hydratane Gas, Inc., Covington, La. 


“Skeets” Blossman, Vice-President, pilot and executive board member 


25 years a Shell LP-Gas Jobber=—with a perfect delivery record 


Heading up one of today’s largest LP-Gas 
operations in Dixie is a far cry from Fred 
Blossman’s early days. His first five years 
were a struggle . . . included everything 
from policy making to truck dispatching. 
And it really paid off for Fred—he ac- 


quired over 1000 satisfied customers. Of 


course, by this time, he had become a 
contract customer himself—for Shell Pro- 
pane. But this was only the beginning. 





Reminiscing about his 25-year associa- 
tion with Shell, Fred says: “Shell has 
always maintained the wise policy of con- 
tracting to sell propane only within its 
capacity to supply. This policy has cer- 
tainly paid off for me—a 100°, delivery 
record from Shell—and for my customers, 
too. As for Shell service—you simply 
can’t beat that either!” 

Today, the Blossman organization 


boasts of some 40,000 customers in two 
states, who are served over 20 million 
gallons of LP-Gas annually. He has more 
than 250 employees and operates a fleet 
of 168 vehicles (equipped with two-way 
radios) from 24 Blossman distribution 
plants. Fred, too, is justly proud that his 
home town of Covington chose to give 
him its “Outstanding Citizen Award” 
in 1953, 


It pays to be a Shell LP-Gas Jobber 


—and your nearest Shell office will be glad 
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to tell you why. Ask for the District Manager 











FOR THE BEST 
in quality and 


performance 
specify famous 
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e Conversion Parts 
e Meter Components 
e Drills & Drill Cases 
e Testing Thermometers 
SS e Oven Testing Pyrometers 
e Taps & Reamers 
e GRIPSO Pliers & Wrenches 
e Ratchets & Sockets 
e M/W Cylinder Trucks 
e YEATS Appliance Dollies 
e Dies & Die Holders 
e PAPCO Flaring Tools 
e PAPCO Cutoff Tools 
e GRIFFOAM Leak Detector 
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Adapter converts cash, carry 


_ cylinders to regular service 


Circle 22 on Readers’ Service Card 

A new adapter (GEC 260) con- 
verts cash and carry cylinders to 
regular service. Two different mod- 
els are available. Adapters screw 
into cylinder with a neoprene gas- 
ket. Garretson Equipment Co. Inc. 


Operating cost is 61% less with 


_ LPG air conditioning system 


Circle 23 on Readers’ Service Card 
A new L. P. gas powered air 
conditioning system (GEC 020) 
for residential or institutional use 
is said to be 61 per cent cheaper 


| to run than comparable all-electric 


systems. LPG fuel consumption is 
less than 1/5 gal. per-ton-hour. It 
is powered by the Continental in- 
ternal combustion engine devel- 
oped under the PAR program of 
the AGA. Factory-tested to pro- 
duce 10,000 hours of trouble-free 
operation before any major over- 
haul repairs are needed. Models 
available are 5 and 714-ton capaci- 
ties. Vector Engineering. 


Cylinder printing machine 
is manually operated 


Circle 24 on Readers’ Service Card 
Print-O-Matic, a cylinder print- 
(GEC 260), now 
comes in a manually-operated 
model. Simply roll the cylinder on 
loading rack, then drop loading 
rack on machine. Roll cylinder one 
complete turn. Paint dries in four 
to ten minutes. Romeo Herow. 





FREE LITERATURE 4 


— aaecaininasitani 


Heater information 

Circle 25 on Readers’ Service Card 

Literature on 1960 products is 
now available on an expanded line 
of sealed Safti-Vent gas heaters 
and Desert Sun line of vented re- 
cessed gas heaters and gas vented 
radiant circulators. H. C. Little 
Burner Co. (GEC 420) 


Trencher catalog 

Circle 26 on Readers’ Service Card 

A colorful 6-page catalog is 
packed with pictures, features, job 
applications, and complete specifi- 
cations on the Model MA-2 Trench 
Devil (GEC 210). The one-man 
operated trencher has five digging 
widths. Digging speed is variable 
from 0 to 1200 ft per hour. Arps 
Corp. 


Study on auto fleet leasing 
Circle 27 on Readers’ Service Card 
A second revised edition of a 
study on the pros and cons of leas- 
ing auto fleets by industry (GEC 
450) has just been published. The 
28-page study discusses the situa- 
tions in which companies are best 
advised to lease, to own, or to use 
salesmen-owned auto fleets. Foun- 
dation for Management Research. 


Petroleum supply story 

Circle 28 on Readers’ Service Card 

An 18-page booklet, “The Unin- 
terrupted Flow” (GEC 450) shows 
how the petroleum industry assures 
the consumer a plentiful supply of 
petroleum products. The flow of 
petroleum products is_ followed 
from the time they leave the ground 
until they reach the final user. 
Cities Service Petroleum Inc. 


Heating, air conditioning data 
Circle 29 on Readers’ Service Card 
Quality standards, regardless of 

equipment brand, for residential 

heating and air conditioning are 
stated in “This We Believe,” (GEC 

420). The standards are stated in 

a manner that can be checked by 

any qualified engineer, contractor, 

or utility company person. Booklet 
is 16 pages, 2 colors, and well-illus- 
trated. Lennox Industries. 


CBH line literature 
Circle 30 on Readers’ Service Card 
A 4-page, color catalog (GEC 
410) lists complete and easy-to-read 
advantages of a new oil-, gas-, and 
combination-fired CBH packaged 
boilers. Cleaver-Brooks Co. 
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EASIER TO SELL BECAUSE 
IT’S RECESSED IN THE WALL 


IRE 


SEALED 





AUTOMATIC 
GAS HEATING 





PRODUCTS 0 
COMBUSTIO 
‘ 


OUTSIDE 
AIR FOR 
COMBUSTION | 








Saf-Aire units are not only tops in automatic, safe and 
economical gas heating, but are styled in the modern 
manner. They really save floor space—extend only 514” 
into the room. Their clean-lined design and handsome 
two-tone neutral enamel finish blend smoothly into any 
decorative scheme. That’s why women concerned with 
the beauty of their homes prefer Saf-Aire. 


The only 
gas heater 
with a fin- 
ned heat 
exchanger 
— heats 
faster, 
heats 
better. 


Easy installation. Square 
hole simplifies installation 
in any type of wall. 


Saf-Aire’s ‘‘Safety-Sealed” design permits installation 
in bedrooms as well as any other room. The diagram 
above shows why combustion products can’t enter the 
room, but are vented outdoors. Only outside air is used 
for combustion, hence room air will not become stuffy. 


OUTSIDE 
AIR FOR 
COMBUSTION | 





Air for combustion enters 
the unit at bottom of burner 
assembly. Positive air 
direction minimizes pilot 
outage. 


Symbol of 


Excellence 
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Easy servicing. Loosening 
two screws permits removal 
of entire burner assembly 
and controls. 


Saf-Aire is easy to install in any wall—no chimney, ducts 
or electricity needed—burns all gases. 


Send today for complete information 


OTEWART-WARNER 


HEATING AND AIR CONDITIONING DIVISION 


Dept. AT-50, Lebanon, Indiana 





HAS IT! 


See the Big Profit Line 
at the National LPGA 
Convention 


Spaces 187-188-189 


Conrad Hilton Hotel 
Chicago 


MAY 1-4 


‘If you’re not attending the show, write 


us to learn why Brilliant Fire means | 


more sales, more profit. 


America’s Finest Since 1846 


THE 
OHIO FOUNDRY 
& MFG. CO. 


Steubenville, Ohio 


| 
| 
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Union Texas Natural Gas Corp. 
has elected new officers of the com- 
pany. Union Texas is the corporation 
resulting from the recently announced 
merger of Union Oil & Gas Corp. of 
Louisiana and Texas Natural Gaso- 
line Corp. JOHN T. OXLEY—from pres- 
ident of Texas Natural to executive 
vice president of Union Texas, and 
FRANK B. MARKLE, WAYNE V. JONES, 
DANIEL B. Lovesoy and R. C. FRED- 
ERICK, senior vice presidents. The re- 
maining officers and their titles are: 
MAXWELL L. EUWER, vice president, 
plant operations; ELLIOTT H. POWERS, 
vice president, exploration; O. M. 
BAILEY, vice president, marketing; 
CLAUDE C. HARRIS, JR., vice president 
and controller; W. P. WyYRICK, vice 
president; DONALD K. HAWEs, secre- 
tary and treasurer; RUSSELL A. 
PETERSON, assistant secretary and as- 
sistant treasurer; L. A. STUEWER, as- 
sistant secretary and assistant trea- 
surer; Mrs. STACEY PHILP, assistant 
secretary. 


GRANT G. SIMMONS, JR., president 
of the Simmons Co., has been elected 
a director of ACF Industries Inc., 
New York. HARveEY C. HopKINS— 
from president King Container Corp. 
of New Jersey to vice president for 
purchasing. 


JAMES A. BOWMAN—from assistant 
advertising manager to advertising 
and sales promotion manager, Ansul 
Chemical Co., Marinette, Wisc. Bow- 
man succeeds BRAD SEBSTAD, who re- 
signed to establish his own advertis- 
ing agency in Menominee, Mich. 


OWEN H. Le KANDER—from district 
sales representative, Fine Products 
Co., Berwyn, IIl., to sales engineer in 
charge of a newly established office in 
Arlington Heights, Ill., Sinclair Oil 
& Gas Co. 


A. CAVE RICHARDSON—from execu- 
tive assistant to the vice president of 
manufacturing, Combustion Engineer- 
ing Corp., Chattanooga, Tenn., to an 
executive position with Chattanooga 
Royal Co. 


JACK KLUG—from a division man- 
ager for a Midwest range manufac- 
turer to district representative in 
Southern Mississippi and southern 
Louisiana for Magic Chef, Cleveland, 
Tenn. 


PEOPLE 


W. J. Foster—from vice president 
in charge of the eastern division to 
vice president and director of sales, 
Geo. D. Roper Corp., Kankakee, III. 


B. W. Bourne 
Delta Tank 


W. J. Foster 
Geo. D. Roper 


B. W. BourNE—-from sales man- 
ager, oil field equipment, to vice 
president, Delta Tank Manufactur- 
ing Co., Baton Rouge, La. 


Howarp R. PeircE—from assistant 
division manager to Midwestern re- 
gional sales manager, Sprague Meter 
Co., Bridgeport, Conn. Ross HOUSTON 
has been appointed to Sprague’s newly 
reorganized national sales staff. He 
will serve as sales engineer covering 
Mississippi, Louisiana and Arkansas 
with headquarters in Sprague’s south- 
western region sales office in Houston, 
Texas. 


Ropert T. Watt—from positions 
with Phileo and American-Standard 
to district sales manager covering 
Florida, Georgia and Alabama, Per- 
fection Division, Hupp Corp., Cleve- 
land, Ohio. JAMES C. CARLTON—from 
regional sales manager in New Eng- 
land and the Mid-Atlantic area for 
King-Seeley Corp.’s Queen Products 
Division and sales manager for Duo- 
Therm Division of Motor Wheel Corp., 
to district sales manager covering 
Michigan, Ohio and western Pennsyl- 
vania from headquarters in Detroit. 


WILLIAM W. AKERS—from St. Louis 
area representative for Union Pe- 
troleum Co. to sales representative for 
the Missouri-lowa, western Illinois 
area, Texas Natural Gasoline Corp., 
Tulsa, Okla. 


JOHN R. HorAN—from senior sales 
engineer to New York branch sales 
manager for the residential division, 
Minneapolis-Honeywell Regulator Co., 
Minneapolis, Minn. 
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TALLIC paint in pastel blue and green in ad ition 7 
aluminum...and it’s great! Takes plenty abuse...an nd comes up bright 








SHEFFIELD BRONZE PAINT CORPORATION 


( 
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H. THOMAS Stroop—from sales su- 
pervisor, refrigeration division to the 
newly created position of sales man- 
ager for gas refrigerators, Whirlpool 
Corp., St. Joseph, Mich. 


CHARLES W. CAVANAGH —from a 
position with Federal Boiler Co. to 
sales representative in southern Con- 
necticut and Westchester County, Hy- 
drotherm Inc., Northvale, N. J. Ray- 
MOND JAX and C. E. KNIGGE Co. will 
also represent Hydrotherm, Jax in 
northern and central Connecticut and 
Knigge Co. in northern and central 
Arkansas. 


WALLACE P. MILLER— from sales 
manager in the state of New York to 
manager of two-way radio sales for 
the Midwestern states, Motorola Com- 
munications & Electronics Inc., Chi- 
cago, Ill. JOHN F. FusseLL—from re- 
gional manager for the states of 
Maryland, Virginia, North and South 
Carolina to the New York sales po- 
sition. 


JOHN F. SANDERS—from assistant 
district manager to district manager, 
North Kansas City office, Neptune 
Meter Co., New York. Sanders suc- 
ceeds IRA T. COLLAR, JR., who recently 
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FOR ORIGINAL EQUIPMENT AND REPLACEMENT USE 
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cAFETY SWITCH 


} 


McQUAY-NORRIS MANUFACTURING CO. 
ELECTRIC PRODUCTS DIVISION, ST. LOUIS 10, MO. 
SO YEARS IN THE MANUFACTURE OF PRECISION 
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retired after serving Neptune for 
more than 37 years. W. A. BALEN- 
DONCK—from a sales representative 
in a central Texas territory to Dallas 
district manager of the company. 
Balendonck fills the vacancy caused 
by the recent death of GEORGE W. 
CIssNA, the former Dallas district 
manager. 


JOE G. TEMPLETON—from safety di- 
rector of Liquid Transporters, a Ken- 
tucky L. P. gas transporter, to sales 
engineer for Mississippi Tank Co. Inc., 
Hattiesburg, for the Kentucky, south- 
ern Indiana and Ohio area. 


J. G. Templeton 


R. E. Flohr ; tem 
Mississippi Tank 


Solar Gas 


DEALERS a 


RoLaAND E. FLOHR—from adminis- 
trative assistant in charge of opera- 
tions, Solar Gas Inc. to assistant gen- 
eral manager of the company and its 
associated companies, Solar Gas Inc. 
(Minnesota), Solar Gas Inc. (North 
Dakota), and Bemidji (Minn.) Gas 
Co. 


CaRL SWANSON—from various s6u- 
pervisory and managerial positions, 
Campbell Soup Co., to the staff of 
California Liquid Gas Corp., Sacra- 
mento, handling administrative and 
legal staff work. 


MEL HANLON —from duties with 
Adams Butane, Phoenix, Ariz., to 
manager of propane sales & Appli- 
ance Co., Salem, Ore. He replaces 
GEORGE KINGAN, who is recovering 
from major surgery. 
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Magic Chef sales up 96% 


(How does that compare with your range business?) 


Magic Chef's the hot one for 1960. It has been con- 
sumer-tested and sales-approved on retail floors 
across the nation. And consumer-approval means 
dealer sales, as the figures show! 

Magic Chef combines the beauty of sculptured styl- 
ing with the convenience of automagic cooking to bring 
you the most modern range on the market... and the 


most saleable. Magic Chef's easy to use, easy to sell 
features, such as the Magic Control Center and the 
Dial-a-Magic Roasting Control, create strong con- 
sumer acceptance. National advertising and complete 
tie-in merchandising aids work together to increase 
soaring Magic Chef sales throughout the country. No 
wonder dealer outlets have increased 33-1/3%. 


SEE THE CONSUMER-APPROVED 


4 


non Magid $yChet sal 


SPACE 91-92-93, L. P.G. A. CONVENTION 





Eight of the 800 Mister Softee fleet lined up at the company's 
Softee has placed an order 


Runnemede, N. J., headquarters. 


with Ford Motor for another 800 trucks. And each of the 1600 


trucks does or will use propane for a phase of its operation! 


LPG makes deliveries soft for Softee 


Mister Softee Inc. will soon be 
operating 1600 trucks through 
a network of regional offices 
covering 32 states, England and 
Puerto Rico. 


Each of the trucks has an ice 
cream-making machine with an 
LPG -equipped generator. Re- 
sults—a five million gallon load 
for LPG dealers who service 
them. 


WENTY million dollars worth 
i of soft ice cream products a 
year will bring a lot of smiles to 
the faces of a lot of kids across this 
country. And it will also make a 
lot of bottled gas dealers happy. 
How come? Simply because it will 
take an estimated 2'%-million gal. 
of LPG to power the equipment 
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WILLIAM T. HARPER «¢ Eastern Editor 


to make the soft ice cream. 

The $20 million figure noted 
above is the estimated total volume 
of business done last year by Mis- 
ter Softee Inc., of Runnemede, 
N. J. This company, now the larg- 
est mobile distributor of soft ice 
cream products in the world, oper- 
ates a fleet of nearly 800 trucks 
through a network of regional 
offices covering 32 states, England 
and Puerto Rico. In addition, the 
company has placed an order with 
the Ford Motor Co. for another 800 
trucks (said to be the largest single 
order for custom chassis ever re- 
ceived by Ford) to be delivered 
this year. Each one of these 1600 
trucks does or will use propane for 
a phase of its operation. 

Thus, the 800 trucks now in oper- 
ation are accounting for an LPG 
load of 2.5 million gal. When the 
next step in the fleet buildup is 


completed, that load will double to 
5 million gal.—and all of it a warm- 
weather load! Note also that these 
figures are only for a company with 
a $20 million volume of business. 
The entire soft ice cream indus- 
try’s total volume of business for 
1959 has been conservatively esti- 
mated at $1 billion for 1959. That 
is 50 times Mr. Softee’s output! 
One of those bottled gas dealers 
who have already started to capi- 
talize on the nation’s sweet-tooth 
demands is John J. Long, president 
of the Delaware Valley Propane 
Co., in Merchantville, N. J. He is 
supplying the propane for about 50 
Mister Softee trucks in the Phila- 
delphia and South Jersey areas. 
Mister Softee maintains direct 
control only over the trucks oper- 
ating in these two areas. Distribu- 
torships have been set up elsewhere 
and the parent organization fur- 
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nishes them with trucks, merchan- 
dising materials and supplies. These 
distributors supply individual deal- 
ers, who in turn, will get their LPG 
from local bottled gas dealers. The 
products come from dairies in 
strategic locations that have been 
licensed by Mister Softee to make 
the mix. 


The individual dealers, who run 
the gamut from former operators 
of ice cream stands to mechanics, 
truck drivers and service station 
operators, buy their trucks from 
Mister Softee. They are required 
to put $4000 down on the $12,000 
units and pay the rest over three 
years. More than 20 per cent of all 
dealers now own more than one 
truck (one dealer in the Philadel- 
phia area owns eight) and the 
average number is four. 

Each of the new Ford trucks on 
order will be delivered without any 
ice cream making equipment. 
Softee mechanics will put in all 
the ice cream equipment, including 
the already LPG-equipped gen- 
erator. 

However, on the original 800 
trucks the generators were gasoline 
powered and had to be converted to 
LPG. All that was needed to con- 
vert them was a carburetor plus 
fittings, hose connections, and an 
air-heated combination vaporizer 
and regulator. 

The combination vaporizer and 
regulator was supplied by J & § 
Carburetor Co. The Air-Fin vapor- 
izer kit, as it is called, features an 
aluminum fin vaporizer with high 
pressure regulator incorporated, a 


This Air-Fin vapor- 
izer kit combines an 
aluminum fin vapor- 
izer with high pres- 
sure regulator in- 
corporated, a No. 
302 filter and No. 
600 regulator. 
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No. 302 filter and No. 600 regula- 
tor. It can be installed on any 
single-cylinder, two-cylinder or 
four-cylinder gasoline motor, 
whether air cooled or water cooled, 
up to 180 cu in. displacement. The 
Air-Fin eliminates the need for 
water hoses, and water pump. It 
has all the advantages of a liquid 
type conversion, plus the conveni- 
ence of a vapor installation. 

The conversion jobs being done 
on these trucks are somewhat dif- 
ferent from conventional fleet 
changeovers in that only the en- 
gines for the Onan generators are 
converted. William A. Conway and 
his brother James, owners of the 
Mister Softee Co., decided they did 
not want the vehicles themselves to 


The rear end of this 
Mister Softee truck 
shows the propane- 
powered Onan 10- 
KW generator which 
operates the ice 
cream-making ap- 
paratus. 


be propane-powered. They did not 
rule out this possibility permanent- 
ly, however. 

It isn’t often that one man can 
claim the lion’s share of the credit 
for developing an LPG load of 5 
million gal. and upwards. Yet, that 
is apparently the case here. It 
seems that James J. Barrick, War- 
ren Petroleum Corp.’s sales repre- 
sentative in the Philadelphia area, 
got to talking over a cup of coffee 
one morning with Walter Frier, an 
independent soft ice cream dealer 
in Bucks County, Pa. Frier told 
Barrick of the usual problems he 
was having with gasoline carbure- 
tion in the compressor motor. He 
had to have the compressor engine 
de-carbonized every 100 hours along 
with oil and change sparkplugs at 
the same time. Barrick told his 
companion of the advantages of 
LPG carburetion and persuaded 
him to convert. The results sur- 
prised even the Warren man. 

Since converting Frier has found 
that he is saving a dollar per day 
per truck on fuel costs alone. He 
was paying 28 cents per gal. for 
gasoline and is now paying 16 cents 
per gal. for propane. In addition, 
he only has to change his oil three 
times a year as compared to 15 
times previously. The same ratio 
prevails in spark plug changes. 
Frier also reported that he is sav- 
ing $150 per year per truck on 
engine de-carbonizing costs. 


Frier’s problems led Barrick to 
conclude that other soft ice cream 
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You CAN get 
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EXCLUSIVE CENTURY 3C 
METERING VALVE INSURES 
CORRECT AIR-FUEL MIXTURE 


TRIPLE-ACTION 

FUEL FILTER AND 
ELECTRIC FUEL 
SHUTOFF COMBINED 
LARGE...or... SMALL 


COMPLETE REGULATION AND VAPORIZATION 
IN ONE UNIT PROVIDES SELECTIVE 
LOCATING, EASE OF SERVICING. 


TROUBLE - FREE 


LP-GAS CARBURETION 





ENGINEERING 


The advanced Century Engineering 
provides leading LP-Gas carburetion 
systems featuring maximum efficiency 
plus simplicity for all applications. 


MOST COMPLETE LINE 
FOR ALL LIFT TRUCKS 


There is a specific Century System, 
from stock, for every lift truck. 


MOST COMPLETE 
NATIONAL DISTRIBUTION 


Century Distributors and dealers are 
especially trained to insure PROPER 
CONVERSIONS AND SERVICE. 


GET THE COMPLETE FACTS... 
SEND FOR FREE BROCHURES 


Export Sales: Sin Par Automotive Div 





LP-GAS CARBURETION (SEE 


Singer Products Co 
15 Moore St., New York 14, N. Y 


; CENTURY GAS EQUIPMENT 
Marvel-Schebler Products Div 
Borg-Warner Corporation 

} Decatur, Illinois 





Quick Detachable 
Overall Length 
Domestic 7" Truck |!" 
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Safety Hose Nozzles 


Repairs are easy 
Immediate shipment 
Nozzle Parts 
Adaptors, to pipe- 
Acme-POL 


For information ask 


PARKHILL-WADE 


475 Huntington Drive, San Marino, Callf. 





dealers might be facing the same 
headaches. “So,” he recalls, “armed 
with the facts I got from Walt’s 
operation plus some reprints of 
articles on carburetion conversion 
that I got from BUTANE-PROPANE 
News, I went to Johnny Long. I 
suggested to him that we take this 
information over to the Mister 
Softee outfit, which was only a 
couple of miles away from Johnny’s 
headquarters.” 


Again, the logical arguments and 
the indisputable facts showing the 
economies to be realized in convert- 
ing to LPG carburetion proved to 
be all that were necessary to con- 
vince the Conway brothers of the 
wisdom of such a changeover. But, 
as added incentive, Long agreed to 
do the first conversion job free if 
it did not prove to be all he and 
Barrick claimed it would be. Thus, 
the huge conversion job got under- 
way. Long got the ball rolling by 
sending his sales manager, Dan 
Maguire, and Ernest Farreny, chief 
mechanic, over to the Mister Softee 
garage where they were to do the 
first three conversions. As the con- 
versions got underway, the ice 
cream firm’s mechanics learned how 
to do the job and they have been 
doing all the rest. Since the begin- 
ning of the conversion, the Con- 
ways have reported maintenance 
costs reductions of 75 per cent, oil 
life increases of 50 per cent, and 
spark plug life increases of 200 
per cent. 

Each truck carries two 331%4-lb 
LPG tanks which supply approxi- 
mately 16 gal. of fuel. Since each 
truck uses its generating equip- 
ment for an average of 12 hours 
per day at 1 gal. per hour, the 
fuel supply is apparently ade- 
quate as it allows a 25 per cent 
reserve. The supply system, de- 
signed by Delaware Valley, is set 
for either cylinder changeout or 
permanent mounting, depending on 
the ice cream dealer’s proximity to 
an LPG bulk plant. 

This load is a seven-day-a-week 
one through about a 40-week sea- 
son (average). Delaware Valley, 
as noted, supplies the fuel for 50 
such trucks. Each truck uses 12 
gal. of fuel daily, or 84 gal. weekly, 
or 3360 gal. seasonally. Multiply 
this by the 50 trucks (168,000 gal.) 
and you’ll find that Long won’t be 
short on business. 5 
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Ford Tractors in two power sizes are available with Zenith LP-gas carburetor systems. 
LP-gas conversion units are offered for 600, 700, 800 or 900 series Ford Tractors. 


FORD TRACTORS PROVE THESE ADVANTAGES 
OF ZENITH LP-GAS SYSTEMS 


Zenith* carburetion systems for 
LP-gas give tractor dealers new and 
appealing sales advantages. Think 
how many of your customers will be 
interested when you demonstrate fea- 
tures like these— 


1. Substantial savings in fuel costs 
. Quieter, smoother operation 

. Fewer overhauls 

. Fewer tuneups 

. Cleaner spark plugs 


6. Longer oil life 

7. Minimum dilution of crankcase oil 
8. Underwriters’ Laboratories approved 
9. Clean, odorless exhaust 


Zenith is not only the oldest but also 
one of the most experienced manu- 
facturers of carburetors for farm trac- 
tors. This experience is applied to 
its LP-gas systems to assure your 
customers of all the advantages of 
LP-gas fuel at low cost. 


Also it is easy as well as profitable to 
enjoy LP-gas advantages with Zenith 
LP-gas conversion units—available for 
conversion of all makes of gasoline 
tractors. 


For complete details on how you 
can share in this rapidly expanding 
market, write to: LP-Gas Sales 
Department, Zenith Carburetor 
Division, 696 Hart Avenue, Detroit 
14, Michigan. 


*REG. U.S. PAT. OFF. 


Zenith Carburetor Division | Condi” 
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are YOU 
getting the 


LP-GAS 
PROFITS 


in your 
markets? 


If you are not yet in LP-Gas Carbu- 
retion Sales and Service, let Beam 
show you how to add this important 
profit-making department to your 
company operation. Or, if you are 
dissatisfied with the line of equip- 
ment you have been selling, Beam 
would like to talk with you. 


GET THE 


STORY 


Beam is the fastest growing manu- 
facturer of LP-Gas equipment. For 
over 20 years Beam has been the 
leader with the latest developments 
in the LP-Gas Carburetion field. 


HERE’S YOUR 
MARKET 


MATERIAL HANDLING 

EQUIPMENT... 

lift trucks, tow 

tractors, etc.... 
Beam does a cleaner job, eliminates 
carbon monoxide fumes, makes 
engines run longer, cheaper. 


FARM MACHINERY... 
tractors, pumps, 
etc. A huge market 
for conversions. 


AUTOMOTIVE AND INDUSTRIAL ... 


25 trucks, cars, taxis, 

Pm stand-by engines. Only 

6 Sag a —= beginning to be tapped 
eNo Y ...and over 100 other 
different applications 


(List furnished 
upon request.) 


GET THE 

BEAM STORY 
Write for complete information on Beam 
dealer-distributorships. If you're not 
selling Beam, you're not earning enough! 


BEAM PRODUCTS MFG. CO. 


CALIFORNIA 
Factory: 3040 Rosslyn St., Dept. 60B-3, Los Angeles 65 
Export Division: 354 S. Spring St., Los Angeles 13 
SALES OFFICES AND/OR WAREHOUSES 

NEW YORK 96-10 Linden Bivd., 

Ozone Park 16, Queens 
FLORIDA 2500 N.E. 48th St., Pompano Beach 
TENNESSEE 2020 Airways Bivd., Memphis 4 
ILLINOIS 1414 S. Michigan Ave., Chicago 5 
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General Gas’ 1959 sales 
reach record peaks 

General Gas Corp. recently re- 
ported 1959 net income of $886,724 
or 56 cents a share on consolidated 
net sales of $32,060,428. This com- 
pares with net income of $67,164 
or four cents per share on net sales 
of $25,929,325 during 1958. 

Hal S. Phillips, president of the 
Baton Rouge firm, pointed out that 
the company’s sales last year were 
the largest in its history and in- 
come after taxes was the best 
achieved since 1954. 

Sales of Generalgas reached an 
all-time high of 101,133,000 gal. 
during 1959, up more than 9 per 
cent over the company’s 1958 rec- 
ord sales. Major improvement was 
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450-501 1.H.C. 
Using 242" Carb. 


Leading LPG engineers are sold on the merits of 
Ellis Bu-Power (Extra Cold) Manifolds. These 
manifolds give high-compression performance with 
low-compression reliability. Head gasket, ring 
and bearing troubles are minimized. 


Get the most out of your LP truck with an Ellis 
Dualexhaust Manifold. This latest addition to the 
Ellis line has proven far superior to the so- 
called improved 3% x 4” exhaust systems in test 
after test under actual road conditions. 

By lowering combustion chamber temeperatures 
and reducing back pressure, Ellis Dualexhaust 
increases horsepower. Used with the Bu-Power 
Manifold, it gives your truck power that equals 
gasoline horsepower. This is possible only with 
an Ellis Manifold. 


ELLIS MANIFOLD CO. | Angelus 
3134 East Washington Blvd. 24162 
Los Angeles 23, California 





achieved in the company’s indus- 
trial L. P. gas market last year 
with distribution totalling 37,378,- 
000 gal. compared to 30,266,000 in 
1958. 
Through the purchase of control- 
ling interest in Texas Petro Gas 

o., Houston, General Gas for the 
first time in its quarter-century of 
business actually is producing a 
part of its customers’ L. P. gas re- 
quirements. 

Reporting that Delta Tank’s Oil- 
field Equipment Division completed 
developmental work and began reg- 
ular production of its ““Dryex Gaso- 
line Plant” during 1959, Mr. Phil- 
lips said that “petroleum industry 
interest in the patented equipment 
is presently at a high level and the 
outlook is favorable for an _ in- 
creased rate of sales of these units 
in the years immediately ahead.” 

A total of 18 “Dryex Gasoline 
Plants” and “Dryex” units were 
placed in field service during the 
year by leading oil companies. 


Agriculture Department backs 
REA interest rate increase 


Demands for Congress to boost 
the subsidy interest rate on REA 
loans are being stepped up by 
Eisenhower Administration  offi- 
cials. But there’s still virtually no 
prospect Congress will go along. 

Agriculture Department officials, 
particularly those in the REA, at 
first accepted the Administration 
higher interest rate proposals with 
less than full vigor. But they’re 
now apparently ready to hew 
closely to the line. 

REA Administrator David 
Hamil, in a discussion of the pro- 
posal during a recent congressional 
committee on REA’s budget, at one 
point shot back at a lawmaker 
critical of the proposal: 

“T just want to make a comment. 
My comment for the record is that 
the rate of interest that would be 
involved between the 2 per cent 
and cost of money, cost of the 
money on long-term securities by 
the federal government, is in my 
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RAYPAK ANNOUNCES THE 
STANDARD OF QUALITY IN 
INDIRECT POOL HEATING 


THE STANDARD OF QUALITY IN DIRECT 
HEATING OF SWIMMING POOLS HAS FOR 
A LONG TIME BEEN 


ee ete 


FEATURING THE PATENTED 
UNATHERM GOVERNOR. 


gw! 


INDIRECT POOL HEATER. 
GUARANTEED 20 YEARS 


CR sien. lee 


hei tevioess such as stainless steel burabrs, 100% The Lifelong heater is attached to the 
opper non-rus? waterways, clean-out plugs, weather 
roof enclosed controls combine to make Raypak 


the leader in direct pool heating. 


Raypak heating boiler featuring gas modu 

lation and a “‘V"’ type heat exchanger 

Absolutely no scaling, rust or condensate 
completely automatic 
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‘COMPANY, INC. 


® Engineers-Manutacturers 2416 CHICO AVENUE, EL MONTE, CALIFORNIA 


| | SERVE MORE CUSTOMERS PER DAY 














AT LOWER COST WITH A SUPERIOR 
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FASTER FILLING 


Superior LP Gas Pumps give 
top performance at differen- 
tial pressures up to 300 psi. 
Now you can pump more 
gas .. . and at lower cost. 
Up to 100 g. p. m. single 
hose delivery from bobtails, 
or up to 300 g. p. m. in 
bulk plants. 

Superior precision pumps 
eliminate vapor hose . . . 
shorten delivery time . . . 
increase profits. 








LOW MAINTENANCE 


Superior LP Gas Pumps are 
precision engineered. You 
are assured positive pump- 
ing action with sliding self- 
adjusting, self - lubricating 
plastic vanes. 
Sliding vanes may be re- 
placed quickly . . . without 
removing pump from truck 
or base. No spares needed 
. pump efficiency restored 


easily without new pump ex- 


penditure. 








TROUBLE FREE 


Superior LP Gas Pumps are 
leakproof. Patented mechan- 
ical seals guaranteed for 
one year. No springs or 
push rods. Smooth sliding 
vanes are pressure activated 

. hydrostatically-balanced. 
You’re assured superior per- 
formance . . . superior work- 
manship with Superior ‘pre- 
cision’ ‘patented’ rotary 
pumps. Try one. 
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Write for Descriptive Folder 
and Name of 
Nearest Distributor 
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LPG Precision Rotary Pump 
A PRODUCT OF 


SUPERIOR INDUSTRIES, INC. 
1007 National Bank of Commerce Bidg. - New Orleans 12, la. 


VISIT SUPERIOR'S BOOTH NO. 67, 
LPGA CONVENTION 











honest opinion neither a millstone 
around the necks of the rural elec- 
tric cooperatives, nor is it the 
straw that is going to break the 
camel’s back.” 

During the hearing, it was 
pointed out that the President’s 
proposal to charge REA co-op bor- 
rowers the going rate of interest 
paid by the government for its 
money plus 14 of 1 per cent for 
service would mean the co-ops 
would now pay 414 per cent, in- 
stead of the statutory 2 per cent. 

Opponents of boosting the rate 
argue that the government in many 


cases provides water and irriga- 
tion loans without charging any in- 
terest. And they insist that many 
of the power co-ops are so poor 
that they couldn’t afford to pay 
that interest rate, and would go 
out of business. 

Here are some other facts de- 
veloped during the hearing: 

Some 97 per cent of all farms, 
ranches, and rural families now 
have electric power (up from 96 
per cent a year ago). 

The $4 billion in loans made by 
REA since 1936 have produced 
some $14 billion worth of business 


SMALL 
CHANGE 
STOPS 


BIG 
NOISE 


Noisy pumps are a nuisance. 
And, one of the toughest 


noises to solve is the one caused by 


cavitation . 


.. the result of ‘‘pulling”’ a liquid 


until it comes apart. This forms liquid voids (bubbles) that 
collapse with a bang when they hit high pressure at the pump 
discharge. Blackmer reduces this cavitation noise and 
vibration with a small but important design change (special 
grooves) in the cylinder which cause the bubbles to 

collapse more gradually and quietly. Extras like this make 
Blackmer pumps favorites of LPG dealers everywhere. 


Write for Bulletin 500. 


“liquid materials handling® equipment 


ve \pBeanvauns = ; , 
| AC K ye ER / liquefied gas pumps 
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BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
Find your Blackmer Man under ‘‘Pumps’’ in the Yellow Pages 





on electric appliances and machine- 
ery. The Treasury Department es- 
timates it may have collected as 
much as $1 billion in taxes on this. 

During 1959, REA loans of $245 
million added 140,000 new consum- 
ers to co-op power lines, of which 
more than 80 per cent were indus- 
tries, businesses, and other non- 
farm consumers. 

In the last year, only four new 
REA co-ops were granted loans 
(two in Alaska and two in Ne- 
vada), and only one is now pend- 
ing. 

REA power business will con- 
tinue rapid expansion. Average 
consumption of power from the 
co-ops is doubling every seven 
years, and climbed to 5200 kw last 
year from 4720 the previous year. 
Sales and net margins have about 
trippled since 1952, and now stand 
at $618 million and $88 million, 
respectively. 

The REA this year proposes to 
lend $220 million to power co-ops, 
using $110 million in carryover 
funds and an equal amount in new 
money. Of last year’s $245 million, 
$3.1 million was loaned for pur- 
chase of consumer goods. 


Hazardous substances labeling 
bill should skip LPG 


Congress is expected to omit 
L. P. gas from a hazardous sub- 
stances labeling bill now under 
consideration. A House of Repre- 
sentatives group gave this indica- 
tion after Walter H. Johnson, staff 
engineer for the LPGA, offered a 
suggested amendment to HR 5260 
in behalf of the association. The 
Senate is now considering a re- 
vised bill with similar exclusion. 

L. P. gas was initially involved 
in these bills because of their gen- 
eral coverage. It appears that this 
inadvertent effect will now be cor- 
rected. An L. P. gas labeling haz- 
ard is not created because L. P. 
gas customers knowingly buy the 
gas as a fuel, Johnson told a sub- 
committee of the House Interstate 
& Foreign Commerce Committee. 

Johnson also pointed out that the 
labeling called for in the bill would 
duplicate the tagging of containers 
required under the ICC rules. 

LPGA offered an amendment to 
the bill which would eliminate do- 
mestic fuels from the requirement. 
This change has the backing of the 
chemical industry groups urging 
the labeling measure. It would ex- 
empt from the bill’s coverage “sub- 
stances stored and intended for use 
as a fuel in a heating, cooking or 
refrigeration system.” 
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Small power plant runs for a 
year on $10 worth of propane 


General Instrument Corp. re- 
cently placed on the market a small 
(1-ft high), lightweight (10 lb) 
automatic “power plant,” with no 
moving parts, that can produce 5 
watts of electricity for a year on 
$10 worth of ordinary propane. 
And, it will keep running as long 
as the fuel supply lasts. 

The unit is designed as an “ul- 
tra-reliable and unmanned source 
of power” for radio communica- 
tions, sea and air navigational aids, 
and industrial and scientific instru- 
mentation in remote areas where 
other sources of electricity are not 
available or—as in the case of bat- 
teries—have a short life span. 

The generator is expected to be 
priced at $500 or less in large-scale 
production quantities, it was stated, 
and will be available to both gov- 
ernment agencies and industry at 
large. Single “evaluation samples” 
are available at a price of approxi- 
mately $5000. 

The new generator which em- 
ploys “‘thermopiles” of semi-conduc- 
tor elements to convert the heat of 
the burning propane into electric- 
ity has been designed to run for 
approximately a year on a 200 Ib 
tank (50 gal.) of propane. It could 
run unattended for five years, ac- 
cording to General Instrument en- 
gineers by storing 1000 lb of pro- 
pane with the generator. 

The thermoelectric power plant, 
which looks like a small cylinder 
only 12 in. high and 12 in. in diam- 


Propane is fed into the thermoelectric gen- 
erator (suspended sideways) where it burns 
steadily. The heat, captured in a combus- 
tion chamber, is converted by "thermopiles" 
of semiconductor elements directly into elec- 
tricity, which lights small lamp. 
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be sure’ 


When you buy from PURE, your own 
brand name is backed up with what 
we call the “sure” in PURE. Here’s 
why it will help your business: 


@ You buy direct from PURE, producer of its own 
LP-Gas. And our production is increasing! 


You buy a product with rigidly controlled quality. 


You’re assured of a constant source of supply from 
PURE’s huge underground storage facilities. 

You get dependable, on-time delivery by PURE’s own 
tank car fleet, and by transport trucks. 


You sell these product-supply features and services 
under your own brand name, without 
competition from PURE. 


For all the facts about why you can be sure with PURE 
LP-Gas, just call or write the Pure Oil office nearest you. 





The Pure Oil Company, 35 E. 
Wacker Drive, Chicago 1, Illi- 
nois ¢ Worland, Wyoming, Box 
38 ¢ Minneapolis, Minnesota, 
825 Thornton Street, SE ¢ Fort 
Worth, Texas, Fair Building, 
Box 2107. 





eter, has at its center a specially- Tax depreciation law appears 
designed, ‘‘super-efficient’” burner stymied for another year 

that burns propane at a constant 
temperature and uses more than 
85 per cent of the heat content of 
the fuel. Surrounding the burner 
is a metal combustion chamber 
which captures the heat. Attached Congress earlier was considering 
to each of the four sides of the helping free business from the 
combustion chamber are the ‘ther- stifling effects of outmoded depre- 
mopiles’. The heat not used by the ciation laws and regulations. But 
thermopiles is conducted directly the considerable opposition which 
to “heat rejection fins’ made of an Eisenhower Administration pro- 
aluminum, which form the outer posal for improving depreciation 
shell of the whole unit and give it has drawn from businessmen will 
a star-like appearance. probably block action. 


Businessmen’s hopes for improve- 
ments in the federal tax deprecia- 
tion law appear stymied for at 
least a year. 
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Remote Indicating Gauges 
Hermetically sealed Puli Sit dial is easily 


replaceable with just two screws while under 
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GAUGES at the Big Show eee ¢ for surprise gift! 
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Rochester Gauges Inc. of Texas 
2425 Caroline Street © Dallas, Texas 


Sales Offices: Ballas, Atlanta, Denver, Rochester, Philadelphia 
‘Los Angeles London Ontario 





The House Ways & Means Com- 
mittee, which must start all tax 
legislation in Congress, now fa- 
vors including depreciation reform 
in its broad tax overhaul, to be 
proposed next year. 

The U. S. Treasury Department 
had proposed to tax the proceeds 
of the sale of depreciated business 
property at the ordinary income 
rate, instead of the lower capital 
gains rate as at present. This 
would include trucks, machinery, 
and other equipment. 

In exchange for this change, the 
Department proposed to loosen up 
on the useful lives claimed by busi- 
nessmen for their property. This 
would permit higher depreciation 
deductions to be claimed each year. 

Businessmen, however, either op- 
posed the proposal or called it a 
“piecemeal, patchwork approach,” 
and asked for broader relief. 
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Rail firm announces 
gas freight rate cut 

Texas & Pacific Railway Co. re- 
cently announced a 10 cent per 100 
Ib reduction in freight rates on 
L. P. gas from Texas producing 
points to the Midwest. 

The reduction will lower freight 
rates by a half cent per gal. to 
such points as McPherson, Kan., 
Kansas City, Mo.; Lincoln and 
Omaha, Neb.; Ottumwa, Iowa, and 
Minneapolis-St. Paul, Minn. 


United Propane Companies 
elect five to executive posts 


C. A. Scupin, president, United 
Utilities Inc. has announced the 
election of the following officers of 
United Propane Companies: 

E. O. Ritter, president and trea- 
surer; C. R. Bennett Jr., vice presi- 
dent and assistant treasurer; K. L. 
Laswell, secretary and auditor; 
O. D. Small and Dee Adams, assis- 
tant secretaries; and D. A. Nansen, 
assistant auditor. 

Elected directors were: C. A. 
Scupin, P. H. Henson, O. D. Small, 
E. O. Ritter, and C. R. Bennett Jr. 

The officers and directors elected 
serve the following corporations: 
United Propane Co., Macon United 
Propane Co., Tuscola United Pro- 
pane Co., Mattoon United Propane 
Co., Farm & Home Gas Inc., Car- 
rollton United Propane Co., and 
Waverly United Propane Co. with 
facilities and operations in For- 
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syth, Tuscola, Champaign, Mat- 
toon, Charleston, Macon, Assump- 
tion, Edinburg, Winchester, White 
Halil, Carrollton, Cottage Hills, 
Clinton, and Waverly. 

The United Propane Companies 
are subsidiaries of United Utilities 
Inc., with executive offices in Kan- 
sas City, Mo. United Utilities fur- 
nishes customers in 16 states with 
telephone, electric, natural gas, 
propane gas, and water service. 


Pyrofax announces 1960 plans 
at annual distributor meetings 


Over 2500 members of its dis- 
tributor organization attended 
Pyrofax Gas Corp.’s recently com- 
pleted 32nd annual series of sales 
meetings. 

An appliance and equipment ex- 
hibit was a major feature at each 
meeting, with over 25 manufac- 
turers displaying their 1960 lines. 

During the morning session of 
each meeting, Pyrofax sales per- 
sonnel announced the company’s 
objectives for 1960 and outlined 
the various programs designed to 
accomplish these goals. The after- 
noon session was devoted to a pres- 
entation of the Pyrofax gas appli- 
ance program for 1960 in the form 


The grand finale of the Pyrofax musical presentation featured (front row, left to right): 
actor Don Burns, as Mr. Pyrofax Gas Distributor; actress Eleanor Paget, as Mrs. Pyrofax 
Gas Customer; Dick Barker, Pyrofax Gas Corp.; (back row) Bill Johnson, Hardwick Stove 
Co.; Irving Nelson, Blackstone Corp.; Don Whitehead, D. W. Whitehead Manufacturing 
Corp.; Lee Brand, Empire Stove Co.; and Harold Tiley, Caloric Appliance Corp. 


of a full length musical with pro- 
fessional actors taking the major 
parts, assisted by representatives 
of various appliance manufac- 
turers. 


Highlight of each meeting was 
a talk at luncheon by President 
Walter A. Naumer in the East, and 
by Vice President John A. Ackley 
in the West. 





TEMCO Gas Floor Furnace has 
Return Air Fan Kit... 


that increases warm air circulation 
to any hard-to-heat area 





Makes all other 
floor furnaces 
obsolete! 
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TEMCO’s Return Air Fan Kit fits all current TEMCO floor 
furnace models, is easy to install, and is equipped with adjusta- 


ble automatic control. +) Get the complete story on this 
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Return Air Fan Kit and other TEMCO sales-making features 
from your TEMCO distributor. @ He will 

NATIONAL 

TEMCO MONTH, the gas 


heating industry's biggest 





also tell you about 











promotion for 1960. (+) 


See TEMCO at the 
National LPGA Show 
Booths 40-41, Chicago, Ill. 


TEMEO, inc. 
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the boiler 
that mounts on the wall 
e « » out of the way 
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AGA £>%.'5 APPROVED 
ly 


NEW! 


ASCOT GAS BOILER 


PUTS PROFIT BACK 
in HOT WATER HEATING 


Hydronic heat for the home? 
Hot water for a commercial job? 
.. then consider ASCOT 


Consider the space saving flexibility, low initial 
cost, one man installation, high efficiency and lack 
of maintenance 


Ascot is built and priced to bid even against budget 
warm air systems...and still build a profit for you! 


EASILY INSTALLED — light weight 
one man can do the job. 
EFFICIENT AGA rated, now 
available up to 120,000 BTU’s. 
FULLY AUTOMATIC — featuring 
BASO & PENN Controls. 
QUIET — Ribbon flame burner for 
quiet combustion. 
INSTANT HEAT response at ra- 
diators within 30 seconds. 
ECONOMICAL ASCOT cuts in- 
stallation costs and eliminates 
call backs. 
ASCOT is backed by 25 years of heater ex 
perience in North America and Europe. 
Write for FREE literature 


ASCOT 


GAS WATER HEATERS, INC. 
222 W. Pittsburgh Ave., Milwaukee 4, Wis. 


SOUTHERN STATES: Southern Heater Co., 844 Baronne St., New Orleans 
PACIFIC COAST: Equipco Sales, inc., 1238 N. W. Glisan St., Portland 


A Radiation Company with offices in 


London, Sydney, Montreal and Milwaukee 
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Suburban Gas Service, Pomona, Calif., is the first L. P. gas distributor to 


be listed on the New York Stock Exchange. 


Listing of the $1 par value 


common stock became effective March 28 on both the New York and Pacific 
Coast Stock Exchanges. Keith Funston, president of the New York Exchange, 
W. R. Sidenfaden, president of Suburban; Robert H. Oliver, of the specialist 


firm of Carl H. 


Pforzheimer & Co.; 


and R. C. 


Harris, vice president of 


Suburban, watch as the first ticker of the day shows “SUB” opened at 264. 


[NEWS BRIEFS 


Manufacturers of gas-fired auto- 
matic storage water heaters shipped 
213,800 units in February, GAMA re- 
ports. This brought the total for the 
first two months of the year to 429,- 
700. A comparison with last year’s 
record-breaking figures showed sales 
down 17.7 per cent for the month and 
18.3 per cent for the two-month pe- 
riod. The 1959 totals were 259,700 
and 525,900, respectively. 


February sales of gas dryers were 
38,469 units, up 3 per cent from Jan- 
uary, up 4 per cent from February 
1959, and down 1 per cent for the 
year to date reports AHLMA. Elec- 
tric dryers showed the only decrease 
with a total of 69,898 units sold in 
February. This is down 6 per cent 
from January, up 1 per cent from 


February 1959 and down 38 per cent 
for the date. 
washer-dryers sold 16,381 units, up 17 
per cent from January, down 20 per 
cent from February 1959 and down 19 
per cent for the year to date. 


year to Combination 


Publication of the 1960 ‘“Manufac- 
turers’ Agents’ Guide,” listing more 
than 11,500 manufacturers dis- 
tribute their products through man- 
agents, has an- 
nounced. In consists of 166 pages, is 
81% x11 in. The price is $15.00 and 
it is sold on a 10-day unconditional 
money-back guarantee basis. Contact 
Manufacturers’ Agent Publishing Co., 
505 Fifth Ave., New York 17. 


who 


ufacturers’ been 


“Problems with L. P. Gas” will be 
probed by a representative of the L. P. 
gas industry at the Seventh National 
Conference on Campus Safety. The 
conference is sponsored by the Na- 
tional Safety Council and will be held 
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at Cornell University, June 19-22. The 
L. P. gas representative will exhibit 
the proper type of valves and fittings 
for laboratory work. 


From the February 11 issue of the 
“Financial Times,’ London, comes 
this item: In association with the 
Turkish Petroleum Corp. and two 
Italian companies, a well-known Istan- 
bul concern proposes to set up a com- 
pany to market butane throughout 
the country. Supplies will be ob- 
tained from waste gases at the Bat- 
man Refinery and, when they are in 
operation, from the new Mersin and 
Izmir refineries. 


A new British Standard places em- 
phasis on the testing of low-pressure 
regulators for propane gas. It speci- 
fies the materials and construction of 
single or second-stage regulators for 
propane in the vapor phase up to 20 
in. wg pressure. 


Ringgold (La.) Butane Gas Co. Inc. 
has filed articles with the office of 
the secretary of state at Baton Rouge, 
La., changing its name to Louisiana 
Hydratane Gas Inc. 


Manufacturer shipments of both 
free-standing and built-in domestic 
gas ranges during February showed 
substantial improvement over the 
previous month’s report, GAMA has 
announced. Combined sales of the 
two types in the month totaled 159,- 
000 units, a 4.3 per cent increase over 
the 152,400 sent to market in Feb- 
ruary 1959. The January total was 
11.2 per cent below the first month 
figure for 1959. 


SUPPLIERS 


Welbilt Air Conditioning & Heat- 
ing Corp. has appointed the Halsey 
Supply Co., 241 Halsey St., Brooklyn, 
as a franchised representative for its 
line of residential and commercial air 
conditioners and air conditioning com- 
ponents. 


Formation of a Waste King Uni- 
versal customer service division was 
recently announced. The department 
will direct a nationwide network or 
more than 450 franchised agencies 
and five company-owned operations 
trained to service all household and 
commercial appliances manufactured 
by Waste King and its subsidiary, 
Cribben & Sexton Co., Chicago. Rob- 
ert Clark, headquartered in Los An- 
geles, heads the division’s national 
staff of 125. 
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A new Sid Harvey company, Sid 
Harvey of Illinois Inc., opened its 
doors for business on April 1. It is 
located at 7147 W. Belmont Ave., Chi- 
cago 34. Dave Myers will head the 
new company. 


The Acragage instrument business 
of International Register Co., Chi- 
cago, has been purchased by Robert- 
shaw-Fulton Controls Co. Chief prod- 
ucts in the Acragage line are com- 
mercial indicating pressure and vac- 
uum gauges. Robertshaw will manu- 
facture the products at its Fulton 
Sylphon Division, Knoxville, Tenn. 


SEZ: 


Union Tank Car Co. recently pur- 
chased a major interest in Mechans 
Ltd., Glasgow, Scotland, a fabricator 
of storage tanks, spheres, pressure 
vessels and other metal and plastic 
products. Union will share ownership 
in the 98-year-old Scottish firm with 
Horseley Bridge & Thomas Piggott 
Ltd., Tipton, Staffordshire, England, 
from which Union acquired its inter- 
est for an undisclosed price. 


Eastern headquarters for sales and 
service of public safety and indus- 
trial communications products has 
been established at Fair Lawn, N. J., 
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A promotion 
that really means... 


PROFITS FOR YOU! 


Superflame’s big trade-in sale is only 
a part of the promotional support that 
can mean greater profits for you! 
With Superflame you get... 

@ THE MOST RECOGNIZED NAME FOR QUALITY 

@ SUPERIORITY IN DESIGN & PERFORMANCE 

@ MODELS FOR EVERY HEATING NEED 

@ AUTOMATIC ON-THE-FLOOR FORCED AIR HEAT 


an evel 
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Sup: 
Gas 


Local residential re- 
Strictions on rubbish 
disposal has created 
increasing 
demand for Super- 
flame incinerators. 


SMOKELESS 
7 flame ODORLESS 


INCINERATORS 


e BURNS NATURAL, MANUFACTURED OR 
BUTANE GAS 


@ COMPLIES WITH ALL SANITATION 
REGULATIONS 


@ SIMPLE, AUTOMATIC OPERATION 


QUEEN PRODUCTS DIVISION | 


KING-SEELEY CORPORATION | 
513 FRONT STREET os 


ALBERT LEA, MINNESOTA 
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by Motorola Communications & Elec- 
tronics Inc. The new center serves 15 
eastern and the District of 
Columbia. 


states 


Minneapolis - Honeywell Regulator 
Co. has prepared and published an 
“old timers” issue in connection with 
The 
“Trade 
Winds” contains a great deal of his- 


its 75th anniversary this year. 
14-page special issue of 
information on the 
industry. 


torical heating 


Hamilton Manufacturing Co. has 
appointed six new distributors for its 
line of washers and clothes dryers. 
They are: Mitchell-Powers Hardware 
Co., Bristol, Va.; The Raub Supply 
Pa.; The Glenwood 
tange Co., Taunton, Mass.; Worthen’s 
Inc., Las Vegas, Nev.; Arizona Hard- 
ware Co., Phoenix, Ariz.; and the Ari- 
zona Wholesale Electric Supply Co., 
Phoenix. 


Co., Lancaster, 


Accelerating its postwar expansion 
program, Borg-Warner Corp. plans to 
invest a record $34 million in new fa- 
cilities, machinery, and equipment in 
the U. S. and foreign countries during 
1960. 
72.6 per cent over the $19.7 million 
expended in 1959. The figures were 


This represents an increase of 


disclosed in a statement issued in con- 
nection with the release of the com- 
pany’s 1959 annual report. 


In celebration of its 2 millionth 
heating unit Temco is offering a “Two 
For -The Money Promotion” which 
culminates in National Temco Month 
in September. Temco distributors 
are offering premiums or additional 
incentives to Temco dealers, who in 
offering free Fieldcrest 
blankets to the consumer. In addition, 
distributor salesmen across the coun- 
try are competing for several Renault 
cars which will be awarded in Novem- 
ber at the Temco factory in Nashville, 
Tenn. 


turn are 


The Harris Calorific Co., Cleveland, 
Ohio, recently announced the forma- 
tion of a new company to be known 
as Harris de Mexico, S.A., with gen- 
eral offices and manufacturing facil- 
ities in Mexico City, Mexico. The offi- 
cers of the new company are Steven- 
son M. Taylor, president, David Cham- 
pion, vice president, and Victor M. 
Hernandez, general manager. 





Watch Elgin water conditioners 


increase existing customer sales! \ 


Prospects... your own route list. 
Possibilities... great! LP areas are 
generally hard water areas. Potential 
...unlimited, virtually untapped. 
Everyone needs a softener, only 
some more than others. 

Profit...non-competitive selling 
holds the price line, hikes profit. 
Factory support...all you need to 
succeed, including guaranties. 

LP dealers agree, ‘“There is no 
better line, nor better time to take 
it on!”’ 

See us at LPGA Convention Booth No. N-II 


Write for Re-sale Facts TODAY! 


Home Appliance Division 


Semi-Automatic 
Model 60 


Fully Automatic 
Model 50 


A complete line of 
automatic, semi-automaticand ™% 
manual water conditioners a 
to soften water, remove ee 
rust, and filter for & 
sparkling clarity. ¥e 


ELGIN SOFTENER CORPORATION 


243 N. Grove St., Elgin, Hlinois 
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If you need a reel to hold a short 
piece of hose, take a tip from Ikard 
& Newsom, Las Cruces, N. M. On 
its loading island the company uses 
the usual standard reel for the longer 
hose. But for a short piece of hose 
used for bottle filling, Ikard & New- 
som has welded an old automobile 
wheel onto the channel iron bumper 
frame which surrounds the small is- 
land. The short hose is easily and 
quickly wound about the wheel and 
is kept in order and out of the way. 
It’s simple, inexpensive and very 
effective. 


MERCHANDISING | 


A new, light weight display back- 
ground for multi-purpose dealer use 
is available from Janitrol Heating 
and Air Conditioning, a Division of 
Midland-Ross Corp. It is available as 
a basic 10-ft unit, with an auxiliary 
10-ft unit and can be used in both 
shows and showrooms. 


Utility Appliance Corp. has made 
available several new pieces of liter- 
ature and display aids for its Gaffers 
& Sattler evaporative air cooler line. 
They can be obtained through Util- 
ity’s Gaffers & Sattler World Head- 
quarters Building, 8111 West Beverly 
Blvd., Los Angeles 48. 


A program to double volume and 
profits for H. C. Little dealers and 
distributors was unveiled at the com- 
pany’s 1960 national sales conference 
held in LaPorte, Ind. Highlights were 
major expansion of the H. C. Little 
line, including new products; an in- 
tensified promotional program; insti- 
tution of a franchise plan; a national 
sales contest, extending throughout 
the year and culminating in trips to 
Hawaii. 
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Sales-service teamwork can overcome 
appliance headaches, say panelists 


Although they are a bread-and-butter item with a vast majority of dealers, 
appliances still seem to be a chronic sales problem for many others. 


Recently, in an attempt to define the problem better, BPN posed some ques- 
tions to a number of selected top dealers across the country. Summed up, 
the questions asked whether the following hypothetical situations were at the 
root of the trouble, and if so, how they might be overcome. The situations: 


First, inability to compete with discount houses. 


Second, servicing troubles. 


Third, burdensome appliance inventories. 


The questions proved to be thought-provoking. The replies in several cases 
were so detailed that they wouldn't fit in a single issue. Some were published 
in April. The remainder are presented this month. 


Leo. D. Kerber, sales 

Hicks- 

gas Supply Corp., 

Ill., thinks 

all the problems are 

valid. But he has so- 

lutions for all of them—particu- 
larly the discount house competi- 
tion: 


manager for 


Roberts, 


Leo D. Kerber 


The complaint that we can’t 
compete with the discount houses 
because we must give service to 
the customer, which costs money, 
is quite valid. In some cases, dis- 
count houses sell their appliances 
at approximately the price we pay 
for the same appliance. But under 
no circumstances should we discon- 
tinue selling appliances because of 
this. 

In most cases discount houses de- 
pend upon advertising and their 
cheap price reputation to draw the 
prospective customer to their place 
of business. So, generally speak- 
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ing, they do not have outside sales- 
men on their payroll. Hicksgas 
has 16 bulk plants where appli- 
ances are displayed and sold. We 
also have four sub bulk plants. We 
have a manager at each, and he is 
expected to sell, along with his 
many other duties. In most cases 
we also have a salesman at each of 
these plants. 

With these two men, plus our 
deliverymen and servicemen and 
installation men, we have quite a 
number of outside salesmen at each 
of our operations. This means that 
we are going to sell some appli- 
ances regardless of price. 

All employees of an L. P. gas 
operation should have thorough 
product knowledge. This leads to 
more sales. 

We should upgrade our 
manship. Explain to the prospect 
that even if he purchases the appli- 
ance from a discount house it must 
still be installed and serviced by 
someone, which basically adds to 
the cost. Explain our guarantees 
and the fact that we cannot ignore 
their complaints as a _ discount 
house often does. We are also de- 
livering gas to this customer so 
we are virtually married to him. 

As for trade-ins, our experience 
agrees with that of the dealer 
who says, “We make a profit on 
used appliances. It’s amazing how 
much a good appliance will bring 


sales- 


EVERYONE'S A CUSTOMER 


FOR 


A DEARBORN 

















” for me?” 


——, 


It’s just what the doctor ordered to 
avoid chilling drafts... provides com- 
fort for your customers in any 
condition. All your customers will 
agree, too, when you show them just 
a few of Dearborn’s outstanding fea- 
tures—the famous Cool Safety 
Cabinet, Hi-Crown burner that’s 
guaranteed for life, and, of course, 
the most stylish design in the indus- 
try. For good looks and good 
heating, Dearborn is tops! 


THERMO-THRUST 
BLOWER 


yr 


£ 
Puts a carpet of 
warm air across 
the floor, up to 
twice as much air 
delivery. Movable 
louvers allow 
directional warm 
air flow control. 
Standard on all 
Regency models. 


The Dearborn Regency is the world’s 
finest gas area heater. Lower, longer 
and loaded with sell-on-sight appeal! 


‘Henrhars 


Get details of Dearborn’s clean-cut selling 
policy from any of these regional sales 
offices: Atlanta, Chicago, Dallas, Los 


Angeles, San Francisco. QZ 


1960 Dearborn Stove Co., Dallas 




















PRODUCTS 


New Fineway 


LPG TRANSFER UNIT 


The modern way to transfer LPG 
from storage tank to tractor. Fast, 
easy, safe—transfers 10 gal. per min- 
ute. Twin compressor, oil separator 
and ', h.p. explosion proof motor. 


(6-V. DC—12-V,. DC-110-V. AC.) 


BRASS & COPPER STENCILS 


Made to your specifications. Size, 
number of letters, design determine 
price — estimates furnished. Send 
rough sketch with dimensions, 
wording, etc. An economical way to 
identify your tanks. 


Good advertising and quick identity 
of your tanks at low cost. Four 
colors with LPG flame emblem. Two 
sizes. 


RUBBER STAMP KITS FOR 
CYLINDER & TANK MARKNG 


The quickest and most clean-cut way 
to mark cylinders or customer tanks 
—complete with ink pad, ink and 
cleaner. Available with flame em- 
blem and hand set letters or special 
design. See catalog. 


Write for Fine Catalog No. 457 LP 


JVHE PRODUCTS Co. 


6240 OGDEN AVE 
BERWYN (Chicago Sub.) ILLINOIS 


’ 
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in the used market. It is my be- 
lief that used appliances can take 
the place of most low-end appli- 
ances that manufacturers have.” 

As for the complaint that ser- 
vicing is becoming more difficult 
and more costly, I fully realize that 
it is difficult to make a profit on 
service only. But we should never 
forget that by giving good service 
we have done more than satisfy our 
present customer. Good service 
also becomes an aid in securing 
new customers. 

Maybe in many cases the L. P. 
gas operator does not charge 
enough for the services of an ex- 
perienced, qualified serviceman. 

I think that it is highly impor- 
tant for the serviceman to sell the 
customer on the benefit he has ren- 
dered that customer, and then to 
attempt to collect the bill at that 
time. 

As for the complaint that “We 
must carry too large an inventory 
of appliances and parts,” it is very 
true. We are not happy about this, 
but in many cases the manufac- 
turer is quite slow in shipping 
parts, and when customers want 
service they want it right now. 


Charles Weiss, director of sales 
promotion for Petrolane Gas Ser- 
vice, Long Beach, Calif., thinks the 
dealer himself must shoulder some 
blame for excessive inventories. 
He says: 


Charles Weiss 


Inventory control is truly a real 
problem, but I believe one of the 
main reasons that it is a problem 
is due to our own anxiety to take 
advantage of quantity price breaks. 
Our own experience has indicated 
that many dealers purchase with 
the price in mind, rather than the 
sale program. Possibly, a little re- 


sistance by dealers to quantity 
buying, and more pressure on quan- 
tity selling, would help overcome 
the problem. 


As for the discount house buga- 
boo, Mr. Weiss thinks this is large- 
ly a phantom: 


| personally do not believe that 
discount houses in areas other than 
metropolitan areas are as big a 
problem as sometimes made out to 
be. 

I think we must recognize the 
fact that today’s market is very 
competitive and that service is the 
main item that L. P. gas dealers 
have to offer. True, it is expensive, 
buut we cannot exist without ren- 
dering service. 

Our entire sales program is 
based on this fact and our men 
are being trained to constantly 
stress service and gas appliances. 
We believe that if we can get our 
customers to believe in us and have 
confidence in the products we han- 
dle, we will at least get a crack at 
the appliance sale when the time 
comes. 

We might not get list price, but 
we will keep the customer using 
gas appliances. 

We in Petrolane are constantly 
attempting to increase the knowl- 
edge of our employees with the 
idea in mind that a well-trained 
and well-versed employee can be 
of real help to our customers in 
assisting them to make the right 
decisions when buying new appli- 
ances. 

We agree servicing is becoming 
more difficult, but again we believe 
training will help offset this prob- 
lem. I do not believe the manufac- 
turer can go too far in redesign- 
ing appliances for ease in servic- 
ing. Whether we like it or not, 
our electrical friends have made 
the public gadget-conscious. If we 
are going to compete, our manu- 
facturers must meet the gadget 
competition, which in many cases 
has turned into public demand. 

This, of course, is where our 
service problems come in. I agree 
it would be very fine if all the man- 
ufacturers worked together and 
standardized parts, but again com- 
petition comes into the picture, and 
I believe we are shooting for the 
moon! 
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Two other leading dealers con- 
tributed opinions that are well 
worth publishing, but their replies 
were phrased as direct answers to 
rather than as 
One was Clyde Cheatum, 
Coleman Gas Service Co. Ine., 
Wichita, Kan.; the other, J. H. 
Winton, Suburban Gas Co., 
Texas. 

What about discount house com- 
petition, and what can be done to 
overcome it? 


specific questions 
“essays.” 


Beau- 
mont, 


Clyde Cheatum 


Cheatum: Many customers do 
look at the first cost and expect us 
to meet the price and give free ser- 
vice on the appliance. They do not 
seem to expect this from other 
types of business. 

I feel service is the one place 
we can whip ’em, but we must 
work to make a profit on the appli- 
ance, 

As to the question of emphasiz- 
ing trade-ins, it may be possible 
for a good dealer to make a profit 
on used appliances, but we have 
never done so. Possibly it’s be- 
cause we did not take the time to 
condition them. 


J. H. Winton 


Winton: People are more money 
conscious and good used appliances 
are rare. The service problem is 
bad here for customers expect ser- 
vice on used appliances. 


How about the servicing prob- 
lems? 
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Cheatum: Servicing is or can be 
a problem. In many cases, proper 
explanation is not made by the 
installer in the first place. I think 
we could eliminate more than 50 
per cent of service calls by giving 
the customer better instructions. 
It is something we fight all the 
time. 

Winton: One difficulty about ser- 
vicing is that some dealers do not 
keep cost records and do not realize 
they lose money on it. They are 
bad competition for us. 


[t’s true that-servicing costs can 
easily mean the difference between 
profit and loss. We need an indus- 
try service policy for the benefit 
of everybody. 

As for giving the customer bet- 
ter instruction to eliminate nui- 
sance calls, this is an excellent idea 
and if followed carefully could 
eliminate many calls. 


Both men agreed that inventories 
could be reduced if manufacturers 
would shorten their product lines. 


Ha G-BOSS'for Safely! 


"GJ-BOSS” GROUND JOINT FEMALE COUPLING, STYLE X-34. 
Unequalled for strength, durability and safety on hose handling L-P 
Gas at bulk plants, on carloading rigs and other installations. All parts 
steel or malleable iron, thoroughly rustproofed. Furnished with super- 
strong “Boss” Offset and Interlocking Clamps. Ground-joint union be- 
tween stem and spud forms washerless, leakproof seal. Sizes Y" to 6", 
inclusive. Also available in washer type, Style W-16 and companion 
“Boss” Male Coupling, Style MX-16. Stocked by Manufacturers and 
Distributors of Industrial Rubber Products. 


DIXON Vile & Coupling ¢ Cb 


GENERAL OFFICES & FACTORY PHILADELPHIA 22, PA. BRANCHE 


BIRMINGHAM + LOS ANGELES - 


K IRON MP AN 


HOUSTON - DIXON VALVE & ¢ 


OUPLING CO 





Why LP Gas Dealers 
me, LLL 7777) 
Gas Boilers 


“TRY THIS 
TEST... 
and see the advantages of 


YOROJHERM S$ 


HORIZONTAL boiler sections 


This simple experiment shows how 
HYDROTHERM horizontal, cast-iron 
boiler sections trap more heat — de- 
liver greater value per LP gas dollar. 
Hot gases ascend along a “SD. sorts zig- 
zag path between successive, staggered 
rows of deep-ribbed boiler tubes — just 
as cigarette smoke (and heat) travel 
upward through the staggered fingers 
of your hands. 

The way to sell more LP Gas in to- 
day’s arn is to sell HYDROTHERM 

it’s easy to show why HYDRO- 
THERM transfers 40% more heat per 
pound of cast-iron than boilers having 
vertical sections — why it delivers low 
fuel consumption, quick heat response 
without override, uniform heat trans- 
fer, self- cleaning flue passages, and 
more compact design. 

When your customers see for them- 
selves . . they’ll ask for HYDRO- 
THERM — and you'll sell more gas. 
Send for the HYDROTHERM Cata- 
log today! 


11 SIZES FOR ACCURATE LOAD MATCHING 


HYDROTHERM offers the most 
complete line of residential, gas- 
fired, hydronic boilers available. 
There are 11 sizes from 50,000 to 
300,000 BTU/hr. input, for accurate 
load matching and maximum per- 
formance. They are factory as- 

sembled, complete with burner and the finest 

gas controls, for rapid, trouble-free installation. 


DROTHERM 


DEPT. cor ree NEW JERSEY 


FIRST IN HYDRONIC GAS HEAT 


| “I do not 


| ter of handling appliances. 





| ing loss tn profit caused the 
| carding of all appliances in many 


| now considering 
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think that ‘yearly’ 
changes should be made as these 
items are not traded as automobiles 
are,” says Cheatum. ‘‘Changes 
should be made as (real) improve- 
ments have 
and good.” 


been proven practical 


Winton added a postscript to his 
“IT am glad to see con- 
sideration being given to this mat- 
I think 
mistake for bu- 
dealers to take on 


comments: 


it was a serious 


tane electric 
appliances and believe the result- 


dis- 


cases. 


“When Winton Automatic Gas 


Co. entered into a merger in 1958 


known as 
we adopted the 
But we are 
selling ranges, 
heaters, ete. in standard 
No electric appliances will 


(all branches are 
Suburban Gas Co.), 
policy. 


now 
no-appliance 
water 


models. 
be considered.” 





Commissioner 


finally recognizes 
“postponed 
compensation” 


One of the better methods em- 


| ployed by companies to provide its 


upper-echelon employees and officers 


_with fringe benefits has been the 


"postponed compensation" plan, or 


| one of its variations. But Uncle Sam's 


tax men have had a way of consid- 


ering this compensation as current 


income, and taking a big, upper- 
bracket bite right out of the heart of 
it. 


Something new has happened to 


| change all this, says our tax expert, 
| former U. S. Attorney E. H. Mitchell. 


For years, high- 
salaried employees 
and self-employed in- 
dividuals with fluctu- 
ating incomes have 
sought, unsuccessful- 
ly, a clear cut and dependable for- 


COUNSEL 
AT YOUR 
ELBOW 


mula for reducing income taxes by 
spreading out compensation. The 
necessity usually arises when you 
are suddenly faced with a substan- 
tial bonus or other additional com- 
pensation. You know that 50 to 91 
percent of it will go to Uncle Sam 
if all is received in a single year’s 
time. 

Until this year (1960), the Rev- 
enue Service has declined to for- 
mulate rules or tests that might 
clarify matters to some extent, and 
has gone on resolving alleged 
doubts in favor of the Government. 
The result has been considerable 
litigation and a multitude of con- 
fusing decisions. 

Much of this uncertainty is now 
dispelled by five concrete Revenue 
Service rulings officially designated 
“Revenue Ruling 60-31,” just re- 
leased (I.R.B. 1960-5, p. 17; 1960 
C.C.H. par. 6297). It carefully 
describes three plans or arrange- 
ments for successfully spreading 
compensation (for income tax pur- 
poses) over several years. It does 
this in spite of the application of 
the two old specters, known as 
“constructive receipt” and “equiv- 
alent of cash.” Here, in brief, are 
the three successful plans for 
spreading compensation. 


Plan 1—By an employment con- 
tract Brown agreed to work in an 
executive capacity for the X com- 
pany for His salary was 
fixed at a stated, substantial sum 
per year, plus an additional de- 
ferred compensation of $10,000, 
annually, the latter amount to be 
credited by the company, each year, 
to a reserve account and there al- 
lowed to accumulate. Five equal, 
annual payments of this deferred 
portion were, by the contract, made 
to commence only upon (a) termi- 
nation of the employment, (b) the 
taxpayer’s disability, or (c) the 
taxpayer’s becoming a part-time 
advisory employee. 


5 years. 


X Company was “under a merely 
contractural obligation to make the 
(deferred) payments when due,” 
and there was no intent “that the 
amounts in the reserve be held by 
the corporation in trust for” 
Brown. There was “no specific pro- 
vision , for forfeiture” of his 
future right “to distribution from 
the reserve.” 
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Plan 2—Smith is an officer-direc- 
tor of A Company. The company 
has a plan whereby it sets aside a 
percentage of its net earnings each 
year for making future payments 
of additional compensation to cer- 
tain key men for current services. 
Each year his share is credited to 
Smith’s account. The accounts of 
these key men are also credited by 
A Company with the accounts’ in- 
vestment earnings, if any. 

Under the plan, deferred annual 
distributions will equal a _ stated 
percentage of the credit in Smith’s 
account, and these payments are 
made to begin only (1) when he 
reaches 60 years of age, (2) when 
he resigns, retires or dies, or (3) 
when he becomes disabled. 

The company’s obligation to 
make such distributions is made 
contingent (a) upon Smith’s not 
competing with it, (b) upon his 
availability as an advisor and con- 
sultant, and (c) upon his retain- 
ing and not incumbering “his in- 
terest or benefit under the plan.” 

The Service goes on to point out 
that under the plan, A Company is 
“under a merely contractual obli- 
gation to make the payments when 
due,” and that “the parties did not 
intend that the amounts in each 
account be held by the corporation 
in trust for the participants.” 

As to each plan, the Service em- 
phasized two important factors: 
first, that the employers’ obliga- 
tions were “merely contractural’”— 
that is, unsecured and not the 
“equivalent of cash’; and second, 
that the mere advance or current 
crediting of deferred compensation 
on the companies’ books does not 
constitute “constructive receipt” 
since it was not intended that such 
credits should be held by the com- 
panies in trust for the employees. 
Neither Brown nor Smith had any 
“immediate right to the current 
bookkeeping credits. Nor did either 
have vested or enforceable rights 
to deferred payments until such 
payments became due. 

Accordingly the Service held the 
two deferral plans to be effective 
in postponing receipt of income to 
lower-bracket tax years. So you 
will be safe if you follow one or 
the other of these plans. 


Similar views were expressed in 
respect to a self-employed author’s 
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BENCH TYPE OVEN 
FURNACES for heat 
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) heats like... 
is more modern than... 
is more economical! than... 
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FTER |\ INDUSTRIAL Gas 


mao. us eat rnc =a \ BURNERS & FURNACES 


— Using Only Low Pressure Gas 
for Clean, Fast, Quiet Heat-Up at Lowest Cost! 
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PIPE BURNERS for even heat distribution 
in any capacity. 


wnect TO — 





NOZZLE BURNERS for all capacities 
up to 144 million BTU's. 


2, 





treating and pre-heating. 


Temperatures to 2000° F. 


RING BURNERS 
for all capacities up 
to 500,000 BTU’s. 


Est. 1911 


CHARLES A. HONES, INC. 


133 So. Grand Avenue, Baldwin, L.l., New York ¢ BAldwin 3-1110 


“BUZZER” Burners & Furnaces for Heat Treating, Melting, Soldering 


THE COMMON STOCK OF 
SUBURBAN GAS IS NOW 
ADMITTED TO TRADING 
ON THE NEW YORK STOCK 
EXCHANGE AND THE PACIFIC 
COAST STOCK EXCHANGE. 
THE TICKER SYMBOL 

IS SUB. 
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2021 NO. TOWNE AVE. 
POMONA, CALIFORNIA 
An LP Gas distributing 
company serving approximately 
75,000 customers through 


1] 


7 marketing plants in the 


eight western states. 











USE HANDY 


Llisco 


REG UV S PAT OFF. 


BRUSH TOP CANS 


Sturdily constructed, leakproof, ELLISCO Brush 


Top Cans are 
easier to apply 
detectors and 


these cans because: 


e they save time and trouble, are convenient, 
easy-to-carry, always ready for use. 


e high quality 


in use because it remains immersed in the 


e brushes are firmly attached to screw caps. 


Eleven different ELLISCO Brush Top Cans are in stock 
rompt shipment. Capacities are from 3 oz. 
rite, wire or call for complete information. 


GEORGE D. ELLIS & SONS, INC. 


4040 N. American St., Phila. 40, Pa. 


ready for 
to 1 qt. 


for applying pipe dope, touch-up 
paint, leak detectors 
and similar liquids 


specially designed to make it 
pipe dope, touch-up paint, leak 
other liquids. Everyone likes 


brush won't dry out when not 





BAldwin 3-3405 
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contract with his publisher con- 
cerning a deferred royalty arrange- 
ment. The same tests and rules 
were applied with the same result. 
This was Plan 3 under the ruling. 

Plan 4 professional 
football player and Plan 5, a pro- 
Each deferment 
plan was rejected by the Service. 
The amounts were “constructively 
received” in a prior year; one be- 
was irrevocably and un- 
conditionally paid then to an es- 
crow agent or trustee for the tax- 
payer’s benefit; and the other be- 
cause it was then owned by him as 
a joint adventurer or sort of part- 
ner, Where 


possession of all. 


involved a 


fessional boxer. 


cause it 


possession of one is 

It is now clear from Ruling 60-31 
that the Service will approve post- 
ponement of taxes on deferred com- 
pensation, provided: 


1—The arrangement is made be- 
fore the compensation is 
earned; 


The payor’s. obligation is 
merely a promise to pay when 
the payments become due; 


The taxpayer has no imme- 
diate right to receive pay- 
ment or any other right or 
interest in the deferred pay- 
ments until they become due 
under the promise; and 


4—No fund, trust or escrow is 
set up to secure the promise 
to pay. 


Strictly follow these rules and 
tests and you will hereafter safely 
hurdle those obstacles known as 
“constructive receipt” and “equiva- 
lent of cash.” It is recommended, 
of course, that the drafting of any 
deferred compensation plan be han- 
dled under the guidance and advice 
of your tax attorney. 


BPN recommends 
guide for speakers 


Whether your only speeches are to 
a crew of two drivers every morn- 
ing or whether you frequently ad- 
dress all sorts of groups, your 
ability to speak interestingly, con- 
vincingly, and effectively is per- 
haps the most important key to 
your success. 


Executive Public Speaking Tech- 
niques — Harry Simmons; 226 
pages, $5; Chilton Co.—Book Di- 
vision, Philadelphia 39, Pa. 


Since this book is 
published by the pub- 
lishers of BPN, we 
have tried to lean 
over backward to be 
impartial in this re- 
view. So taken are we with this 
book, however, that we feel we 
would be doing a disservice to our 
readers if we did not enthusiasti- 
cally recommend it. We honestly 
believe it’s the best we’ve seen on 
the subject! 


BOOKS T0 
HELP YOU 
MANAGE 


To begin with, Harry Simmons 
is not just another man who has 
written a book. He already has 26 
books (on speaking, personal de- 
velopment, management, and sell- 
ing) under his belt. A consultant 
and lecturer, he has delivered hun- 
dreds of speeches, has written 
hundreds of feature articles and 
columns for top management maga- 
zines, and has taught university 
classes. 

Expert though he be, Simmons 
does not sit back and pontificate. 
Throughout the book, he calls in 
dozens of other experts to give 
valuable hints and insights. 

The result is almost all meat 
with a little dessert thrown in. 
You’ll find such to-the-point mate- 
rial as: seven ways to overcome 
your fear of speaking, 120 stimula- 
tive ideas for executive speeches, 
and a 24-point checklist for sales 
meetings. Interspersed are the 
dessert tid-bits, an anecdote here, 
an encouragement there. Moreover, 
the very complete table of contents 
enables you to read just what you 
need, and to quickly refer back 
when the occasion demands. 
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CALENDAR 


All associations 
are invited to send 
in the dates of their 

forthcoming meetings 


1960 


May 1!-4—National LPGA Convention 
and Trade Show—Conrad Hilton Ho 
tel, Chicago. 


May 9-l!—National Tank Truck Car 
riers Inc. Annual Convention and 
Tank Truck Equipment Show—Hotel 
Mork Hopkins, San Francisco, Calif. 


May 16-18—Central States L.P. Gas 
Carburetion School — Kansas State 
University, Manhattan, Kans. 


May 16-20—NFPA Annual Meeting 
Hotel Queen Elizabeth, M« 
Que. 


May 22-25—Industrial Heating Equip 
ment Association Inc. Annual Con- 
vention—The Homestead, Hot Springs 
Vo. 


ntrea 


May 23-24—Suburban Propane Utilit 
Gas Dealers’ Convention Poland 
Spring House, Poland Spring, Maine 


May 26- Maryland LPGA Convention— 
Lord Baltimore Hotel, Baltimore, Md. 


May 29-31 — Mid-South District LPGA 
Convention and Trade Show — Pea- 
body Hotel, Memphis, Tenn. (Ar- 
kansas and Tennessee will hold their 
annual state meetings during this 
convention 


June 2-3—Institute of Appliance Manu 
facturers Convention Netherland 
Hilton Hotel, Cincinnati, Ohio. 


June 5-l0—Florida LPGA_ Technical 
Conference University of Florida, 
Gainesville, Fla. 


June 6-9—lowa Midwest L. P. Gas En 
va State College 


aine chool—low 


Ames, lowa. 


June 9-l1—Western Liquid Gas As- 
sociation Coe nvent n and Trade Show 
—Statler Hotel, Los Angeles, Calif. 


June 12-13—Butane-Propane Institute of 
Louisiana Annual Convention—Mon 
teleone Hotel, New Orleans, La. 


June 13-15—American Society of Heat 
ing, Refrigerating & Air Conditioning 
Engineers Annual Meeting — Van 


couver, B. C., Canada. 


June 13-15—2nd Annual Mo-lll L. P. 
Gas Exposition—Chase Hotel, St. 
Louis, Mo. 


June |I6—New Jersey LPGA Summer 
Outing—Riverton Country Club, Mer 
chantville, N. J. 


June 20-22—2nd Annual Ohio LPGA 


Service School, Ohio State University 
Colum'>us, Ohio 


May, 1960 


June 26-28—Minnesota LPGA Summer 
Convention—Grand View Resort near 
Brainerd, Minn. 


June 27-28—Montana-Wyoming LPGA 
Joint Convention —Jackson Hole, 
Wyo. 


July 17-19—Colorado LPGA Convention 
—Boulder, Colo. 


July 24-26—Alabama LPGA Conven- 
tion—Grand Hotel, Point Clear, Ala. 


August 7-9—New Mexico Convention 
and Trade Show—Albuquerque, N. M. 


August 14-16—Kentucky LPGA Conven 
tion—Kentucky Hotel, Louisville, Ky. 


August 21-23— Idaho, Nevada Utah 
Tri-state Convention and Trade Show 
Shore Lodge, McCall, Idaho. 


September | 1-13—Florida LPGA Annual 
Convention — Hotel Robert Meyer 
Jacksonville, Fla. 

September 16-17—Wisconsin LPGA Fa 
Convention, Maxwelton Braas Coun- 
try Resort, Bailey's Harbor, Wisc. 


October 11-12—Northeast LPGA Con 
vention—Ambassador Hotel, Atlantic 
City, N. J. 

October 17-21—48th Annual National 
Safety Congress. Sessions on indus- 
trial safety scheduled for the Conrad 
Hilton, Pick-Congress, Sheraton Tow 
ers, Morrison and LaSalle hotels; traf- 
fic safety, Pick-Congress; commercial 
vehicle and transit safety, LaSalle: 
farm safety, Palmer House; and 
school and college safety, Hamilton 

| 


Chicago, Ill. 
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BEAUTY AND 
ee) ite) ai 
INSURANCE 


ne 


Set the New Armstrong 200 
Series Vented Gas Heaters beside 
a modern Hi-Fi console and you'll 
agree “it's at home in any home” 
—with any furnishing decor. 

It's Armstrong beauty that closes 
sales and rings your cash register. 
AGA Approved—Sizes 15M to 30M 
btu—Finest drill port, cast burner 
—Optional controls. 

Beautifully finished in durable, dark 
tan ‘“‘Mochatone” enamel! and gold 
silicone enamel expanded metal 
front. 

Write or wire for information on a 
truly complete line, 8,000 to 70,000 
btu’s, vented and unvented. 


Armstrong Products Corp. 


Huntington 12, W. Va., Tel. JA 3-0165 


ELIMINATE 
"LP" Cylinder 


Deterioration 
caused by 


Foot Ring Rust 


with SPATZ- 
FORMULA L-122 
Cylinder Saver 








Now ...a 100% 

PLASTICIZED 
PHENOLIC 
Black Coating 


* Safe-Sure protection against 
the elements of Fungus — 
Earth Organisms—Bacteria & 
Humidity that cause rust. 

* “Cylinder-Saver” may be ap- 
plied directly over rust ... no 
surface preparation necessary. 
Simple to apply with Linen 
3ristle Mop. 

* Cuts “LP” Dealers Cylinder 
Maintenance - Replacements 
COSTS PRACTICALLY IN 
HALF. START SAVING 
YOUR CYLINDERS TODAY. 
For complete details and the 
name of the SPATZ salesman 
who serves you, write 


SPATZ 


PAINT INDUSTRIES, INC. 
5237 Manchester Ave. 
St. Louis (10), Mo. 


% See our demonstration 
at the LPGA Convention 
in Chicago May 1-4, 
BOOTH 153 





CLASSIFIED Advertising 


All Classified Advertising payable with order. 
Copy must reach publisher’s office prior to 
the ist of the month preceding publication. 
Address: Classified Advertising Materials, 
BUTANE-PROPANE News, 198 S. Alvarado 
Street, Los Angeles 57, Calif. 





UNDISPLAYED Wary wen hogy A ane a word. 
Set in 6 pt. type without border. $3.00 minimum 
DISPLAY CLASSIFIED aenee oa insertion. If Blind Box number care 


$12.00 a column inch per issue. Choice of 18, of B-P News is used, count as five words. 


ae, “4 bang | type for se = POSITION WANTED. Undisplayed rate is 
wi pt. border. aximum ac size . % ble i vance. 
cuts permitted. Publisher will set ad for ae eee Senn ee ee er 
maximum effect in space purchased. DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
undisplayed ads. 














SITUATIONS WANTED 
CREDIT MANAGER HAS DEVELOPED 


systematic plan of credit management and wants 
art time position with dealers in western states. 
Jealers reply to W. E. Locke, 3401 Balboa, San 
Francisco, Calif. 


CANADIAN MOVING TO SOUTHERN 
CALIFORNIA next June, will be looking for 
sales or administration work with propane con- 
cern or appliance manufacturer. 11 years’ di- 
versified sales and administration experience 
33 years old, married with children. Have you 
anything to offer? Reply Box 26, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 


Angeles 57, Calif 





I PRESENTLY HOLD A TOP MANAGEMENT 
position in a good sized LPG Company, have BS & 
MBA Degrees Am now functioning as General 
Manager with all the consequent duties of long 
term financing, controlling all the general functions 
of our retail and wholesale divisions, purchasing, 
personnel, et¢ My 13 years experience cover start- 
ing at the bottom as a 100 lb. cylinder delivery 
man up into service, eales, bulk, dealer work, 
plant design and construction, industrial and car- 
buretion work. My age is in the low 30’s and 
am married with family. Will relocate anywhere 
if challenge is there. Reason for desiring to do 
so is purely personal 


Reply Box 23, BUTANE-PROPANE News 
198 So. Alvarado St., Los Angeles 57, Calif. 














HELP WANTED—Cont. FOR SALE—TRUCKS - TRAILERS - Cont. 





OFFICE MANAGER FOR SMALL L.P.G. HAUL MORE PROPANE AND _ LESS 
business in Northeastern Illinois. One bedroom STEEL! LOAD AND UNLOAD FASTER! 
home on premises, must be willing to do_all Save the annual Federal tax on trucks that 
the details in connection with running the office. weigh more than 13,000 lbs! Users praise _the 
Excellent references required. Send complete Nor-Tex 2500 WG Single Barrel Payload Spe- 
resume in first reply, age, salary expected, edu cial of 202B X-rayed material and stress re- 
cational background, etc. W. Schmidt, 2548 lieved Weighs only 12,890 lbs ommeeny 
1. E. 26th Terrace, Ft. Lauderdale, Florida. equipped with High Flow Plumbing, Meter, 
: Hose, Hose Reel, Fire Extingisher and mounted 
on cab-forward truck with 108” cab to axle di- 
LPG SALES ENGINEER mension. Increased capacity pump boosts de- 
liveries to 50 GPM. Vapor manifold permits 
National designer and manufacturer of ener cmamteneane loading and camamnn of twin 
= at? tanks with either compressor or hqui pump. 
LPG Domestic, Storage, and Transport These popular, carefully engineered and sleek 
Vessels requires services of thoroughly designed Nor-Tex Single and Twin units are 
experienced salesman with wide follow- proguced in four attractive models The “Stand: 
: P ard’—the “Custom”—-+the payload “Special” an 
oS dealers and transporters. the “Deluxe.’’ That’s not all! Twin units, up to 
Salary, commission and expenses, Re- 2000 WG, are mounted on 85” cab to axle. Start 
quire two men—one, Dallas based for hauling Bore gas snd leas steel. Do it profit- 
. ° : ably and in much less time. Phone, wire or 
State of Texas; the other man_will be pe yo prices now. NORTH TEXAS TANK 
based to sell Minnesota, the Dakotas, CO., Denton, Texas. Phone DUpont 2-5416 
Montana, Wyoming and Nebraska. Send 
complete resume—photo, education, NEW AND USED DELIVERY UNITS— 
work background and references . . . 200 and, 250% WP. 1000 —- to 3800 pal. 
ae lon, single and twin barrel. $1500. up. 
to E. E. Garnsey, VP Charge Sales, «CHUCK SUPPLY CO. P.O. Bos 15333, 
TRINITY STEEL CO., INC. Fort Worth, Texas. Pho. JE 6-2848. 
P. O. 7 AN ia 
= ws ans Winn 1—5500 W. C. PROPANE—built 1953. Rego 
axles, 10:00x20 Rubber, air, Budd wheels, 


























HELP WANTED 


EXPERIENCED L. P. CARBURETION 
SALES & SERVICE MAN. Must be able 
to install and service all types of Carburetion, 
set up a Sales Program and train Branch Man 
agers. Excellent opportunity with large West 
Coast retail and wholesale L.P. Gas Company. 
Furnish complete details including recent photo. 
Reply Box 24, BUTANE-PROPANE News, 
198 So. Alvarado St., Los Angeles 57, Calif. 





WANTED: FULLY EXPERIENCED MANU- 
facturers_ Representatives Wall and Standing 
Built-in Ranges, and standard stoves all types. 
Box 1634, Muskogee, Oklahoma. 


oan tire ag m eee ee vale. Remae 
landing gear. Excellent condition. oto avail- 
FOR RENT or LEASE able. — bf M Propane. Single axle, 
Cast wheel, 10:00x ubber— , spare 
6,508 va Pes ag ea ANE ey gee for eariien, $2,000.00. Keeth Gas Con Inc., Box 
sale, rent or lease. inancing an nst. t Ovi ico. 
available. Reply Box 16, BUTANE-PROPANE 1177» Lovington, New Mexico 
News, 198 So. Alvarado St., Los Angeles 57, 
Calif. TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or vo ig Bae | me — 
FOR _— © maximum pay e latest 
SALE TRUCKS - TRAILERS a aaa th seat truck, 
USED. PROPANE DELIVERY TRUCKS, eS eee ee oe 


1200 GALLONS W. C. Presently in use and LMC PAYLOADER 

being replaced with larger units. United Pe- Contact Lubbock Machine & Supply Co., 
troleum Gas Co., 4820 Excelsior Blvd., Minne- Inc., Drawer 1589, Lubbock, Texas 
apolis 16, Minnesota. 























PLANT MANAGERS 
$500 to $1000 PER MONTH 


Rapid and continuing expansion of 
leading Western LP Gas marketer has 
created immediate openings for fully 
experienced Plant Managers’ with 
proven ability who wish to live in the 
western states. 

These unusual opportunities require 
complete knowledge of bulk plant op- 
eration, carburetion, farm and indus- 
trial application of L.P.G. and experi- 
ence with all types of gas equipment 
and appliances. 

Excellent opportunity for future ad- 
vancement to larger plants or 
vanced supervisory assignments 
commensurate increase in earnings. 
Starting salary will be in accordance 
with the size plant your qualifications 
prove you are capable of handling. 
Excellent and complete employee 
fringe benefit program. Mail complete 
resume of experience and personal 
background with recent photo to: 


BOX #20, BUTANE-PROPANE News 


198 So. Alvarado St., Los Angeles 57, Calif. 


AU applications confidential pending personal 
interview. 








HURRY! SAVE NOW 
ON USED TRANSPORTS! 


A good selection of blimps and neck-down mod- 
els are now available, ranging in size from 
6800 W. G. to 7500 W. G. All have been com- 
pletely repainted and refinished. Tires are in 
good condition and all are equipped with ad- 
justable upper 5th wheel. $750 down, balance 
$196 per month. 


SUPPLY LIMITED . . . FIRST COME, FIRST SERVED . . 
call or write today! 


TRINITY STEEL CO., INC. 
4001 IRVING BLVD., DALLAS 12, TEXAS Phone: FL 7-3961 
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CLASSIFIED ADVERTISING 








FOR SALE—TRUCKS - TRAILERS - Cont. 





NEW AND USED—200 & 250% W.P. trail- 
ers—5000 gallon to 10,600 gallon. $2295.00 
up. Will take your old unit in trade and fi 
nance balance up to five years. We_ give 

ORE o your old trade-im PAT & CHUCK 
SUPPLY CO., P. O. Box 15333, Fort Worth, 
Texas. Pho. JE 6-2848. 


1050 GALLON SINGLE BARREL tank com 
plete pump, etc., on 1953-170 International 
truck. Will trade or finance. L & L Motor 
Co., 1813 E. Cypress, Enid, Oklahoma 


1959 FORD F600, 154” W.B., ‘Custom Cab 
Nylon tires, low mileage. 1200 W.G. Twin 
Barrel Butane Delivery truck complete. Re- 
— with larger rig. DeLaughter Butane Co., 
ne., Sparkman, Arkansas. 





2069 W. C. 250# TANK, Print-O- 
Meter, 50 GPM Smith Pump, 100’ 1” 
hose on electric reel, on 1955 2% ton 
Ne 8 Studebaker, 5-speed transmission, 
2-speed axle, Century carburetion. 4 
new 12-ply tires on rear. This heavy- 
duty Unit now in service at 


LIBERTY PROPANE CO. 
Arcata, California $3,000.00 





BUSINESS OPP. OFF.—Cont. 


FOR SALE: LPG, ANHYDROUS AM- 
MONIA, and Petroleum Products Jobbership 
Will sell any one or all of these businesses, 
located in Panhandle of Texas. Reply Box 

BUTANE-PROPANE News, 198 So. Alva- 
pos St., Los Angeles 57, Calif. 








BUSINESS OPPORTUNITIES WANTED 





WANTED TO PURCHASE: RETAIL LP. 
GAS business in Midwestern or Southeastern 
states. Reply Box 13, BUTANE-PROPANE 
Rews 198 cf Alvarado St., Los Angeles 57, 





WANT TO BUY L. P. RETAIL GAS busi- 
ness on West Coast. Reply Box 22, BUTANE- 
PROPANE at 198 So. Alvarado St., Los 
Angeles 57, Calif. 





WANTED—MISCELLANEOUS 


STORAGE TANKS, ONE OF 1,000 water 
gallons capacity and other of 1,500 water gal- 
lons capacity, both for 250 lb. pressure. State 
price, name of manufacturer and all details 
to: Central de Gas, Apartado Postal #491, 
Chihuahua, Chih., Mexico. 








BULK TRUCK UNITS 


NEW UNIT, ready to roll, at $6500 
can be financed (we carry our 
own paper) for $650.00 DOWN 
and 36 payments of $187.54, 
INCLUDING INTEREST. 
Immediate delivery all sizes with 
any make truck. 
Used Units also. We Trade. 
Preston Grace 


WHITE RIVER DISTRIBUTORS 
Ph Ri-3-2374-Batesville, Ark. 











WANTED: 30,000 GALLON USED TANKS. 
Will consider 18,000 gallon also. Reply to Mid- 
west Bottle Gas Co., 119 North 3rd Street, 
LaCrosse, Wisconsin. 





WANTED: USED 1400 GALLON or larger 
delivery tank. Reply Box 18, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 


WANTED 


USED 500 and 1000 


Galion Propane Tanks 
WRITE or CALL 


GRASSO BROS. 
8000 Reavis Barracks Rd., St. Louls 25, Misseurl. 

















FOR SALE—TANKS - CYLINDERS 








MOTHBALL PLANT 


All or Part! Never used yet kept new with 





FOR SALE—MISCELLANEOUS 





DECALS MADE FOR TRUCKS, ng ly 
Small or large quantities. Ca’ 
) al Co., 827 S. Harvey, Oak Park, 





ee en!! Will relocate as complete 
= 4 ee or bottle gas plant with excel- 

Illinois present location available!!! 
RA . two 30 M propane tanks; vaporizer, 
ete.; compressor; pumps; T.C. & T.T. risers; 9 
Fence; ete., ete 


Box 12, BUTANE-PROPANE News 
198 Se. Alvarado St., Los Angeles 57, Calif. 








PROPANE GAS SYSTEMS 


“Listed by Underwriters’ Laboratories, 
Inc.” If you use as many as one load 
of tanks per year, it will pay you to 
contact us. Distribution throughout the 
Mid-West and Southern states. 


LOWRY TIMS COMPANY 
Quality Steel Products Division, Cleveland, Miss. 








SKID TANKS 
— IN STOCK NOW — 
3000 gallon size built especially rugged for 
oil field use. Write, wire or phone 
Lubbock Machine & Supply Co., Inc. 
P. O. Drawer 1589 
Lubbock, Texas 














BUSINESS OPPORTUNITIES OFFERED 


LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest. 
Have number desira : lants a sale. OLE 
BRODD, PETROLE MARKETERS, 605 
Produce Bank Den pwn Sg Minnesota. 





May, 1960 





FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Company, 
P.O. Box 396, Beloit, Wisconsin. 





FOR SALE: BAKER ALCOHOL PUMPS. 
A must if you are in the gas business. Sure 
cure for moisture problems. Hydraulically de- 
signed for injecting alcohol into propane-butane 
tanks against pressure. Send $59.95 for pump 
complete with fitting. Baker Engineering, 
Malone, New York. 





SERVEL GAS REFRIGERATORS 


S400A—4 cu. ft. 
BN600A—6 cu. ft. 
S600A—with Cross-top Freezer 


Used: Guaranteed in good operating order. 
Excellent condition. Low delivery cost any- 
where. Send for illustrated folder NOW. 


BEACH REFRIGERATOR CO. 


196-11 Northern Bivd. Flushing 58, N. Y. 
Phone Flushing 7-616! 














FOR SALE—MISC.—Cont. 


DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie 5 a a Com- 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect RO-5-9229. 


SURPLUS EQUIPMENT DISPOSAL—Pro- 
tane Materials Warehouse, Erie, Pennsylvania. 
A wide assortment of useful items including: 
T & P relief valves, burner p « torches, tips, 
electrical equipment, Kemp Carburetor, valves, 
electric hoist, Viking pumps, straight and taper 
shank drills, stove bolt, machine and pipe taps, 
tools, plated machine and stove bolts. All rea- 
sonable offers considered—Send for list of items 
of interest. The Protane Corp., 302 E. 131st, 
Cleveland 8, Ohio. Service Engr. Dept., Phone: 
GLenville 1-5220. 











SERVEL REFRIGERATORS 


446 cu. ft.—U-type Evaporator 
6-7-8 cu. ft. Cross-top Freezer 


Clean—Guaranteed—Low Cost Shipping 
FRED A. BROWN COMPANY 


170 W. Cumberland St., Phila. 33, Pa. 
Est'd i918 Call Collect RE 9-1130 














PROFESSIONAL SERVICES 


LET MY 32 YEARS OF PRACTICAL “LP” 
experience assure you maximum profits. Equip 
ment revisions, property evaluations for salee 
or refinancing, Ly Fe Cancel I suits a 

lied. Cam: anagemen 
Cooneaite, 821 Techies Ave., Webster roves, 
Mo. 








PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed ond Installed 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Florida, 
Georgia, Kansas, Louisiana, Mississippi, 
New Mexico, Oklahoma and Texas. 


PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 


P. ©. Box 1662 Houston, Texas 














BUSINESS RECORDS 


BUSINESS RECORD FORMS. ALL- 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de- 
liveries. 1000 sets (3 part) im yinted with name, 
address and telephone. $18. r 1000 sets. 
Advise make of meter. SEGRE pay ave 

TEMS, Dept. BP WOODSIDE 77, L. _Y. 


SERVING 20,000 PETROLEUM COMPA- 
NIES over 30 years with troleum price 
cards, customer reminder Eze-Stik labels, tele- 
phone call—service order—L/P metered deliv- 
ery invoices, Eze-Snap Service Form, Duralu- 
minum ticket holders, Sort-O-Matic "Rack, etc. 
Write us for details, no obligation. DEGREE 
DAY SYSTEMS, Dept. BP., WOODSIDE 
77, NEW YORK 


NOW! BE FIRST TO GUARANTEE 
‘AUTOMATIC” LP-GAS DELIVERY! Gas 
delivery whenever customer’s tank gets low. 
The HIDY Degree-Day Recorder keeps you 
accurately informed of customer's supply on 
hand. Lets you schedule deliveries more ¢ 
ciently and save 30% of wae and book- 
keeping costs. Write ‘tee free details in Booklet 
CBM. And we'd like to know if you’re now 
using a degree day system. HIDY-BROWN 
a Co., 6988 Five Mile Road, Cincinnati 
30, io. 
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Advertisers 


This advertisers’ index is published as a convenience and not as part of the advertis- 
ing contract. Every care will be taken to index correctly. 





“These advertisers carry additional information on their 
products in the 1959 Butane-Propane Catalog. 





for errors or failure to insert. 


*ACF Industries, Inc. 
American Car & Foundry Div. 


American Machine & Fdry. Co., 
The J. B. Beaird Co., Subs. 


*American Meter Co., Inc. 
Anchor Petroleum Co. 
Anco Mfg. & Supply Co. 


Arkla Air Conditioning Corp. 
Humphrey Div. 
Gaslite Div. 


Armstrong Products Co. 
Ascot Hot Water Heaters, Inc. 


*Baso, Inc. 
*Bastian-Blessing Co., Inc. 
Beacon Petroleum Co. 


Beaird, The J. B., Co., Inc., Subs., 
American Machine & Fdry. Co. 


Beam Products Mfg. Co. 


*Bendix Aviation Corp. 
Zenith Carburetor Div. 


Betts Machine Co. 
Blackmer Pump Co. 
Blue, John, Co. 


Brunner Div., Dunham-Bush Co., Inc. 


Burroughs Corp. 


*Century Gas Equipment 
Marvel-Schebler Prods. Div. 
Borg-Warner Corp. 


Charles Machine Works, Inc. 


Chevrolet Motor Div. 
General Motors Corp. 


*Cities Service Oil Co. 
Coleman Co. 


Corken's Inc. 


Day & Night Mfg. Co. 
Dearborn Stove Co. 
Dixon Valve & Coupling Co. 


Elgin Softener Corp. 

Ellis, Geo. D., & Sons, Inc. 
Ellis Manifold Co. 

Empire Stove Co. 


Fine Products Co. 

Firestone Tire & Rubber Co. 
Fisher Governor Co. 

Fisk Trailer Sales Co. 

Ford Motor Co. 


Gas Equipment Mfrs. Assn. 
General Controls Co. 
General Gas Light Co. 


General Motors Corp., 
Chevrolet Motor Div. 


General Processing Corp. 


Grayson Controls Div. 
Robertshaw-Fulton Controls 


Griffiths, E. F., Co. 


Hamilton Manufacturing Co. 
Hannay & Sons, Inc., Clifford B. 
Harper-Wyman Co. 
Hidy-Brown Recorder Co. 

| *Hones, Chas. A., Inc. 


8,9 
14 


Hydrotherm Inc. 
49, 50 


106 Illinois Iron & Bolt Co. 


105 
J & S Carburetor Co. 


Johnson Machine Shop 


King-Seeley Corp., 
Queen Prods. Div. 


| *Linde Co., Div. of 
Union Carbide Corp. 


Locke Stove Co. 
Lubbock Machine & Supply Co. 


No allowance will be made 


81 


Third Cover 


*Magic Chef Div., Dixie Products 
Martin Stamping & Stove Co. 
Master Tank & Welding Co. 
McQuay-Norris Mfg. Co. 


Minneapolis-Honeywell Regulator 
Co., Water Heater Controls Div. 


Mississippi Tank Co. 


Motorola Comm. & Electronics, Inc. 


Neptune Meter Co. 
*North Texas Tank Co. 


| Ohio Foundry & Mfg. Co. 


116 
31 
32 
84 
62, 63 | 


| Parkhill-Wade 

| *Pasley Mfg. & Dist. Co. 
Phillips & Buttorff Corp. 
Phillips Petroleum Co. 


ze, 


101 


65 


23 


98 


71 
Second Cover 
109 


Powell Co., Wm. 
*Pressed Steel Tank Co. 
Pure Oil Co. 


Queen Prods. Div., 
King-Seeley Corp. 


Radiator Specialty Co. 

Raypak Co. 

Reznor Mfg. Co. 

Richardson Gasoline Co., Sid 

Ridge Tool Co. 

Robertshaw-Fulton Controls Co. 
Grayson Controls Div. | 
Thermostat Division 67 

Rochester Gauges, Inc. 110 

*Rockwell Mfg. Co. 


Gas Products Div. Fourth Cover 


Samuel Stamping & Enameling Co. 
24, 25 


99 
95 
75 


57 


Selwyn-Pacific Co. 
Sheffield Bronze Paint Co. 
Shell Oil Company 
Siegler Heater Co. 
*Sinclair Oil & Gas Co. 
Skelly Oil Co. 
Smith, A. O., Corp. 
(Permaglas Div.) 
*Smith Precision Products Co. 
Spatz Paint Industries, Inc. 
*Sprague Meter Co. 
Squibb-Taylor, Inc. 
Stewart-Warner Corp. 
Suburban Appliance Corp. 
Suburban Gas Service 
Superior Industries Inc. 


88 


Temco, Inc. 
Texaco, Inc. 
| *Texas Natural Gasoline Corp. 
Trinity Steel Co. 
Tuloma Gas Products Co. 


*Union Carbide Corp. 
Linde Co., Div. 
United Petroleum Gas Co. 


69 


*Viking Pump Co. 84 


Front Cover 
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| *Warren Petroleum Corp. 
Weatherhead Co., The 
Western Tank Steel Corp. 
Whitehead Mfg. Corp., D. W. — 
*Zenith Carburetor Div., 
Bendix Aviation Corp. 
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For top profits check Lubbock Machine's 


“Higher Payload” Engineering today ! 


Examples of Lubbock Machine engineer- 
ing which have increased payloads with- 
out added cost are shown above in the 
11,000 gallon semi-trailer; and below in 


the 11,800 gallon bodyload and pup unit. 


The secret is Lubbock Machine’s atten- 
tion to little things which add up to a big 


difference in payloads. 


There is no excess weight in Lubbock 


units — the lightest weight material is used 


in every case where performance is equal. 


Let Lubbock Machine show you how en- 


Low Mileage Cost 


gineered transport tanks can solve your 
payload problem. Write, wire, or phone, 


today. 


05951070) 0) MACHINE & SUPPLY CO., Inc. 


LUBBOCK MACH. & SUPPLY CO - LUBBOCK, TEX 





P. O. DRAWER 1589 PO 2-5261 LUBBOCK, TEXAS 
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If storage capacity is your problem, va- 
por meters will go a long way towards solv- 
ing it. W‘th meters guarding customers’ 
services you can fill their tanks at will— 
whenever you have extra truck time or 
during off-peak periods. 

This extra storage capacity in customers’ 
tanks often permits a growth operation 
to expand without remodeling. And with 
increased storage you can buy advanta- 


geously when the wholesale costs of LPG 
go down due to seasonal influences. 


Thousands of these meters are in serv- 
ice, making money by saving money for 
LP gas distributors. You can do the same! 
Get all the facts now. Write for our inform- 
ative bulletin ADV-41. Rockwell Manu- 
facturing Company, Pittsburgh 8, Pa. In 
Canada: Rockwell Manufacturing Com- 
pany of Canada, Ltd., Guelph, Ontario. 


VAPOR METERING 
will improve your profit picture 


THE VAPOR METER THAT ANSWERS 
YOUR NEEDS 


The Rockwell LPG aluminum meter is designed 
especially for measuring LP-gas from storage 
tanks, bottle sets, and distribution systems. It 
is lightweight, and corrosion-resistant, small in size 
but has big capacity, up to 240,000 Btu’s per hour. 


See our exhibit at the 
LPGA Convention—Booths 97-98 


ROGKWELL® 


LP-GAS VAPOR METERS 








